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THE MARK oFA GOOD MowEs 






The New 
STAYTITE 
Handle 


Pennsylvania Qual- pone > nt 


ity mowers are better , 
to sell because they 
are better to use. 









Pennsylvania Lawn Mower Works 
1621 N. 23rd St. 
Philadelphia 
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» Jack and Jill eat down-stairs now! 


i | 


a. 




















Two more places at the table— 
two youngsters whose table manners 
must be equal to eating with grown- 
up guests. Jack and Jill eat down- 
stairs now! But what a strain on 
the silverware. To-night, for in- 
stance, with the Clarks and the Os- 
| q . goods invited to dinner, Jack and 
eK ee ee Pe pe Jill mean the setting of just two 

~ *.. ear ) , fF more places than the silverware 
allows. ‘To-night Jack’s forks and 
Jill's spoons will have nothing in 
common with Mrs. Clark's. But 
to-morrow, and forever thereafter, 
the children’s places must be as cor- 
rectly set as all the rest! 





AMBASSADOR PATTERN | ‘f7 
Child’s Spoon and Fork 










Most parents wish 
to be fair with the child 


and when they realize that it is not fair that Jack and 
Jill should grow up in ignorance of the niceties and 
refinements of life, they are ready to provide what is 
needful in the home. 














Perhaps they remember occasions when they them- 
selves were embarrassed because they had been un- 
mindful of what other people thought or did. But 
they mean that their children shall not be subjected 
to like humiliation. 









[It is such human appeals as this that are making the 
advertising of 1847 Rogers Bros. Silverplate so re- 
sultful. They are bringing more sales daily. They 
are convincing your customers and others who should 
be your customers that they need more silverware— 
silverware enough to be fair to Jack and Jill. 









For advertising and display helps that wiil 
attract Jack and Jill's mother to your store 
\} ask your jobber or write Sales Promotion 
Department, 









INTERNATIONAL SILVER CO., MERIDEN, CONN. 


AMBASSADOR ] > ‘7 RC ue iE KS b 2 {@)s) 
Service Plate, Bread 
and Butter Plate % ; te 


Whipped Cream Bow! 
and Water Pitcher \ 





To match 1847 
Rogers Bros. patterns. 
there are many useful 
and beautiful pieces 
of this kind. 
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i V & B Vanadium Hammers are dis- 
i tinctly the choice of the carpenter. 
from special V & B formula 

m steel, handled with the finest 

: SGP. second growth white 
hiCRQa @acemmmccted and approved 
by the Wiierwri aboratories they 


Ligh ® 
Wir ag 
/ 


are uniqué 





The patented 
Wedge firmly locks 
and is absolutely positiv® 
| a tight head at all times. 












































| The octagon neck and round faced f 
tern is neat and practical, and the 
| | special non-slip claw firmly grips either 
a brad or a spike. 
The wax hole is a feature especially 
appreciated by those who work with 
hard wood. 
The special shaped handle: and head 
of the tool gives a hammer of min- 
imum vibration and nice balance—has 
created a steadily growing comend. 
| Stock them—it pays. 
— WAUGHAN & BUSHNELL 
| MANUFACTURING COMPANY 








Makers Or’ Fire Foots 
2114 Carroll Ave.~ ~ Chicago, Hl U.S.A, 











HARDWARE AGE July 17, 1924 
























Machine Screws 





Tire Bolts 


St OVE Bolts TER 




































































American Screw Co. 


PROVIDENCE , R.1. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Atkin SilverSteel Saws 








yo My Fellow Hardware Dealers” 





| j HERE’S A GOOD ONE 
FROM AUSTRALIA 


4 N. R. HODSON WINNER 


Mr. Hodson, who is connected. with Nock & Kirby, 
Limited, of Willoughby, N. S. W., Australia, has sent in a 
very good letter. If Atkins Silver Steel Saws can be sold 
in foreign countries, they should be sold a great deal easier 
in the United States due to the extensive advertising car- 
ried on here. 


This man from Australia has taken advantage of our 
offer in sending a winning letter. There are thousands of 
dealers here in the United States. Why don’t a great many 
of them write letters? Our only requirements are that the 
letter be written on the stationery of the dealer with whom 
you are connected and that dealer handles Atkins Saws. 


If we accept your letter for our publication, you win $10.00. 


HIS LETTER: 






E. C. Atkins & Co., 
Indianapolis, Ind. U. S. A. 


Gentlemen: 
“Here’s why I recommend Atkins Silver Steel Saws to my fellow hardware dealer.” 


Because the slogan of our tool department is to sell the best tools obtainable, and in selling Atkins 
Silver Steel Saws I feel that I am selling the best. 

Salesmanship is simplified when selling Atkins Saws, because they sell themselves. 

The finish is perfect, and when a customer takes hold of an Atkins Saw fitted with the Perfection 
handle, it is a revelation to him; the balance is just as it should be. You have more satisfied customers 
when you sell them Atkins Saws, and a satisfied customer is your best advertisement. 

Atkins Saws give you a good margin of profit, and advertising costs you nothing; Atkins does that for 


you. 
Yours faithfully, 


N. R. HODSON. 


A FEW POINTERS ON ATKINS 
No. 0 CABINET SCRAPERS 


Atkins No. 0 Cabinet Scrapers are made of silver Steel, the same material used 
in the high grade Silver Steel Saws. One of these scrapers will hold its cutting 
edge a remarkably long time. Atkins Scrapers are made in practically all sizes 
and any dealer would benefit by having a full assortment of them. Write for our 
latest prices. 








FE. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Altant Minneapolis New Orleans San F i i 
Chicago Memphis New York — a B. C. Sean ty ig I WwW. 


‘ATKINS ALWAYS AWEAD’ 1111111 nn"1_-v 
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Swiss Pattern 
Files 


ROFESSIONAL file users 

use X. F. Swiss Pattern Files 
because they work best. Ama- 
teur users need them for best 
work. In other words, all 
your file customers are logical 
customers for X. F. Swiss 
Pattern Files whenever there is 
exacting fine filing to do. 


NICHOLSON FILE CO. 
Providence, R.1., U.S.A. 


IAS NLS EIS SAR. 
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One Little Bork, 
and O ‘aa fae Wife 


















cA MILLION DOLLAR'S WORTH OF 
BEAUTY BEHIND THIS DOOR 


—not long age the house seemed old and uninterasting 
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—and these ads help! 


Every home in town has things in it which 
deserve to be beautified and protected with 
Murphy Univernish. Don’t rest until you have 
every family in your community asking for Uni- ; 
vernish—and using it. 

It will pay you to sell the full Univernish line, 
clear varnish and six wood tints. This is of the 
utmost importance if you really aim to double 
your sales of Murphy Univernish in 1924. 





Murphy Varnish Company 


Newark, N. J. Chicago, Il., San Francico, Calif. 
Montreal, Canada 
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This striking Valspar 
Boiling Water Test has 
been shown at the Texas 
State Fair held at Dallas; 
at the Motor Boat Show, 
New York; Pennsylvania 
and Atlantic Seaboard 
Hardware Dealers’ Show, 
Philadelphia; New 
England Retail Hardware 
Dealers’ Show, Boston; 
Southeastern Retail Hard- 
ware and Implement As- 
sociation Exposition, At- 
lanta; National Associa- 
tion Purchasing Agents 
Convention, Boston. 
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The Valspar Varnish-Stains 


Alone Stand the Valspar Tests! = - 


We are exhibiting the convincing Valspar 
Boiling Water Test shown above at exposi- 
tions all over the United States. 


This is the test: 


The table top shown above is divided into 
seven sections and each section finished with 
a well-known varnish-stain—Valspar Var- 
nish-Stain in the middle. 


Then for heurs, from the electrically heat- 
ed kettle and circulating pump, a steady 
stream of boiling water flows across the table 
top. Of all the stains tested, the Valspar 
Varnish-Stain alone stands up—retains its 
original clearness of color and beauty of 
finish. All the others check, grow dull and 
turn white under this rigorous test. 


For many years we have demonstrated 
Valspar’s unique waterproof qualities by 
tests similar to the one described above. 
Now we are showing people through our ad- 
vertising that Valspar Varnish-Stains stand 
the same tests as Valspar itself—because 
they are Valspar, combined with transparent 
wood colors. 

Our advertisements are read by more 
than 13,500,000 families every month—they 
are read by your customers. As a result we 
have received since the first of the year, 
over 200 requests daily for samples of 
Valspar and Valspar in Colors from people 
whose local dealers could not supply them. 

Are you prepared to cash in on this con- 
stantly growing demand? If not, write us 
for further particulars. 


July 17, 1924 
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VALENTINE’S 


VALSPAR 


VARNISH-STAIN 


Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 


London Paris Amsterdam 


W. P. FULLER & CO., Agents for Pacific Coast 





VALENTINE & COMPANY 


New York Chicago Boston Toronto 
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CA painter’s cap of new 
design. A postcard will 
bring you a supply. 
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Window display of the Martin Hardware Company, Mansfield, Ohio 


What a Hardware Firm Discovered About 


Master Painter Demand 


HE experience of the masters of the 

painting craft of the United States 
is steadily reflected in the increasing 
numbers of them who are demanding 
Pure Old Dutch Process White Lead 
for their work. 

The Martin Hardware Co., Whole- 
sale and Retail, of Mansfield, Ohio, is 
one of the many hardware firms that are 
finding that this demand is most com- 
pletely answered by Eagle White Lead 


in Oil, which has been pure Old Dutch 
Process White Lead in Oil for 81 years. 

Should a process of manufacture be 
discovered that is 4 better process, and 
not merely a cheaper one, for the pro- 
duction of white lead, The Eagle-Picher 
Lead Company will consider its adop- 
tion. Until that time, Eagle White Lead 
in Oil will continue to be the Pure Old 
Dutch Process White Lead in Oil that 
the painter has known since 1843. 





General Offices: The EAGLE-PICHER LEAD COMPANY 863-208 So. La Salle St. CHICAGO 


™ FAGLE © Pyre Old Dutch Process 








WHITE LEAD 


Sales O . CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 
ales ffices * BUFFALO DETROICF BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 


Plan ts: CINCINNATI NEWARK GALENA, KAS. HENRYETTA, OKLA. PICHER, OKLA. 
* EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. JOPLIN, MO. HILLSBORO, ILL. (2 Plants) 





© The E. P. L. Co., 1924 
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The Great New 
“Leviathans of the Lakes” 
are Finished with Liquid Granite 


H ERE is further evidence of the outstanding 
superiority of Berry Brothers’ Liquid 
Granite Floor Varnish. 

The great new “Leviathans of the Lakes’—- 
“Greater Detroit” and “Greater Buffalo”-—the 
largest and finest fresh-water liners afloat, have 
been finished with this world-famous, durable 
varnish. 


Used on All Fine Woodwork 


Fifteen hundred gallons of Liquid Granite have 
been used on the magnificent floors and _ fine, 
selected mahogany, walnut and maple woodwork 
throughout these palatial vessels. Liquid Granite 
was specified and used exclusively for the sole 
reason that it is more than merely waterproof— 
it wears! 
Don’t Sell Just Varnish—Sell 
Liquid Granite 


Liquid Granite wears like stone. Floors finished 
with 1t endure hard service and remain unmarred 
and beautiful for month after month. 


We are convinced that it is the most wear-resist- 
ing, long-lived floor varnish manufactured. We 
know of no varnish that equals its durability. 


As a dealer in high-grade merchandise you should 
stock and push Liquid Granite and the Berry line. 
Let us tell you how many big dealers have grown 
bigger by carrying Berry goods eae 








ERRY BROTHER@ 


Varnishes Enamels Stains 
Walkerville, Ont. 
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Good judgment and strict economy call for 
products that are mays 4 standard and reliable. 
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Here are the Records of Proof. These booklets tell a real story. Send for the one that interests you. 
Keystone Copper Steel gives lasting service and satisfaction for 


Black and Galvanized Sheets 
and Roofing Tin Plates 





ita lant itt ieee tata nian nh aca ania oo enicadhaaandee ee een Te ND: ne ame LaRERe ae: 


The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the ‘hardware and builders 
supplytrades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 








American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 








eee 


DISTRICT SALES OFFICES: 
Chicago Cincinnati Denver Detroit New Orleans 








New York Philadelphia Pittsburgh St. Louis 


Export Representatives: UNITED STATES STEEL PrRopucts CoMPANY, New York City 
Pacific Coast Representatives: UNITED STATES STEEL Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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**Moore”’ 
Varnishes 


High quality varnish at a moder- 
ate price—that is the combination 
which brings a big varnish busi- 
ness to the dealer carrying the 
Moore line. 


The elimination of all unneces- 
Sary expense in the manufacture 
and marketing of Moore Var- 
nishes, together with quantity pro- 
duction places these products be- 
fore the paint user at a very low 
price. 


Just glance over the comprehen- 
sive line of Moore varnishes and 
japans—it is complete enough for 
you to supply every requirement. 


We will be glad to furnish you 
with further information upon re- 
quest. 
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Always a"Moore’ 
product for every surface 


Impervo Brand Varnishes 


Exterior Spar 

Marine Spar 

Movar 

Elastic Floor Varnish 
Elastic Interior Finish 
Cabinet Rubbing 

Dri-Dul 
Pale Rubbing and Polishing 
Hard Drying Seat Varnish 


4T5 Varnishes 


4T5 Floor Varnish 
4T5 Interior Finish 


Miscellaneous Varnishes 


White Enamel Varnish 
Extra White Damar 
No. 1 Damar 
Linoleum Varnish 
6X7 Varnish 

Extra Light Coach 
No. 1 Coach 

Extra Light Copal 
Light Hard Oil Finish 
No. 1 Furniture 

Black Asphaltum 


Coach and Auto Varnishes 


Auto-Car Pale Body 
Wearing Body 
Elastic Carriage 
Auto-Car Pale Gear 
Elastic Gear 
Durable Gear 
One Coat Coach 
Wagon Coach 
Auto-Car Pale Rubbing 
Quick Rubbing 

' Black Rubbing 


Japans, Dryers, Ete. 


White Japan 

No. 17 Japan 

Brown Japan 

Liquid Dryer 

French Bronze Liquid 
Japan Gold Size 


Benjamin Moore & Co. 


ST.LOUIS 
CARTERET 


TORONTO 
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UNUSUAL 


HAS PROVED 
POPULARITY 


TO BE THE ONLY 
THIS 


SATISFACTORY NAIL 
YEAR 
PULLER FOR HEAVY USE 

EVEN SURPASSING 


OUR EXPECTATIONS 


Manufactured by 


HARDWARE COMPANY 





Torrington, Conn., U.S. A. 


New York Office 151 Chambers Street 


1864 | Sixtieth Anniversary 1924 
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If this Diamond Mark 
ien't em your wrench, 
Walworth quality iso't 
dm st. 





locks a Walworth 
Stillson's grip on 
anything / 


bey STILLSON invented the wedging bite 
of his famous wrench especially to handle 
pipe. When you need to use the full power of its 
mighty grip and leverage, pull the wrench towards 
you. This locks the slanting teeth on either side of 
anything you want to get a hold on— whether it is 
round, square or hexagonal in shape. Then the grip 
of your Walworth Stillson won’t slip even if you’re 
using a piece of cloth between the jaws to protect 
a soft or highly polished surface. 

For dozens of household jobs and automobile 
repairs a Walworth Stillson wrench is the handiest 
all-round tool you can buy. Why not geta pair of 
them while you're about it P 


WALWORTH 
Stillson Wrench 


“*The Handy Helper in Every Home’’ 





A plete 23.000 items 
ovis WALWORTH MANUFACTURING CO. 5 Seenen 
Fittings and . Plants at se sag Semen Tit. Water. 

Ti ~~ Seles Units and Distributors in Principal Cities of the World Oil and Air 





OUT TODAY 


This advertisement appears in 
The Saturday Evening Post for July 19th 
















Keeping after 
that 80% market 


AN investigation has 
brought out the _ fact 
that eighty per cent of this 
country’s market for tools is 
in sales to householders. 


Walworth is keeping after 
that market. In the Satur- 
day Evening Post that comes 
out today you will find an- 
other half page in our series 
advertising the Walworth 
Stillson wrench as ‘‘the han- 
dy helper in every home.’’ 


Your tie-up with this 
household campaign is the 
individually packed 10-inch 
wrench in the Walworth 
display carton. These han- 
dier packages cost no more 
than loose, unwrapped 
wrenches—and they’re eas- 
ier to sell to your household 
trade. Try pairing up the 
10-inch wrench with other 
sizes from the Walworth 
Stillson line of 6 to 48-inch 
wrenches and sell them two- 
at-a-time, while you’re 
about it. 


Walworth 
Manufacturing Co. 
BOSTON, MASS. 


Sales units and distributors in principal 
cities 
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c Mechanics 
Vise 

Steel Jaw Faces 32x 

144 inches. Jaws open 


4% inches. Net weight 
4I pounds. 


Twin 
Guide Bars 


in this Vise are 1% 
inches in. diameter, 
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running in 2'4 inch 
reamed holes. 
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The distinctive twin steel guide bar construc- 
tion used in Goodell-Pratt Vises puts tremen- 
dous strength where it’s needed and makes the 
movable jaws rigid and true running. Even in 
the smallest sizes the jaws run smoothly with- 
out play, and they meet accurately. The 
heavy steel feed screws are carefully machined. 
The jaws are shaped so as to be unusually 
powerful. These features combined with at- 
tractive polished steel in contrast with the red 
and black enamel make them active sellers. 
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No. 161 Vise GOODELL-PRATT COMPANY 


Clamp on type. Plain 


: iron jaws, 2 inches D 
& wide. Jaws open 2 
; inches. Weight, 33 
- GREENFIELD, MASSACHUSETTS, U. S. A. 
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By COODELL- PRATT 
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You can make noisy screen doors 
a source of big profits 


START a campaign for screen 
door quiet in your neighbor- 


hood right now! Display the 
Sargent Door Closer 520. 
Show your customers how it 
closes screen doors silently 
and surely and keeps them 
shut. 


Comparatively few people 
know anything about door 
closers. They’ve seen the 
large type on the doors of 
stores, offices and 
public buildings— 
but only a small 
percentage realize 
what a real conve- 
nience a closer is 
in the home. 


The low cost of 
the Sargent 520, its 
mechanical perfec- 
tion, and the ease 
with which it can 


be attached with the aid of a 
template which comes in each 
box, are all points which will 
help to clinch sales. 


Sell the “520” for screen 
doors in summer, storm doors 
in winter, and all light interior 
doors which should be closed 
—the cellar, back stairs, refrig- 
erator room and down-stairs 
lavatory doors; also partition 
doors in offices. 

| Sell the Sargent 
Door Closer 520 
because of its great 
practicability, its 
sure dependability 
and the good name 
it bears. 


Cardsfor window 
displays and fold- 
ers for mailing and 
counter use will be 
furnished free. 


SARGENT & COMPANY, New Haven, Conn. 


Hardware Manufacturers 


New York: 92-98 Centre Street 


Cuicaco: 221-223 W. Randolph Street 
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There is an army of people who are exasperated many times 
daily when windows refuse to open because of sash cord which 
has frayed or rotted away. 


These folks are the logical prospects for “Acco” Round Cord 
Pulley Chain. They will jump at the opportunity to buy a 
material, easy to install, which will neither fray, rot, nor stretch. 


Each one of the evils of sash cord is a talking point for the 
dealers who sell “Acco” Round Cord Pulley Chain—the only 
chain made which will run over the ordinary round cord pulley. 


American Chain Company, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED 
Niagara Falls, Ontario 





District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 





Largest Manufacturers of Welded and Weldless Chain for All Purposes 
and Makers of the Famous Weed Automobile Accessories 





Cut shows how the fix- 

turé (Hook) is used 

for installing chain in 
sash, 





Cut shows how the fix- 

ture (Hook) is used 

for fastening chain to 
weights, 
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Here’s an axe that has the looks and the price to go BIG. 
hickory handle, leather sheath—all make it superb value. 
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Get More People Into 





Your Store 


You know what it takes—quality merchandise 

at medium prices. That’s what makes the 
strongest appeal—draws the biggest trade to your 
store. 


It is exactly for this reason that the line of 
Crecoite Tools has been developed. Every tool is 
durable and serviceable, but sells at a price your 
customers will gladly pay. Everybody can see at 
a glance these are quality tools—design and ap- 
pearance as attractive as the prices! 


Stock Crecoite Tools now and display them 
prominently. Show them—price them—and you 
will sell them! 


If Your Jobber Can’t Supply You Write 
Us Today for Samples or Catalog H 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 


Marion Indiana 





No. 1122 Full Polished Camp Axe for 
Sportsmen, Motorists, Scouts, Campers! 


new tool metal perfected after years of laboratory research. 


T 






































Its handsome full polished head, solid 
Made of Crecoite steel, the wonderful 
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From a painting in oils made especially for Simonds 


National Magazine cAdvertising for June, 1924 


N YOUR TOWN there are hundreds of them— men whose 
everyday life is as far removed from tools as the Tropic 
of Capricorn from the Arctic Circle—yet, who have an 
inbred love for good tools that any enterprising dealer 





PET Mm attastetelce profits. 


Simonds National Advertising is capitalizing this love for good 
tools. It is selling the fun of USING them. He is a wise dealer, 
indeed, who ties up with this advertising and makes it produce 
for him. 


Incidentally, when you sell a man a Simonds Hand Saw, Hack Saw 
or File, you make it easier to sell him the host of other things that 
the use of the tool suggests. 


SIMONDS SAW & STEEL Co. 


“The Saw Makers” FITCHBURG, MASS. Established 1832 


Chicago, Il. Lockport, N.Y. San Francisco, Cal. Montreal, Que. 

Detroit, Mich. Memphis, Tenn. Seattle, Wash. UVUancouver, B.C. 

New York City New Orleans, La. Portland, Ore. St. John, N. B. 
London, England 
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SAWS FILES KNIVES STEEL 


FITCHBURG, MASSACHUSETTS 
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IMONDS National ad- 
vertising is appearing 
regularly in The Satur- 
day Evening Post, The 
Literary Digest, Collier’s 
—The National Weekly, 


and Popular Science 


Monthly. 





HIS advertising repre- 
sents only one-half of 
the Simonds National Ad- 
vertising Campaign. The 
other half is represented by 
the most complete line of 
window displays, posters 
and store hangers you’ve 
ever seen. 


I you haven’t re- 
ceived your sup- 
ply, write at once for 
the Simonds Nine- 
teen Twenty-four 


Portfolio of Adver- 


tising. 


SIMONDS 


Pronounced SI-MONDS 
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FITCHBURG, ‘MASSACHUSETTS 
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The Cozy 


Glow Kid dominates the entire campaign with 
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We are ready for action—ready to assist you in 


his irresistible and appealing expression—and he 
every way to make this a banner year. 


The first touch of cold weather will welcome 
will appear everywhere to increase sales. 


this year’s Cozy Glow campaign. 

















































































































October issues of the Saturday Evening Post, 


Good Housekeeping, and Sunset. 
We have distinctive folders for prospects in 


have a combined circulation of 3,350,000 in the 
your locality, and for your counters. 


An attractive. sign, produced in three striking 


colors, is ready for your trucks. 
We will welcome the opportunity to see you 


personally and tell you about this intensive 


campaign. 


Dominant newspaper advertisements will 


Illustrated letterheads will be imprinted with 
blanket the entire country. 


Spectacular Cozy Glow advertisements will 
your name for a small charge. 


Westinghouse Electric & Manufacturing Company 


Merchandising Department 


Mansfield Works 


Mansfield, Ohio 


United States and Foreign Countries 


Westin 


Sales Offices in All Principal Cities of the 
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Send for This 


Handy Book of 
Samples 





A Great Little 


Trade Coaxer 





We supplv it in quantities to our dealers, for distri- 
bution, among contractors, carpenters, painters, 
woodworkers, and other large users of sandpaper. 


“RUFF STUFF” advertising matter will bring cus- 


tomers to vour store. 


“RUFF STUFF” performance will make every 
buyer come again for more. 












WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 







Branch Houses Pacific and Mountain States 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portlan Denver 


New York Los Angeles 
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Coming Hardware Conventions 
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ARKANSAS RETAIL HARDWARE ASSOCIA- TION CONVENTION AND EXHIBITION, Omaha, PENNSYLVANIA AND “Ameen Suancano 
TION CONVENTION, Little Rock, May, 1925. Neb., Feb. 3, 4, 5, 6, 1925. Convention HarRDWARE ASSOCIATION CONVENTION AND 
L. P. Biggs, secretary, 815-816 Southern headquarters, Rome Hotel. Exhibition, Exursition, Philadelphia ge or ge Mu- 
Trust Building, Little Rock. City Auditorium. George H. Dietz, secre- seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 

KENTUCKY HARDWARE AND IMPLEMENT tary, 414-419 Little Building, Lincoln. F. Jones, secretary, 604 Wesley “Building, 
ASSOCIATION CONVENTION, Jefferson County New ENGLAND HARDWARE DEALERS’ AsSSO- Philadelphia, Pa. 

Armory, Louisville, week of Jan. 18, 1925. CIATION CONVENTION AND EXHIBITION, Me- SOUTHEASTERN RETAIL HARDWARE ASso- 


J. M. Stone, secretary-treasurer, 200 Re- chanics’ Building, Boston, Mass., Feb. 23, . 
public Building, > poser og 24, 25, 1925. George A. Fiel, secretary, 10 erally ge ~~ 1936. ong Bir- 
MICHIGAN ReTaiL HARDWARE AssociaTION High Street, Boston 9, Mass. cine ha Geek” Wie 
CONVENTION, Grand Rapids, Feb. 24, 25, NEw YorK STATE ReralL HARDWARE sae rea fi Atlanta. G — —_— 

26. 27. 1925. Hotel headquarters, Hotel ASSOCIATION CONVENTION AND EXPOSITION, S a 
Plantlind. A. J. Scott, secretary, Marine Buffalo, Feb. 10, 11, 12, 13, 1925. Head- TEXAS HARDWARE AND IMPLEMENT ASSo- 
quarters, Hotel Statler. Exposition at the CIATION CONVENTION, Dallas, Jan. 20, 21, 


City. : 
_ Broadway Auditorium. John B. Foley, 22, 1925. Dan Scoates, secretary-treasurer, 
MINNESOTA RETAIL HARDWARE ASSOCIA- -cooretary, City Bank Building, Syracuse. College Station. 
TION CONVENTION, St. Paul Auditorium, St. NorTH DAKOTA RETAIL HARDWARE ASSO- 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, CIATION CONVENTION (place not yet se- WISCONSIN RETAIL HARDWARE ASSOCIA- 
secretary, Nicollet Avenue and Twenty- jocteq). Feb. 11, 12, 13 fO95 CN. Barnes, TION CONVENTION AND EXHIBITION, Audi- 
fourth Street, Minneapolis. secretary, Grand Sorks ; a ors * torium, Milwaukee, Feb. 4, 5, 6, 1925. P. J. 
HARDWARE ° ¢ 7, a Jacobs, secretary-treasurer, Stevens Point. 
MONTANA IMPLEMENT AND OKLAHOMA HARDWARB AND IMPLEMENT 
ASSOCIATION CONVENTION, Helena, Feb. 13, AgsoctaTION CONVPNTION, Masonic Temple, WESTERN RETAIL IMPLEMENT AND HAanrp- 
14, 1925. A. C, Talmage, secretary-treas- Qkjahoma City, Feb. 3, 4, 5, 1925. Charles WARE ASSOCIATION CONVENTION, Kansas 
urer, Bozeman. L. Unger, secretary-treasurer, Oklahoma City, Mo., Jan. 13, 14, 15, 1925. H. J. 
NEBRASKA RETAIL HARDWARE ASSOCIA- City. Hodge, secretary, Abilene, Kan. 
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. The Finishing Touch in 


Barn Door Construction 


The National No. 88 Adjustable Storm-Proof Door Hanger is repre- 
sentative of quality combinations for up-to-date models of modern equip- 
ment. 

Their distinctive features, efficient operation and easy installation 
meet the requirements and approval of the customer who takes pride in 
the selection of his hardware, whether for his home or his barn. 

In short, it is just as important to instal] good hangers and storm-proof 
doors on the barn as it is to protect the home against the elements. It 
is the finishing touch that reflects the builder’s selection and it is the 
privilege of the Dealer to influence the purchase. 


No. 88 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 


. Wires 
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The hood on National Storm-Proof Rail 
prevents snow and rain from interfering with 
operation of rail and rollers. The rollers 
are made throughout of heavy gauge steel 
and can be depended upon to carry the load. 


Put a model of No. 88 Hanger on your 
counter and let it work for you. It is a 
“sure-fire” method of emphasizing the im- 
portant features of National quality. Every 
detail is made in full size, from bolts to 


The door is carried close to the rail—allow- 


ing no large opening between. The adjust- hasps and latches. The hangers themselves 


ment construction is simple and easily oper- are neatly packed in boxes with full instruc- 
ated. Adjustment is vertical and lateral. tions and illustrated directions for attaching. 


The National policy of direct Dealer contact assures you of prompt 
shipments. We have no Jobbing connections. Shipments are made 
the day an order is received. You benefit by the extra saving and 
sell at a better profit. Write us for catalog and details. 


NATIONAL MANUFACTURING COMPANY 
STERLING ILLINOIS 
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What is the Greatest Problem 
in Merchandising? 





zaipmd LLERE are probably no two men in the United States who 

B would answer this question from the same point of view. 
And yet it is surprising the number of men who entertain 
similar opinions on this question, although they naturally express 
their ideas according to their individual differences of tempera- 
ment. 


Starting next week HARDWARE AGE will begin the publi- 
cation of letters and statements that have been received from manu- 
facturers, jobbers and retailers in answer to this question. 





We will open the editorial pages of HARDWARE AGE for a 
nation wide discussion and will welcome expressions of opinion 
from anybody interested in the subject. 





? 


Some of the foremost manufacturers and distributors of hard- 
ware in the country have contributed their ideas for the opening 
of this forum, and we feel that opinions from as many individuals 
as possible will help to focus attention on the significant trade 
tendencies that are being developed by modern methods of mer- 
chandising. 


It is no exaggeration to say that merchandising is the funda- 
mental economic problem confronting American business. An 
open discussion of this subject will, therefore, be of value to every- 
body. Won’t you send us your answer to the question at the top 
of this page right now, while you are thinking about it? 
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ORDS are inadequate to por- 
\ tray the horror and _ shock 

which fell upon Lorain, Ohio, 
Saturday afternoon, June 28, at 5.30. 
In less than two minutes a hard 
working industrial town of 37,000 
people became the scene of death and 
wreckage. The largest theater in 
the city collapsed, burying hundreds, 
killing fifty or more and injuring 
at least another hundred. Two doors 
away the hardware store of N. C. 
Alten lost its windows, roof and part 
of the building. Flying chunks of 
brick and wood buried the store as 
the storm hurled wreckage along 
Broadway, the main business street 
of the town. 


Lorain Hardware Co. Wrecked 


A block distant on the opposite 
corner the Lorain Hardware Co., a 
three-story brick building, compara- 
tively new, had its roof and upper 
story literally ripped from the top 
and scattered about the street. All 
store windows along the street were 
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The home of the Lorain Hardware Co. has all the appearance of having suffered from a 1918 air raid 


In the Track of 


Impressions of the Tornado-Swept Ohio Town 


caved in by the terrific force of air 
pressure. Falling glass cut, people 
on the street and in stores. 

Opposite the Lorain Hardware Co., 
the City Hardware & Supply Co. lost 
its roof, windows and part of the 
building. James Bratten, proprietor, 
had parked his Ford coupe in the 
alley next to his store. It began to 
rain as he reached the sidewalk. He 
stopped at a fruit stand which faces 
the street and blocks the alley, 
bought a bag of fruit and started 
for his store door. 

Hardly had he left the stand when 
the bag was ripped from his hand, 
the fruit stand demolished, the 
vender injured under the wreckage, 
the windows of his own _ store 
smashed and his store roof prac- 
tically lifted from the building. 

Bratten, the fruit man and people 
in the street ran into the store for 
shelter from the falling brick, tin 
and wood. All lights went out. For 
nearly thirty minutes the cracking 
and crashing of falling buildings 
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rent the air. Then came the wails of 
the injured and the startled cries of 
the frightened people. 

Bratten’s first thought was of his 
family and home. His car was com- 
pletely broken up and almost beyond 
recognition. The street before him 
was filled with ruins. Across the 
river, which runs behind his store, 
he saw blank spaces where homes 
had stood within the hour. Houses 
still standing were without roofs, 
walls were off, houses and buildings 
all around him tottered. 


Bratten’s Home Demolished 


He learned shortly that his home 
was completely demolished, as was 
the home of his son, Paul, who is 
associated with him. Fortunately, 
no one in either family was serious- 
ly hurt. 


As Bratten looked along the river 


and across the bridge he could not 
see the hardware store of Frank 
Geiger. So great was the ruin it 
could not be identified. The Nickel 
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N. C. Alten’s, seen in the background, was also hard hit as the result of the fury of the tornado 





| the Lorain Disaster 


as Told by a Representative of Hardware Age 


J. Heale 


Plate R. R. bridge was detached 
from its foundations and a large 
lake freighter was jammed against 
it. 

Hours crowded into minutes; 
police, firemen and others crawled 
over the wreckage on Broadway. 
Relief squads seemed to organize 
automatically. No coherent story of 
the first relief activity is available. 
People sensed the seriousness of the 
disaster, and there seemed to Bratten 
a general movement among the un- 
hurt to offer succor to those who 
were injured or confined in the 
ruins. 


Relief Work Begins 


Emergency hospitals were set up, 
the American. Legion got busy, doc- 
tors and Boy Scouts attended the 
injured. The streets, as far as 
could be seen, were filled with utter 
ruin. Autos and trolleys which had 
been on the street were telescoped 
and smashed into grotesque shapes. 

Thirty miles away, Cleveland radio 


fans were listening to the convention 
being broadcast throughout’ the 
country. At approximately 5.30 a 
terrific bolt of lightning struck 
through the city, temporarily put- 
ting out lights and cutting off the 
broadcasting. Heavy rain followed. 
Within two hours, radio listeners 
were shocked to learn of the disaster 
which had befallen Lorain. Doctors, 
nurses, Red Cross workers, police on 
reserve and National Guardsmen 
were summoned to report at head- 
quarters immediately. The first re- 
ports said that,800 were killed. At 
present the known dead numbers 
nearly 100. 

On Sunday National Guards- 
men under command of Gen. John 
R. McGuigg, 100 Cleveland police, 
scores of medical men and nurses 
worked feverishly in Lorain. Wreck- 
age and bodies were removed and 
the injured cared for. Merchants 
boarded up their windows, strung 
roofing paper, canvas and sacks in 
the roof gaps making temporary 


quarters for the homeless... When a 
HARDWARE AGE reporter visited 
Lorain on Wednesday, men were 
sleeping in Alten’s window and in 
other hardware stores. 

Military guard was established for 
three miles around Lorain. None 
but relief workers were permitted to 
enter and none could leave the city. 
Loiterers were conscripted for relief 
work. The American Legion made 
headquarters on Broadway to facili- 
tate the work of relief labor. World 
War veterans likened tornado-struck 
Lorain, Ohio, to the war devastated 
city of Louvain, France. 


Hardware Stores Working Hard 


The work of relief has gone on 
night and day unceasingly. Bodies 
are still missing. All downtown 
streets are roped off. Unsafe build- 
ings are roped and guarded. MHard- 
ware stores employing normally 
three men have ten working con- 
tinuously reclaiming damaged stock 
and handing out necessary hardware 











28 


for relief work. Flashlights, picks, 
crow bars, grippers, rope, lanterns, 
oil stoves, cooking utensils, axes and 
plock and tackle are in great de- 
mand. The hardware stores of 
Lorain have been the friends in 
need, supplying roofing paper and 
the other items so necessary in this 
hour of need. 

The George Worthington Co., 
Cleveland, hardware jobbers, sent a 
truck load of oil stoves, a car load of 
picks and other heavy hardware to N. 
C. Alten, Century Glass & Paint Co., 
Cleveland Window Glass & Mfg. Co., 
and other distributors have rushed 
truck loads of window glass to the 
stricken city. Lorain orders come 
first. 

One hardware dealer told the 
HARDWARE AGE reporter that Mon- 
day and Tuesday he had given out 
stock amounting to $3,500 but had 
received only $24.60 in cash. The 
other purchases must go on the 
books for subsequent adjustment. 

The Lorain hardware stores are 
crowded with soldiers, workers and 
civilians clamoring for hardware 
needed at once. The merchants have 
had little or no rest and but little 
opportunity to straighten their own 
ruins. 

George Day, Elyria, Ohio, hard- 
ware merchant, sent his motor truck 
to J. Bratten to be used as long as 
necessary. Other hardware men in 
nearby towns have offered every pos- 
sible human assistance. 


Broad Credit Extended 


The merchants of Lorain met and 
decided on very broad credit ar- 
rangements. Banks are planning 
special loans. The State of Ohio has 
voted $75,000 to pay for the cost of 
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the militia and to help furnish food 
and other emergency equipment. 

Damage figures are decidedly 
vague and vary greatly. It is 
much too early to determine the 
property loss. There is too much 
wrecking to be done, too much relief 
work to permit the merchants to 
size up their losses with any degree 
of accuracy. 

An insurance adjuster said there 
was damage amounting to $20,000,- 
000, half a million of which was cov- 
ered in special insurance. Mayor 
George L. Hoffman said it woud take 
$5,000,000 to put the city on even an 
emergency working basis. Bratten 
estimated his personal loss to be 
about $15,000. An insurance man said 
Alten’s loss approached $10,000 and 
the Lorain Hardware Co. twice that. 
There is no confirmation to these 
estimates, however, and it will be 
many days before definite data will 
be available. Thirty people are still 
missing. Some business places are 
still buried in wreckage. 

In two days Broadway was cleared 
sufficiently for emergency traffic. On 
the east side 1200 are without 
homes, 111 homes were totally de- 
stroyed, 62 were partially destroyed 
and 90 are without roofs. This is 
not the wealthy section of Lorain, 
but is populated by large families of 
working men, the majority of whom 
were employed by the American 
Shipbuilding Co. The plant and 
yards of this company were damaged 
so that only a handful can be em- 
ployed at wages for the present. 

As far as can be learned, only one 
hardware man suffered injuries suff- 
cient to place him in the hospital. 
Carl Kischmann and wife were hurt. 
Mr. Kischmann is a salesman for 





This Display Sold 
Fishing Tackle 


HE illustration at the right shows a 
recent display of fishing tackle that 
brought profits to the Diehl Hardware 


Co., Springfield, Ohio. 


covered with excelsior 


The floor was 
to represent 


grass while live fish swam in a tank 
in the foreground. Such was the real- 
ism that the anglers of Springfield stop- 


ped, 
fishing tackle. 


inspected and eventually bought 


Displays which are realistic are in- 
variably successful for they succeed in 
making the passersby stop. Once their 
interest has been aroused and they enter 
the store a live salesman can readily con- 


vert their curiosity into cash. 
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the George Worthington Co. Both 
will recover. Alten lost his home. 
The other hardware stores in Lorain 
not mentioned were not damaged 
particularly. 

The thirty-mile road between 
Cleveland and Lorain is closed except 
to trucks bearing blankets, medical 
supplies or heavy hardware. Only 
cars with workers or medicos may 
use this road. As a side light one 
dealer said more heavy hardware 
would pass through Lorain mer- 
chants the first week than would 
normally be handled in 18 months. 


How It All Happened 


The scientific explanation of the 
storm is given as follows: “A water- 
spout is believed to have started in 
Lake Erie, north and west of Cedar 
Point, missing that city and crashing 
its full force on Lorain. A water- 
spout is a slender, funnel shaped 
cloud. It seems to join the water’s 
surface in a cloud of spray torn up 
by whirling winds from the surface 
of the lake. The wind, too violent 
to be measured, developed and the 
atmospheric pressure dropped so 
rapidly that wooden buildings are 
often burst outward by the pressure 
of the wind inside. Normally this 
pressure is balanced by the pressure 
from the outside.” 

Sandusky, forty miles away, suf- 
fered a property loss of $2,000,000 
and six lives. A newspaper reports 
that the Michel Cooperage Co., San- 
dusky Washer Co. and Sandusky 
Tool Co. suffered losses of $10,000, 
$20,000 and $100,000 respectively. 

The same storm in its sweep 
caused several deaths in nearby 
towns but did not do any additional 
appreciable property damage. 
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This display of Coe & Bacher’s, Cleveland, Ohio, is noteworthy, because of its simplicity. Use of manufacturers’ 
helps and the suggestion to use sandpaper aided in increasing sales 
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Demonstrations and Displays 
Build Up Paint Sales 
- for Coe & Bacher 


tions each spring have helped 
Coe & Bacher, Cleveland, de- 
velop their paint trade. Last year 
$3,300 in paint and $500 in brushes 
were sold over the counter to peo- 
ple attracted by the frequent win- 
dow displays and demonstrations. 
The firm recently conducted its 
most successful paint demonstra- 
tion. It lasted three days. A fac- 
tory salesman cooperated, giving 
talks and answering all inquiries on 
painting. He painted chairs, slabs 
of wood, estimated quantities, sug- 
gested combinations, methods of ap- 
plication and number of coats nec- 
essary in any specific case. 


P tions each paint demonstra- 


QUULASEUTRAUEECDOGEUDERDODDELODDOED. PReReRTeReDetetaetaatereery 


During the exhibit 1200 people 
registered and each was given a 
small sample can of paint for his 
trouble. With the sample went a 
color card bearing the store’s im- 
print. Out of this number, 700 new 
names were added to the paint mail- 
ing list. The list, of course, will 
also be useful in other departments. 

A large window sign invited 
everyone to attend the paint ex- 
hibit. Hundreds of invitations were 
mailed, together with color cards 
and registration slips. From 10 a. 
m. to 10 p. m. all three days the 
store was crowded. 

Many autoists stopped and asked 
for information on painting their 
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cars. Many were surprised to learn 
that a good home job could be done 
for less than $15. If the-»car in 
question was in poor shape, the 
owner was advised to start with 
paint’and varnish remover; or he 
was told to fill in dents with paint 
filler and then to use an undercoat 
to be followed with two coats of 
color varnish commonly called auto 
enamel. When'‘the last two coats 
were dry he was told to rub down 
the surface with finishing paper. 
This takes the place of felt and is 
sold in packages like sandpaper. 
After rubbing, a coat of clear var- 
nish completes the job. 

The giving of such advice has 








COE KNEW— 


HAT ideas are received more quickly via the eye than the ear, and that demonstrations and displays 


are potent sales builders. 


He made good use of this knowledge and last year Coe & Bacher sold $3,300 


in paint and $500 in brushes. In this article you will find some real sales building suggestions that will return 
big dividends to you if you will apply them to your own business. 
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enabled Coe to turn his auto paint 
stock seven times a year. Many of 
those attracted to the demonstra- 
tion were sold a complete order of 
car paint, a brush and a bottle of 
top dressing. 

Coe has sold some local used car 
dealers and believes that in smaller 
cities the hardware merchant could 
profitably solicit the used-car man 
—the sales point being that $15 in- 
vested in a new coat of paint would 
increase the selling value at least 
$50, and the well painted car would 
attract a buyer more readily. 

One evening during the demon- 
stration paint was sold for five 
complete house jobs. A woman who 
received a sample can the first day 
returned a week later and wanted 
sufficient paint of the same kind to 
finish a breakfast set and her nur- 
sery furniture. She had been in- 
spired by her success on a lone 
kitchen chair. 

Mr. Coe notes that this particular 
woman is wealthy and could easily 
delegate her painting to a servant, 
but it seems that she enjoys paint- 
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ing odd bits as a pastime. She 
has become a steady paint customer. 
This little experience has given the 
dealer a sales thought. Whenever 
practical, he plans to talk paint- 
ing to all women customers, men- 
tioning breakfast sets, odd pieces, 
kitchen chairs and such. 

A young bride bought an electric 
iron and said she was going to pur- 
chase a breakfast set. Coe suggested 
that she buy the latter unpainted, 
thus saving $15, and paint it her- 
self for a couple of dollars. In this 
way she could have the advantage 
of selecting her own colors and 
have some real sport doing simple 
jobs herself. She ordered the neces- 
sary paint and brush delivered then 
and there. A few days later she 
came in again and invested the 
money saved in Coe’s department 
devoted to handy things for the 
kitchen. 

Speaking of brushes, this firm 
sells brushes to seven out of every 
ten paint customers. The average 
brush sale is for 65 cents or more. 

Coe asks: “Have you a suitable 
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brush at home?” This brings the 
reply: “What type of brush do 
I need?” The proper brush is pre- 
sented and usually sold. If the cus- 
tomer hesitates on the purchase of 
a new brush, Coe talks investment— 
says it is a shame to invest in paint 
and effort and spoil a good job with 
a poor brush. 

Coe’s paint stock can be seen from 
the street, and a view of his entire 
store is visible from the window. 
Over the display can be seen the 
back wall with the paint stock com- 
plete and neat on the shelves. 

Note that sandpaper is included 
in this window display. Sandpaper 
in packages is never forgotten when 
selling paint. Coe recently took an 
ordinary kitchen chair, painted half 
of it in several colors, after the 
fashion of the well-known wheel 
display of various auto paints. The 
multi-colored chair was placed in 
one window bearing a card which 
suggested home painting of kitchen 
chairs. A very good response was 
received. 


Display Tables Increase Cutlery Sales 
3 to 6 Times for Churchill 


HE illustration of a cutlery dis- 

play table at the Churchill Hard- 
ware Co., Galesburg, IIl., shows a 
clever bit of merchandising that has 
increased sales from five to six times, 
according to G. B. Churchill. 

This table is located near the cen- 
ter of the store and beside the cash 
register. Nothing but butcher 
knives, paring knives and rustless 
steel fruit knives are shown. The 
location by the cash register is 
logical because it is easy to look over 
the line and include a knife in a pur- 
chase which is being paid for. The 
stock is sampled on doors behind the 
table and it is convenient to show 
other items not on the table. The 
location is particularly good, because 
each woman customer has to pass by 
it on her way to the household de- 
partment in the basement. 

Another interesting thing to be 
seen in the illustration is the small 
cabinet of drawers on the left-hand 
corner of the table. This holds a 
variety of coil springs. Mr. Churchill 
has had this cabinet for a number 
of years and says he would hate to 
estimate how many times it has been 
emptied. The drawers are divided 
into compartments for each kind and 


also numbered. A plan is furnished 
to the dealer so that he will order 
only certain quantities each time the 
stock is replenished. The manufac- 
turer has figured out which springs 
sell better than the others and pre- 


vents the dealer from accumulating 
stocks of slow selling sizes. This lit- 
tle spring cabinet is not only a 
money maker but helps the hard- 
ware dealer to establish himself as 
having everything that is hardware. 





This display table increased cutlery sales for the Churchill Hardware 
Co. five to six times their former volume 
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Chapter X XII 





A See 
s22e---~ Employers and 
Employees 


“Have you any mail for Mike Kinney?” 


HE subscription list of The Gimlet had now 
~ reached a total of 50,000 monthly. The Gimlet 
was not only going to the hardware trade of this 
country, but many hardware men were subscribing to 
it, for all of their customers. Other lines of business 
were calling for The Gimlet. It was not only being dis- 
tributed in the United States but in almost every 
civilized country. This goes to show how an idea may 
develop. The weekly general letter, mimeographed on 
thin, yellow tissue paper, had grown into the leading 
house organ of the world. The rate of subscription, 
24 cents, had not been advanced nor had the rate of 
$100 per page been advanced to our original twelve 
advertising patrons. They certainly received their 
money’s worth in circulation. 


This Notice “Started Something” 


Before leaving for Europe, I placed a notice in The 
Gimlet that if any man, woman or child, regardless of 
previous condition of servitude, should send a postal 
card to Mike Kinney, care of Brown, Shipley & Com- 
pany, in London, Mike would in acknowledgment send 
them a Coronation postal card with a picture of King 
George V and Queen Mary. The Honorable Mike 
Kinney put this notice in The Gimlet and then forgot 
it. He landed in France and spent some time in the 
early part of 1911 on the Continent. 

Finally, in June, he arrived in London, jand one day 
sauntered into the tourist’s mail department of Brown, 
Shipley & Company. I first asked for my own mail 
under my own name. After sitting at a desk in the 


office and digesting my own mail, I happened to 
wonder if there was any mail for the Honorable Mike 
Kinney. I therefore went to the mail clerk and asked 
if he had any mail for Mike Kinney. When I first 
spoke, this mail clerk was rather busy and indifferent. 
When, however, he heard the words “Mike Kinney” 
he straightened up, looked at me searchingly and in- 
quired: “Are you Mr. Mike Kinney?” “No,” I re- 
plied, “I am only his business manager. Have you any 
mail for Mike Kinney?” ‘“Myle?” replied the English 
clerk, “we have nothing but myle for Mike Kinney. 
Every ship is bringing myle for Mike Kinney. Our 
whole office force has been at work on Mike Kinney’s 
myle. A lot of his myle has come without enough 
postage, and we have a big charge against him for 
stamps. Besides that, our managing director has in- 
structed us when Mr. Mike Kinney arrives to immedi- 
ately show him into the manager’s office.”’ 


Mike Kinney’s Mail 


I found there was a large box full of postal cards 
for the Honorable Mike Kinney, teamster and editor. 
There were not only regular-sized postals but every 
conceivable size of postal. Some of these enlarged 
cards had been painted by artists with pictures of Mike 
Kinney and George V and Queen Mary. Almost every 
postal sent their greetings to the King and Queen. 
There were 12,186 pieces of mail in all. 

When I met the managing director of Brown, Ship- 
ley & Company, he was exceedingly angry. He said: 
“What kind of hoax is this?” I assured him that the 
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intentions of Mike Kinney were all perfectly innocent. 
“This does not please us at all,” said the manager. 
“Mike Kinney has made a laughing-stock of us among 
the bankers in London. Everybody wants to know who 
Mike Kinney is and what all these postal cards from 
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“At lunch hour the employees would spend their time on the roof” 


all over the United States mean.” I told this banker 
the story, but he was not delighted. I told him we 
had advertised Messrs. Brown, Shipley & Company 
more than they had ever been advertised before in the 
United States. He replied that they did not want any 
advertising. 

Then I asked him to present a bill for the time of 
his clerks in handling the mail and for the extra 
postage. This turned out to be a very large bill, but 
I paid it. 

Then I went to the great London printers, W. H. 
Smith & Company, and told them my predicament. 
Through them I bought some 13,000 postal cards in 
colors with a picture of the King and Queen. I wrote 
greetings from Mike Kinney and from King George V 
and Queen Mary to all my correspondents in America. 
I had a plate made from this autographed letter and 
from this plate “our” greetings were printed on the 
postal cards. I hired one of the clerks of W. H. Smith 
& Company to address the return postals from my 
accumulation. This little joke cost the neat sum of 
$600! 

No Way of Stopping It 


However, poor Mike Kinney’s troubles were not 
over. Just as soon as the postal cards arrived in the 
United States they were shown around town. School 
children received them and showed them to other school 
children. As a result, the flood of postal cards to the 
angry Brown, Shipley & Company continued. There 
was no way to stop them. 

I arranged with a clerk at W. H. Smith & Company 
to go over to Brown, Shipley & Company every week, 
gather up the postal cards and answer them. Then I 
went to France and later visited Switzerland. All that 
summer these postal cards kept coming. I wrote The 
Gimlet to put in another notice that no more postal 
cards could be sent—that the coronation was over—but 
it is interesting to state that every month for a year 
afterward postal cards would drop in on Brown, Ship- 
ley & Company from every ship! 
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I will send Brown, Shipley & Company a marked 
copy of this article and again, after all these years, I 
will extend to them my most abject apologies for this 
indiscretion on my part. I did not realize how fond 
the American public were of writing and receiving 
postal cards! 

I wonder how many manufacturers, wholesale dealers 
and retail merchants have ever considered how much 
good advertising can be gotten out of the proper use 
of attractive colored postal cards. I do not believe the 
possibilities of the postal card as an advertising me- 
dium have ever been fully developed. Of course, I 
know postal cards printed in an ordinary manner are 
sent out from time to time, but with modern color 
printing very artistic cards can be produced in quan- 
tities at a very small cost and for special announce- 
ments of local interest or to celebrate certain events, 
such postals would be very effective. 


Helping the Employees 

However, I have gotten ahead of my story. When 
I became president of the Norvell-Shapleigh Hardware 
Company I realized I had an opportunity not only to 
make money for our stockholders and for myself, but J 
also had an opportunity to do some practical things 
for the good of the employees of the business. I had 
seen sO many businesses run exclusively for the benefit 
of the owners, and I had seen so much of the folly 
of this policy that I was determined, just as far as I 
could, in justice to the stockholders to run a business, 
giving a liberal share of the returns to the hard- 
working house people and salesmen who achieved the 
results. 

Full of such thoughts, the first thing we did was to 
arrange a very generous profit-sharing arrangement 
with our salesmen. I have written about this arrange- 
ment before in these articles. We not only did this, 
however, but we introduced a bonus system in the 
house, and every employee who had done extra good 
work was given a very generous bonus check. This 
system not only applied to heads of departments but 
went almost all the way down through the list. It was 
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“IT didn't know it was his girl” 


our idea to reward extra hard work, merit and good 
ideas with cash, and the cash came immediately—not 
at some future date. When an employee was promoted 
from one position to a higher one, an advance in salary 
immediately took place. 





(Continued on page 74) 
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8 Turnovers a Year with a 
One-Line Paint Stock 


IVE years ago C. E. Fruehauf 
PB ourenased a retail hardware 

store in Lakewood, Ohio. In the 
paint department he found five dif- 
ferent brands in house paints, stains, 
varnishes, and enamels and two or 
three in stove pipe enamels. The 
former owner had impressed upon 
Mr. Fruehauf the desirability of a 
wide variety of lines as trade win- 
ners. But the new owner had the 
instinct of the modern merchant and 
decided to restrict his paint depart- 
ment to one main line, close out the 
other varieties on a job lot table, 
and tell each customer he intended 
to handle one brand. 

Realizing that paint had the possi- 
bilities of being a large and very 
important department, Mr. Frue- 
hauf studied paint and painting. He 
moved his department from the side 
of the store to the rear wall, where 
it was visible from all parts of the 
floor, and ordered about $500 worth 
of paint in the line selected. 

Some one suggested a “lost sale 
diary” as a means of determining 
the wisdom (or lack of wisdom) in 
restricting paint lines. A book was 
available for the purpose, but it had 


so few entries over a long period - 


that it was discarded. 

It is interesting to note that Mr. 
Fruehauf’s purchases in paint from 
one company in 1919-1920 was eight 
times greater than the purchases 
from the same company by his pre- 
decessors. His orders for the next 
year were 50 per cent greater, the 
increase the following year al- 
most 33 1/3 per cent larger, while 
last year the same account showed 
another advance of 50 per cent. His 
retail paint sales last year ap- 
proached the $20,000 mark and this 
year the volume will pass that figure 
by a wide margin. Brush sales last 
year equaled $1,500. Mr. Fruehauf 
turns his full paint stock eight times 


a year, and certain items he turns 
once a month. 

Commenting on his paint depart- 
ment, Mr. Fruehauf says, “Of course, 
more salesmenship was necessary 
for us in putting the one-line idea 








Here’s How 
Fruehauf 


Does It! 


OMPETITION may 

be the life of trade— 
but not COMPETITION 
within a man’s own busi- 
ness—the competition that 
comes from the carrying of 
competing lines—therefore 
the first thing that Mr. 
Fruehauf did in building up 
his paint sales was to elim- 
inate five competing makes 
of paint and limit his stock 
to one line. 
He removed the paint de- 
partment from the side to 
the rear of the store, where 
it is visible from every part 
of the floor. 
He made SERVICE his 
slogan. He studied paint 
from A to Z and insisted 
that his salesmen do the 
same. Knowledge begets 
confidence. 
He has two sets of ladders, 
ladder planks and ladder 
jacks, which he loans to his 
paint customers. 
As a result, he turns his 
stock eight times a year. 
In 1923 his retail paint 
sales approached the $20,- 
000 mark, and sales this 
year will pass that figure 
by a wide margin. 


across with some customers, but to 
offset that were many real advan- 
tages such as smaller investment, 
cleaner stock, fresh goods, less time 
required in our buying and less 
bookkeeping for this department. 

“Competition in our neighborhood 
has grown as it has everywhere else, 
but we feel sure our paint policy is 
winning more customers continually. 
We use the dealers’ helps and dis- 
play material of the manufacturer 
continually, are liberal in our win- 
dow displays, and have talked paint 
at every opportunity. 

“As in everything else, our first 
year: was a trying one. Customers 
had their likes and dislikes as to 
paints and varnishes. Frequently 
we enlisted the aid of the factory 
salesman. We tell our customers 
the line we handle was selected as 
being the best suited in our judg- 
ment. Complaints are rare, but 
when we have them we don’t let 
them grow cold, but get on the job 
immediately and straighten out any 
misunderstanding. 

“Our stock is complete and fresh. 
Clean labeled cans are placed in 
front. Our shelves are neatly ar- 
ranged. Of our paint business we 
find 25 per cent goes to painting and 
building contractors. Our percent- 
age of bad accounts in the paint de- 
partment has been less than % of 1 
per cent. We handle only first 
quality paint. We don’t wait for the 
customer to talk paint, we solicit 
paint sales in a friendly way. We 
use paint and kindred products our- 
selves and in that way become famil- 
iar with its uses and peculiarities. 

Mr. Fruehauf recently held a 
three-day paint demonstration dur- 
ing which time three complete house 
jobs were obtained. From 7.30 to 
10 p. m. the store was crowded. As 
many as 300 or 400 people came in 
during the evening. A _ factory 

(Continued on page 80) 
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His brush sales last year 





reached the $1500 mark. 
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Movin 


OVING picture hardware is 
M. hardware and supplies used in 

the production of motion pic- 
tures. It embraces everything that any 
hardware dealer anywhere has ever 
sold or perhaps ever will sell. Few per- 
sons realize this because the business 
side of the movies is not as good ma- 
terial for publicity purposes as the 
human interest side. 

A story about an actress, for in- 
stance, has always been and always will 
be more interesting than a story about 
wire. But the story of an actress is 
often woven around a small thread of 
music wire, and the destiny of her 
career is sometimes suspended by 
nothing more tangible than a twisted 
bit of woven steel. 

This is not as much of an exaggera- 
tion as it may seem. The movies use 
vast quantities of oxidized music wire 
when producing stunt pictures and cer- 
tain types of comedies. This type of 
wire is very thin. It does not photo- 
graph easily, and it has extraordinary 
tensile strength and great qualities of 
durability. It is frequently used, at- 
tached to a small harness, which is 
fastened under the armpits, for the 
purpose of lifting actors and actresses 
off the ground when the scenario calls 
for exaggerated jumping of obstacles 
or see-saw rebounds and similar stunts. 
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Post office and restaurant, Universal City, Cal 


Picture 


By Charles Downes 





Some of the hardware 
items used by Universal City 
Studio annually :— 

2 carloads 

$5,000 worth 

Floor Covering. . . .500 rolls 
Paints (mixed) 

20 or more carloads 
Roofing Paper. . . 2000 rolls 
Plaster 1000 tons 

$5,000 worth 
$10,000 worth 
$10,000 worth 
$10,000 worth 


Auto Accessories 
$1,500 to $7,500 worth 











A village idler in a certain comedy, 
for instance, made it a practice to visit 
the village store and to help himself 
to the contents of the cracker barrel, 
the apple barrel and to anything else 
in the store which might prove edible. 
To cure him of this habit the store- 
keeper flavored a few sponges and sub- 
stituted them for sponge cake. The 
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idler ate two of these and then drank 
some soda pop. The combination caused 
convulsions and an abnormal swelling 
of the abdomen, so that the idler was 
transformed into a sort of human bal- 
loon. He rose slowly but steadily 
toward the ceiling and the storekeeper, 
greatly alarmed and agitated, made 
superhuman leaps into the air to drag 
the afflicted man to the floor. The actor 
who played the idler was raised from 
the floor by means of oxidized music 
wire and pulleys, and the storekeeper 
was enabled to make his astonishing 
leaps into the air with the assistance 
of the same articles. 

This wire is seldom used twice, but 
it is always in demand and bought by 
the moving picture studios in large 
quantities. 

More hardware men have a better 
idea of what a moving picture studio 
is like than ever before, because the 
majority of the delegates to the San 
Francisco convention last month visited 
the Universal City Studio at Universal 
City, Cal. Universal City is about five 
miles out of Hollywood, and in the 
vernacular of the old days, is “sufficient 
unto itself.” When the hardware dele- 
gates visited the studio the latter part 
of June they learned that Universal 
City has nearly everything in the way 
cf equipment that any modern city has, 
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Panoramic view Universal City studios showing sets and stages 


and also a great many things that many 
modern cities do not have. 

Universal City has its own electric 
lighting plant, its own sewage sys- 
tem, lumber yard, blacksmith shop, 
foundry, tin shop, plumbing shop, elec- 
tric, carpenter and machine shops, its 


own arsenal, ranch, dairy farm, chicken 
farm, nurseries (both for trees and for 
babies), its own fire department, school, 
post office, restaurant, band, zoo and 
theater. 

In Los Angeles it has its own ware- 
house and stock rooms, where it main- 


tains a $20,000 stock of hardware and 
electrical supplies at all times. This 
stock is continually being drawn on, and 
a fleet of trucks are employed to de- 
liver supplies and to pick up orders six 
days of every week during the. year. 
Some idea of the quantity of. hard- 
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Delegates to National Retail Hardware Convention photographed June 23 on steps of the cathedral set used in producing “The 
Hunchback of Notre Dame” at Universal City 
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ware that is used by the Universal City 
studio during the course of a year may 
be gained by examining the telephone 
confirmation order which is_ repro- 
duced with this article, and also by 
reading the list of items that are fre- 
quently used, which have been grouped 
in one of the accompanying boxes. 

Besides these items the Universal 
City studios use vast quantities of as- 
bestos for screens and technical pur- 
poses and also for imitation snow. In 
a winter scene when a man enters a 
cabin, the snow that he brushes off his 
coat and hat nine times out of ten is 
asbestos. 

One of the reasons why the movies 
use such large quantities of mixad 
paints is because every set is painted 
in natural colors for the psychological 
effect on the actors. Most of the sets 
are made of plaster and painted so they 
will resemble the places they are sup- 
posed to represent as closely and with 
as much fidelity as possible. This makes 
it easier for the actors to imagine 
themselves characters of the period and 
place that is being “shot,” as they say 
in the movies. 

The replica of the Cathedral of Notre 
Dame de Paris was a mathematically 
exact reproduction of the original and 
25 carloads of plaster were required to 
build it. 

The growth of the moving picture in- 
dustry has brought about many changes 
in its business methods during the last 
fifteen or twenty years. When the 
moving picture producers first began 
production work in Southern California 
it was customary for each studio to 
have its own buyer who would per- 
sonally go to a hardware store, order 
a quantity of supplies and then pay on 
the spot and carry the goods away with 
him in a truck. Most of the old-time 
buyers carried rolls of yellow backs 
and sacks of gold and silver coins be- 
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French street at Universal City made entirely of wood and plaster. 
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cause all business then was done on a 
cash-and-carry basis. 

Today practically all orders are 
placed by telephone and confirmed by 
mail. But today, as always, the im- 
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perative requirement of the moving 
picture studios is prompt and efficient 
service and speedy delivery. 

One hardware firm in Los Angeles 
has a moving picture hardware depart- 
ment; that is, it employs two men who 
do nothing else but receive telephone 
orders and follow them through. This 
firm also has another man who does 
nothing else but call on the buyers at. 
the studios in Los Angeles and Holly- 
wood for regular routine orders. 

It is often necessary for the sales- 
men to tell the buyers what they need. 
The studio buyer tells the hardware 
salesman what he wants and the pur- 
pose for which he wants it. If the 
salesman knows of any other article, 
tool or implement that will give better 
service or be more suitable it is up to- 
him to tell the buyer and to send it to 
him. But if the salesman guesses 
wrong more than twice the studio 
thereafter places its orders with other 
firms. 

It is sometimes imperative to get 
material immediately and occasionally 
this happens late at night. A few 
years ago a large Hollywood studio 
needed some wire cable to support a 
special set. It was after midnight and 
the hardware salesman was called by 
*phone at his home. It was explained 
to him that an expensive set required 
additional support and the only thing 
that would do would be wire cable. 
The salesman went down to the store,. 
opened it, and with the help of some 
workmen from the studio loaded $3,000 
worth of cable on a truck and it was. 
rushed out to Hollywood at 2 o’clock in 
the morning. This doesn’t happen 
often, of course, but when it does the 
hardware man has to be equal to the 
emergency. 

An order for hardware, plumbing 
goods and supplies for Jack Dempsey’s: 
dressing rooms was received by a large 
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Above—Lighting machine used in storm scenes 
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Right—— Jack Dempsey 
and Mme. Galli-Curci, 
opera star. 


Circle—A corner of the 


Universal City arsenal. 


Below — Miniatures and 
suit of armor used in 
making movies. 
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Following is a list of the items in- 
cluded in the first order for Jack Demp- 
sey’s dressing rooms at Universal City. 
The order was filled by a Los Angeles 
hardware firm April 24, 1924: 

2” Gate valve. 

50 ft. 4” Std. C. I. soil pipe. 

4” Sanitary soil tees. 

50 ft. 4” Vitrified stone pipe. 

20” C. I. toilet bends. 

4” Vitrified pipe quarter bends. 
Cast iron closet flanges. 

Snow rubber toilet gaskets. 
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Dempsey’s Dressing Rooms 


4” Clean-out plugs. 

Low tank toilet (complete). 

2” Durham tees. 

1%” N. P. P. traps. 

2” Floor drains, N. P. 

Unfinished brass toilet bolts, length 
2%”, with nuts. 

N. P. quarter turn compression bibbs. 
Brass closet screws 2%” long, caps 
for same, 

Showers (complete). 

2” Cast iron P traps. 

%”" Galv. ells. 

1%” Galv. tees. 


es BT. A GC. Lb toon, 
2 2” Durham ells. 
96 2/3” x 1/2” Galv. pipe. 
815 5/6’ x 1” ditto. 
1 1” Brass stop cock. 
¥ 5/6” x 2” Galv. pipe. 
o. 20 Lawson heaters. 
; 4” x 2” Cast iron S. D. T. reducer. 
12 %” x \%” Bushings. 
12 %” x \&%” Bushings. 
12 %” Galv. ells. 
x 2” Galv. nipples. 
54 Ibs. Caulking lead. 
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PACIFIC COAST STUDIOS © 
PURCHASE ORDER 
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Los Angeles hardware firm from the 
Universal City studios one morning last 
April at 10 o’clock. The total value of 
the order was more than $1,000. It was 
delivered at Universal City 4.30 in the 
afternoon. 

It would be possible to go on indefi- 



































Confirmation of 


of hardware. 
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telephone order for delivery to supply depot 


nitely recounting instances and telling 
about various phases of the moving 
picture business and also about its use 
Enough has been men- 
tioned, however, to show that it would 
be impossible to make a movie without 
hardware, and it may, perhaps, be per- 
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missible to add that the hardware busi- 
ness has contributed in no small meas- 
ure toward helping to make the Amer- 
ican moving picture industry what it 
is today. But, for that matter, all in- 
dustries are built on a framework of 


hardware and iron. 















HIS letter, recently received 

from the National Cash Reg- 
ister Co. of Dayton, Ohio, pre- 
| sents a novel suggestion for a new 
| line in hardware stores. What do 
you think about it? 


| “HARDWARE AGE, New York, N.Y. 
“Gentlemen: 


“Have you any information on 
the operation of a soda fountain 
and lunch counter in connection 
with a hardware store? One of 
















































































our representatives states that a 
hardware merchant in his terri- 
tory has an excellent location for 
such a business and is contem- 
plating it but is undecided what 
to do. 

“We have never seen this com- 
bination worked out, but thought 
possibly you might know of some 
hardware stores operating soda 
fountains and lunch counters in 
connection. 

“Any information you can give 





Soda Fountains in Hardware Stores ? 





us on this subject or any com- 
ments you can offer as to the 
feasibility of such a plan will be 
greatly appreciated by us. If 
there is any way in which we can 
reciprocate, we shall be glad to 
have you call upon us. 
“Yours very truly, 
“FE. J. NICHOLS, 
“Merchants’ Service, 


“National Cash Register Co., 
“Dayton, Ohio.” 
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Inside vs. Outside Salesmen 


By FRANK MAPPES 
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EDITOR’S NOTE—In this article, which is the tenth of the series by Mr. Mappes devoted 
to the problems of store arrangement, store management and merchandise display, the author 


takes up the vital problem of outside and inside salesmen. 


coming as they do from long experience, are worth reading. 


His comments on the subject, 


And let us remind you of the fact that Mr. Mappes’ next article in the July 31 issue of 
HarpwareE AGE on the subject of “Wholesale and Retail” is something well worth waiting for. 


Don’t miss it! 
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ERE are many things now 
commonly accepted as staple 
items in hardware that a 
decade or two ago were strangers 
to us in the hardware business. 
Vacuum cleaners, electric washers, 
electric ironers, dish washers, etc., 
are in that class. The difficulty 
most frequently met with in the sale 
of these goods is the lack of special- 
ized training of the personnel of the 
store to such an extent that many 
sales are lost because the salesman 
is unable to talk intelligently and 
convincingly about the mechanism 
and operation of the appliance. 

It would be impossible and is 
therefore unreasonable to expect 
the store personnel, as it is usually 
constituted, to contain experts in 
every line of endeavor represented 
in an average hardware store. I 
use the term “average” because, in 
all my experience, I have yet to en- 
counter one, but as it is commonly 
used when desiring to refer to any 
and all kinds of hardware stores, we 
will let it go at that. 


House-to-House Canvassing 


The most successful selling of 
vacuum cleaners, electric washers, 
etc., is, of course, done by the 
house-to-house canvassing method. 
This method, supplemented by leads 
obtained either through inquiries 
at the store or satisfied customers 
who have purchased, or other means 
through which names of prospects 
may be obtained, will produce by 
far the most satisfactory results 
when followed up by men whose 
whole time is devoted to their sale. 
By this is meant that the regular 
sales force in the store should not 
be permitted to ebb and flow in and 
out at any and all hours of the day 
chasing the elusive prospect, but, 
instead, a well organized force— 
even though it contains only one 


salesman—should be assigned to 
sel] outside of the store on a salary 
and commission basis or on a com- 
mission basis only. 


Have Enough Inside Men 


Many organizations suffer from 
lack of enough people on the floor, 
even under the most favorable cir- 
cumstances, so that it is never 
profitable to operate specialty de- 
partments without particular re- 
gard to the effect it will have on the 
general sales policy, and the num- 
ber of sales people always available 
during the peak of activities. Cus- 
tomers coming to the store repre- 
sent a remarkable value in good- 
will, as they consistently buy the 
bread-and-butter items without 
which no store can successfully 
weather the storms. 

In this connection I am going to 
take issue with those who advocate 
sending some of the store sales 
force out after business during dull 
periods. By persistent and con- 
sistent study it has been forced 
upon me that at such times the 
comparatively few people who come 
in to buy do not get the service nor 
attention they should, and the bad 
psychological effect of what ap- 
pears to them to be a store without 
a sufficient number of people to 
wait on a few customers. 

Imagine the impatience of a man 
who is doing a job with a force of 
men (probably high-priced me- 
chanics) coming to a store for some 
small item, such as belt lacing or 
rivets to repair the belt on the hoist 
or elevator at the time of a sudden 
breakdown, standing around wait- 
ing for one of an inadequate sales 
force. I happened to be a witness 
of such an incident which left a 
lasting impression on me. A con- 
tractor who was erecting a large 
hotel rushed into the nearest hard- 


ware store, and, by the way, the one 
which had been enjoying all his 
business because of its proximity 
to the job, and after waiting about 
ten minutes for someone to wait on 
him he finally asked one of the two 
salesmen in the store if he would 
not make an exception in his case 
and give him a small item out of 
his turn. He wanted a box of *- 
in. No. 7 copper rivets and burrs to 
repair a belt on his conveyor. Ten 
or twelve men were idle during the 
breakdown, but their time went on 
just the same. The clerk seeking 
the desired article consumed an- 
other five minutes, after which he 
told the customer they were out of 
that particular size. The nearest 
to the required size being undesir- 
able, the contractor hurried to the 
next store, which always had an 
ample force to handle any emer- 
gency and where he got immediate 
attention. Suffice it to say, the first 
store with inadequate help lost a 
good customer. This happened 
about ten years ago. The first store 
is still plugging along with two or 
three people, while the second one 
has now grown to the proportions 
of one of the largest retail hard- 
ware stores in the country. Noth- 
ing is gained by having a good loca- 
tion and probably paying high rent 
if the customer who comes into the 
store to buy is not promptly and 
efficiently served. 


Avoid Privileges 


As intimated before, separation 
from the general business will put 
such a department on its own feet 
to stand or fall. If it is necessary 
that one of the regular clerks be put 
in charge of these sales, a schedule 
should be adopted so that a definite 
line be drawn between his time out- 
side and the time he must devote 
to the store. Nothing does more to 
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might lead the manager to conclude 
that another demonstration would 
result in a sale, or it is possible 
that a further elucidation of the 
merits of the appliance by another 
man would do the trick. She fre- 
quently calls up the prospect and 
politely inquires if the solicitor had 
called, and leads the prospect to be- 
lieve herself to be especially fa- 
vored by the manager of the de- 
partment, who personally interests 

~H herself in the prospects. Follow- 
ups are never discontinued until 
every effort is exhausted or until 
a competitive article has been pur- 
chased. This lady has three or four 
expert salesmen on her staff, and 
the carefully planned and executed 
campaign brings a large volume of 
sales, which would in no other way 
be possible. 


Checking the Follow-Ups 


has a sufficiently large force of 
salespeople on its floor at all times 
to take care of the small, quick 
sales that are usually for cash and 
which do so much toward good-will 
building. The large items in ques- 
tion are very valuable in volume 
building and should by their very 
nature be pushed as a separate de- 
partment of the business on a quick 
turnover basis. 


demoralize a force of retail sales 
people than to have one or more, 
apparently privileged to go and 
come as they please, even though 
the actual facts are that strict 
supervision is maintained by the 
boss or manager over such comings 
and goings. 


The Evil of “Inside Competition” 


One of the worst things that can 
happen to a store is what might be 
termed “inside competition,” which 
is sometimes due to the system of 
paying premiums or commissions 
on sales of specific items. A store 
in the Middle West that prides 
itself on the wonderful business it § 
does on electric washers, vacuum 
cleaners, incubators, refrigerators, 
gas ranges, stoves and other large 
and volume creating articles, each of 
which pays premiums to the sales- 
people, has by this very means almost 4d yok po erroneous construc- 
lost its valuable clientéle and good- | See ee In this store the manager of the 
will built by service and courtesies baa aS department is paid a straight salary 
through small sales. Customers The direct sales expense will but the salesmen all operate on a 
coming into the store asking for an naturally be larger, but the rapid liberal commission plan. She cir- 
article of the premium bearing kind turnovers possible will justify by culates freely in the house-furnish- 
are almost swept off their feet by the difference. No merchant should ing department where her contact 
two or more salesmen coming to- overlook any opportunity to expand with customers makes it possible 


A Service That Pays 


‘Prey igd your post office as 
to the modern requirements 
of mail receptacles and mail de- 
posit boxes. Then talk this line 
to architects, builders, renters 
and home owners. You can build 
business and at the same time 
save trouble and money for your 
customers who otherwise might 
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ward them at once. While on the 
other hand, a request for a small 
screwdriver, file or what-not meets 
with the reception usually accorded 
a tax collector or someone equally 
unwelcome. 

I have successfully sold through 
outside salesmen electric washers 
and vacuum cleaners by paying 
liberal commissions to those making 


his business. This, of course, must 
not be done beyond the safety 
limits. Few things lend themselves 
so ideally to expansion of the hard- 


ware business as these eminently 


essential household appliances. 


A Case in Point 


I have in mind a store that has 
built up a wonderful specialty de- 


for her to frequently meet pros- 
pects face to face, which makes fu- 
ture conversations over the phone 
assume a more intimate tone. In 
this manner she is able to dig up 
about 50 per cent of the leads and 
helps keep check on the follow-ups. 
Her maim job in life is to sell clean- 
ers and electric washers, but she 
frequently puts on special cam- 


paigns for other large items and 
does it successfully. 

In conclusion, I wish to empha- 
size the importance of a separate 
organization for outside sales activ- 
ities so that the floor salesforce is 
not tempted to meander in and out 


partment by placing a woman in 
charge, whose duty it is to analyze 
the reports of each salesman who, 
by the way, make records of each 
call, together with all the infor- 
mation they can gather from each 
prospect they call on. These re- 


actual sales. If these outside men 
divided up with those in the store 
for the names of prospects or leads 
which were successfully followed 
up and closed it was without official 
sanction and was discouraged when 
discovered. It was believed, how- 





ever, that such was being done to 
the satisfaction of both parties. 

If it were left to me to select a 
store destined for assured success, 
it would fall to the lot of one that 


ports are tabulated and filed in such 
manner as to assure by continued 
efforts to close a deal eventually by 
a consistent follow-up system. The 
information contained in the report 


at irregular hours, and is always 
under the control of the manager. 
The outside salesman is his own 
boss to a certain extent, being paid 
only for results. 








Stimulating Winter Business 


a of the enterprising hardware dealers in the 
East plans to use the following window exhibit 
in the summer for the purpose of procuring early fall 
He expects to place a small 
pile of coal in one corner of the window and on the 
opposite side a number of brushes, cleaners and 


and even winter business. 


in the Summer 


other objects for 


dealer: 
SAVE COAL 


sale as chosen from his stock. Then 


he will illustrate it with the following sign, which 
contains a good sales thought for every hardware 


NEXT WINTER—CLEAN YOUR 


FURNACE NOW. 
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‘*‘Real salesmanship 

calls for selling items 

other than the one the 

customer came in to 
buy” 








Making Store Service Meet — 
Present Day Demands 


N analysis of business condi- 
A tions for 1924 reveals a health- 

ful merchandising period. Qual- 
ity branded goods are again coming 
into their own. At present, we are 
enjoying what might be termed a 
happy medium with conditions in 
general satisfactory. Although many 
dealers are most happy when busi- 
ness comes easy, the middle zone 
which we are enjoying right now 
is really the most healthful. It is 
the time when a dealer really is 
rewarded for his efforts. It is the 
time that calls for shrewd buying 
and aggressive selling. You must 
constantly keep studying the buying 
habits of the consumer. 


More Cautious Buying 


We must remember that the re- 
adjustment period has imbued the 
consumer with new and more cau- 
tious buying practices. Present-day 
merchandising not only calls for 
quality stock but it calls for real 
salesmanship. Yes! the keenest of 
salesmanship—the kind that not 
only creates desire but fosters desire 
until it is transformed into action. 

In this article it is our aim to give 
pointers that will promote better re- 
tail salesmanship and encourage the 
pushing of quality goods. Realizing 
that the bulk of the purchasing for 
the home is done either directly by 


or influenced through women, the 
aggressive merchant of today caters 
strongly to the female trade. And, 
besides, by handling women shoppers 
tactfully and pleasing them with 
good service and good merchandise, 
dealers automatically are creating 
an army of crusaders that will prove 
a substantial asset in boosting their 
business. 


Woman’s Interest in the Kitchen 


Naturally, a woman’s interest 
centers largely in her kitchen. To 
most home makers the daily duties 
of cooking and baking are perhaps 
most important. Therefore, a dis- 
cussion of the selling of kitchen 
utensils can successfully be used to 
bring out some of the essential prin- 
ciples of scientific salesmanship nec- 
essary to successfully meet present- 
day merchandising conditions. As 
aluminum ware is generally referred 
to as the most popular and modern 
culinary equipment, and in view of 
the fact that aggressive and modern 
methods of salesmanship are re- 
quired to properly sell high-grade 
aluminum utensils due to a condition 
brought about when “sales” mer- 
chandise predominated the market, 
the selling of quality aluminum 
offers, we believe, as many possibili- 
ties for scientific salesmanship as 
any other line. We shall, therefore, 


take it as the basis of our sales 
discussion here. 

During the period of depression, 
to feed the clamoring demand made 
by the buying public for cheap mer- 
chandise, the aluminum market was 
flooded with lightweight, inferior 
utensils. They sold cheap because 
they were made cheap—of thin and 
many times soft metal. The only 
sales appeal that was used was big, 
flashy display cards or other an- 
nouncements proclaiming the low 
price. In many instances. the 
utensils were attractive and to the 
eye of an inexperienced judge of 
aluminum ware looked like real bar- 
gains. But the unreliable character 
of these orphans of business without 
name or reputation caused their 
owners bitter disappointment. 


Quality Goods in Demand 


Such experiences have caused the 
housewife to be more cautious in 
her buying and is beginning to teach 
her what can best be summed up 
in the old philosophy of Ruskin, in 
which he says: “All things or works 
of quality must bear a price in pro- 
portion to the time, skill and risk 
attending their invention and manu- 
facture. Those things called dear 
are, when justly estimated, least ex- 
pensive.” 

Accordingly, the present current 
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of buying flows toward quality mer- 
chandise. Head your boat with the 
stream, but don’t merely let it drift. 
To make noticeable headway you 
will have to pull hard on the oars of 
salesmanship. The first requisite of 
successful salesmanship is knowledge 
of the product. You cannot point 
out the merits of the merchandise 
you are selling unless you know 
them yourself. When you demon- 
strate to a customer your thorough 
knowledge of your merchandise, you 
gain his confidence and your sugges- 
tions carry conviction. You avoid 
the chance of embarrassment when 
you are asked a question you cannot 
intelligently answer. 


Study the Catalogs 


You can usually acquire a good 
general knowledge of a commodity 
by studying the manufacturer’s cat- 
alog, especially the introductory 
pages; also the manufacturers ad- 
vertisements and booklets, as well 
as examining the actual products. 
It is a good plan, too, to call meet- 
ings of your salespeople, fifteen to 
twenty minutes is sufficient, and 
have the manu- 
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not only by the hardness of the metal 
but also by the greater thickness. 
Utensils made of thick meta] will 
more than repay their slight addi- 
tional first cost by their longer and 
more satisfactory wear. 

5. Aluminum has many remark- 
able properties which make it ad- 
mirable for all kinds of cooking. For 
instance, only gold, silver and copper 
surpass aluminium as conductors of 
heat. 

6. Aluminum has the advantage 
of being absolutely non-poisonous. 
It can safely be used in all kinds of 
cooking. This makes it unnecessary 
to have a variety of utensils for 
different cooking processes. As a 
result of the teaching of home eco- 
nomics experts all-aluminum kitchens 
are becoming more and more com- 
mon. 

7. Hard, highly polished aluminum 
may easily be kept clean and bright. 
Any good soap or non-gritty cleaning 
powder may be used. A good grade 
of steel wool is useful for removing 
stubborn discoloration. 

8. Strongly alkaline soaps, lye, etc., 
should not be used for cleaning 

aluminum. They 





will attack and 





facturer’s repre- 
sentative give a 
brief talk on the 
“why, how and 
what for” of his 
particular line. 
Here are spme 
interesting facts 
onaluminum 
that will help 
you talk intelli- 
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The 
Companion Sale 


selling 

ware, it should always be 
your aim to sell several utensils 
in addition to the one the customer 
originally intended to buy, just as 


roughen the 
metal. Hard 
crusts of food 
should not be 
scraped off with 
a Reite. A 
wooden §instru- 
ment, such as a 
clothes-pin, will 
serve the pur- 


alumunum 
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modern metal.” 
It was less than 
a generation ago 


that a practical a Fm. 








however, will prove 
sales can be made about one time 


customer will 
either be an 
asset or a lia- 
bility in helping 
you close your 


that extra 











process was dis- 





covered for pro- 
ducing aluminum. Prior to that dis- 
covery aluminum cost $12 a pound. 

2. Aluminum is obtained from a 
clay called Bauxite, in the form of 
aluminum oxide, a powder. From 
this powder metallic aluminum is 
produced by electrolysis (a chemical 
bath to which electricity is applied). 

3. High-grade aluminum utensils 
are made from sheets of pure alumi- 
num. Powerful dies of the stamp- 
ing presses draw the metal into the 
required shapes. 

4. Fine aluminum ware is dis- 
tinguished from the cheaper grades 


sale. Your per- 
sonality should radiate a willingness 
to give service from the very start. 
When a person enters a store it 
should be assumed that he is coming 
in with the intention to buy. There- 
fore an opening question like: “Is 
there anything you want today?” is 
entirely out of order. Rather take 
an attitude of offering your service. 
“What can I show you today?” or 
“May I help you, please?” are better. 
They so strongly invite a positive 
answer that if you use them, or 
similar ones, you will find that the 
negative replies are few. 
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Your first problem, of course, is 
to sell the customer the item he 
originally came in to examine or 
price. This is the very least that 
can be expected of you as a retail 
salesman. Many times it is merely 
filling an order. 


What Salesmanship Means 


Real salesmanship calls for selling 
items other than the one the cus- 
tomer came in to buy. This is one 
of the basic factors in present-day 
retail merchandising. And here is 
where the “power of suggestion” 
comes in. If you happen to sell an 
aluminum bread raiser, for instance, 
it is very logical to suggest bread 
pans, a biscuit pan and a graduated 
quart measure. When there are no 
more related items to refer to, you 
should call their attention to some 
article you are running as a special. 
When you sell a tea kettle, suggest 
a tea kettle inset. When you sell 
a baking utensil, suggest other items 
used for baking. 

In fact, when selling aluminum 
ware it should always be your aim 
to sell several utensils in addition 
to the one the customer originally 
intended to buy, just as you should 
try to sell the related items of a 
hammer, hatchet, saw, screw driver, 
screws and hinges when a customer 
perhaps only inquired for one of 
them. Do not be disappointed if 
you do. not succeed every time. This 
would be very unusual. The law of 
average, however, will prove that 
extra sales can be made about one 
time out of four. 

Of course, you know that merely 
suggesting various utensils will not 
always sell them. You must arouse 
human interest. When calling a 
woman’s attention to a high-grade 
preserving kettle, a remark along 
these lines will be found effective: 
“Here is a utensil that will insure 
uncrushed preserves because little or 
no stirring will be required. Alumi- 
num ware, you know, distributes the 
heat evenly, avoiding high concen- 
trated temperature at the bottom, 
which is what causes. burning. 
Aluminum being unaffected by acids, 
your jellies will be bright and clear 
and your vegetables free from dis- 
coloration.” In this connection it 
would be well to have several jars 
of vegetables that have been pre- 
served in aluminum to show the re- 
sults. 

In selling baking utensils you can 
refer to the splendid cakes and pies 
which aluminum ware is a factor in 
producing. Whenever a new item 
is placed on the market a request to 
arouse curiosity can be used like: 
“Have you seen the new aluminum 
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A window display of aluminum ware that is bound to appeal to the housewife—plenty of merchandise shown, but 
no suggestion of overcrowding 








cold water percolator?” You will find 
that you can develop a great variety 
of interest-arousing openings if you 
use a little effort along these lines. 
Good salesmanship calls for a keen 
study of human nature. If you find 
that your customer is of a nervous 
type and anxious to complete his 
initial purchase and pay for the 
item, let him do so before suggesting 
additional merchandise. He will then 
be at ease and, with his mind in a 
more receptive mood, you will then 
have less sales resistance to over- 
come. On the other hand, frequently 
the customer’s attitude will indicate 
that the opportune time to suggest 
new things is before the first sale 
is completely transacted. 


Don’t Be Timid 


One thing every salesman who 
wishes to become successful must 
guard against is mental inertia or 
timidity. You must never console 
yourself with the idea that such and 
such a customer cannot be influenced 
by the power of suggestion or good 
salesmanship. Sometimes those so- 
called “hard nuts” or “tightwads” 
are the very ones you can work 
miracles on because everybody else 
has been afraid to exercise aggres- 
sive salesmanship when waiting on 
them. In all instances be tactful 
and avoid unduly irritating your 
customer. 

In selling quality aluminium you 
will meet some price objections that 
will have to be overcome. When in 
competition with low grade wear, 
your argument should be that figur- 
ing cost on the basis of the years 
they last, high-grade aluminum 
utensils are the most economical it 


is possible to buy. The reliable 
manufacturer’s guarantee that qual- 
ity ware enjoys should also be em- 
phasized. And here it is well to 
remember that by selling a customer 
quality aluminum ware, you are not 
only rendering a real service to the 
customer but you are building good 
will for your store as well. The cus- 
tomer will soon forget the price he 
paid for a product, but the irritation 
caused by unsatisfactory service is 
seldom forgotten. Good will is too 
valuable an asset these days to 
gamble with. 


Compare the Goods 


If you are called on to justify the 
breach in price between a high qual- 
ity tea kettle and a low grade tea 
kettle, for instance, put the two to- 
gether and make actual comparison. 
Point out the difference in weight 
and the thickness of the metal, the 
difference in finish and workman- 
ship. Then call attention to the fea- 
tures of convenience in which the 
higher priced article excells. 

Many times you will find that by 
appealing to the pride instinct you 
will find sales of quality ware can 
be easily made. To help close a sale 
let the customer handle the utensil. 
If you let him hold it long enough, 
finally the physiological sense of 
possession asserts itself and the sale 
is made. 

When selling items that . are 
usually known as seasonable items 
you may especially have to overcome 
price objections. Sometimes people 
feel, when buying items like roasters, 
for instance, that a price in the 
neighborhood of $5 is more than 
they want to pay for a large roaster 


which they think will be used only 
three or four times a year. In these 
cases be sure to enumerate the 
various uses an oblong roaster can 
be used for in addition to roasting. 
Here are some of them: 


Uses for Roasters 


1. Cold pack canning. 2. Bread 
or cake box. 3 Baking bread, bis- 
cuits or apples. 4 Baking or steam- 
ing fish. 5 Food warmer. 6 Steam- 
ing asparagus or corn. 

You may occasionally hear com- 
plaints on the efficiency of aluminum 
fry pans. Some say that they 
stick and others mention warping 
as an objection. Both are caused 
by incorrect use. Always maintain 
that a quality aluminum fry pan of 
thick metal will give excellent ser- 
vice if used correctly. Give your 
customers these directions: 

Most important is proper heating. 
With a little practice the knack of 
proper heating is easily acquired. 
Aluminum conducts heat rapidly, 
storing it evenly in all parts of the 
utensil. Thus a little time is re- 
quired before the pan is “filled” with 
heat. Use a moderately hot fire at 
the start. You can tell when the fry 
pan is ready for the grease and 
meat by the same method that is 
employed to tell when a flat iron is 
ready to use. Wet your finger and 
see if it sizzles when applied to the 
edge of the fry pan. Some make 
their tests by placing a piece of 
paper in the pan. They know that 
when this paper becomes brown the 
pan is ready to start the frying. 
Another reliable test is to place 
butter near the outer edge until it 
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CURRENT NEWS 











Girvetes 


Simmons Hdw. Co.—J. Clark 
Coit, General Manager 


Louis K. Liggett, trustee of the As- 
sociated Simmons Hardware Co., has 
been elected president of the Simmons 
Hardware Company to succeed J. E. 
Otterson, who has resigned to devote 
his time to other manufacturing inter- 
ests. Mr. Otterson continues as a di- 
rector of the Winchester Repeating 
Arms Company, and a trustee of the 
Associated Simmons Co. 

J. Clark Coit, now president of the 
Winchester-Simmons Company of St. 
Louis, has been appointed by Mr. Lig- 
gett as first vice-president and general 
manager of the Simmons Hardware 
Company, with headquarters in St. 
Louis. He is now in direct charge of 
all Simmons business, including all dis- 
tributing houses, known as Winchester- 
Simmons Companies. 

Louis K. Liggett is somewhat of a 
new figure in the hardware field, al- 
though well known in the drug trade. 
It is understood that his activities will 
be mainly in the financial end of the 
business with Mr. Colt handling the 


Frank Drew Has Been with 
Winchester 21 Years 


Frank Drew has been connected with 
Winchester for 21 years, and is known 
throughout the trade for his executive 
and sales ability, as well as for his 


affable disposition and his fund of. 
| Since he was made vice- | 
president of the Winchester Repeating 


good stories. 


Arms Company in 1916, he has been 
in charge of jobbing sales. 


Frank G. Drew 


He was born in Philadelphia in 1872, 
and entered business as an apprentice 
in a wholesale hardware store in that 
city in 1887, remaining in the whole- 
sale selling line for 15 years. When he 














management and sales. No changes in 
policy have been announced. 


Louis K. Liggett 





retired he was a partner in the firm. 
In 1903 Mr. Drew accepted a position 
with Winchester, handling the Atlantic 
Coast territory, and in 1910 became 
general sales manager of the company. 


Liggett, Well Known 
as an Experienced 
Organizer 








Louis Kroh Liggett, newly elected 
president of the Simmons Hardware 
Company, was born at Detroit, Mich., 
1875, and educated in the public schools. 

He is an official and director in the 
United Drug Companies of New Jer- 
sey and Massachusetts, the United Mu- 
tual Fire Insurance Company, Liggett’s 
Limited of Canada, Louis K. Liggett 
Co., and the United Jewelers, Inc. 

He is a director in numerous other 
concerns throughout the country, 
among them being the Winchester Re- 
peating Arms Co., New Haven, Conn.; 
the Boston Morris Plan Co., the Dor- 
chester Mutual Fire Insurance Co., 
John Hancock Mutual Life Insurance 

Liberty Mutual Insurance Co., 
Drug Merchants of America, Beacon 
Oil Co., National Shawmut Bank, Na- 
tional Rockland Bank, Punta Alegre 
Sugar Co., Regal Shoe Co., Northeast- 
ern Conservatory of Music and others. 

Mr. Liggett is also an active mem- 
ber in the League for the Preservation 
of American Independence, the Repub- 
lican League of Massachusetts, and the 








Massachusetts Forestry Society. 


He continued as sales manager for six 
years, then assumed the vice-presi- 
dency of the company. Certainly Frank 
G. Drew is fitted by experience and 
training for the job before him. 





Coit to Manage Simmons Sales 


the Winchester Repeating Arms Co. will 

be the manufacturing organization. 
When John E. Otterson resigned the 

presidency of the Winchester Repeat- 


J. Clark Coit is a well known figure 
in hardware circles. As a youngster 
he started in 1890 in Omaha with the 
old firm of Lee, Clark, Andreesen, as 
a stock boy at $15 per month. From 
that job he was promoted to pick-up 
boy, driving the wagon which colleeted 
the shorts on customers’ orders. Two 
years later he was again advanced, this 


time to the cutlery department of the | 


firm. | 
In 1893 he became assistant buyer | 


of the firm under Carter, and 


then followed a long period of train- | 


ing under H. J. Lee, E. M. Andreesen 
and Carter. 

Coit spent seventeen years in the 
buying and sales departments and was 
head of the buying department in 1913. 
Shortly after he was made vice-presi- 
dent and general manager, and later 
president of the firm, which position 
he held until Jan. 8, 1924. In February 
of this year he came with the Win- 
chester-Simmons organization as presi- 
dent of the St. Louis house. He brings 
to his new position a fund of ability 
and experience, together with a per- 
sonality which makes and holds friends. 

It is the general understanding that 
the Simmons Hardware Company will 
be the selling organization, and that 








J. Clark Coit 


ing Arms Company, the board of direc- 
tors wisely chose Frank G. Drew to 





take his place. 
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New Radio Firm 
to Consolidate 
Independents 


For the purpose of amalgamating 
a group of established independent 
radio and radio accessories manufac- 
turing organizations, the General 
American Radio Corporation has been 
organized under the laws of Delaware, 
with a capitalization of $10,000,000 
preferred stock. 

The new corporation, which will have 
its headquarters at 345 Madison Ave- 
nue, New York City, has as its presi- 
dent Lewis J. Selznick, the motion pic- 
ture producer, and as chairman of the 
Board of Directors, Warren G. Stone 
of Cleveland. 

The vice-presidents of G. A. R. are 
Samuel R. Stone of Cleveland and 
Henry M. Shaw of East Orange, N. J. 
Mr. Shaw is president of the Shaw In- 
sulator Co., and is further known to 
the trade through his activities as 
president of the National Radio Trade 
Association. Arthur S. Friend, treas- 
urer of the corporation, is also a re- 
cruit from the ranks of the motion pic- 
ture men. Mr. Friend was for years 
treasurer of the Famous Players-Lasky 
Corporation, and more recently presi- 
dent of Distinctive Pictures Corpora- 
tion. The list of officers is complete 
with the name of Abraham M. Grill, a 
New York attorney, who holds the post 
of secretary. 

The board of directors includes, in 
addition to the Warren S. and Samuel 
R. Stone, Lewis J. Selznick, Henry M. 
Shaw and Arthur S. Friend, R. D. 
Hickok, A. H. Claus and Frank Fox, all 
of Cleveland, and Frank H. Shaw of 
Montclair, N. J. Mr. Hickok is presi- 
dent of the Hickok Electrical Instru- 
ment Co. Mr. Claus is president of the 
A. Claus Manufacturing Co., one of 
the largest cabinet manufacturers in 
the Middle West. Frank H. Shaw and 
Frank Fox have long been identified 
with the radio business, Mr. Shaw par- 
ticularly as vice-president and general 
manager of the Shaw Insulator Co. 

Mr. Selznick’s statement to the As- 
sociated Press was as follows: 

“The General American Radio Cor- 
poration is formed for the purpose of 
consolidating a number of the most 
important independent radio and ac- 
cessories manufacturers. Its business 
will include the manufacture and sale 
of every kind of receiving and trans- 
one apparatus, and all parts there- 
or. 

“Tt will also manufacture non- 
infringing radio vacuum tubes and 
tungsten filament wire under patents 
recently issued, and now acquired by 
the General American Radio Corpora- 
tion. These patents are considered of 
the greatest importance in the radio 
field, and this consolidation places the 
Genera] American Radio Corporation 
in a _ position to manufacture and 
license under them to the utmost ad- 
vantage of the public and itself.” 











Beware of This Man! 


Members of the hardware in- 
dustry have recently been vic- 
timized by a man representing 
himself as Mr. Baker of Baker, 
Hamilton & Pacific Co., wholesale 
hardware, 700-768 Seventh 
Street, San Francisco, Cal., who 
has fraudulently collected money 
from both manufacturers and 
jobbers. The trade is warned 
against this impostor. 








W. A. Hopkins, President 
Decatur & Hopkins Co. 


William A. Hopkins has been made 
president of the Decatur & Hopkins 
Co., Boston, shelf hardware jobbers, tu 
succeed the late Austin H. Decatur. 





C. B. Chancellor Leaves 
Baldwin Tool Works 


Charles B. Chancellor, who for the 
past twelve years has been connected 
with the Baldwin Tool Works, Parkers- 
burg, W. Va., as sales representative, 
has recently resigned. 

Mr. Chancellor has made no state- 
ment regarding his future plans. 





Westinghouse Extends 
Mansfield, Ohio, Plant 


Westinghouse Electric & Mfg. Co. is 
adding to its works at Mansfield, Ohio. 
Two buildings, which will be of steel 
construction are to be erected which 
will increase the floor space of the 
plant by 140,000 sq. ft. The new build- 
ings were designed by B. H. Prack, 
architect and engineer of Pittsburgh. 





Obituary 


Frank Lohoff 


Frank Lohoff, president of the 
Evansville Tool Works, Inc., manufac- 
turer of tools, Evansville, Ind., and 
prominent in business circles, died re- 
cently following an operation. 

Mr. Lohoff, who had been in poor 
health for several years, was associated 
with the tool business for thirty-five 
years, and was pioneer manufacturer 
of hammers and edge tools in the 
Middle West. 

In addition to his interests in the 
Evansville Tool Works, he was vice- 
president of the West Side Bank, 
Evansville and president of the West 
Side Building & Loan Association. He 
also participated actively in the civic 
= of the community in which he 
lived. 








W. A. Durgin Resigns 
from Department 
of Commerce 


Ray M. Hudson Succeeds as Chief, 
Division Simplification, 
Dept. Commerce 

William A. Durgin, who for two and 


a half years has been at the head of 
the division of simplified practice in the 





William A. Durgin 


Department of Commerce, has left this 
post to, resume his former activities 
with the Commonwealth Edison Co., 
Chicago, from which he was borrowed 
by Secretary of Commerce Hoover 
when the latter established the division 
to help industry eliminate waste 
through the reduction of excess varie- 
ties. He is being succeeded by Ray M. 
Hudson, who has been assistant chief 
of the division since it was created. 
Mr. Hudson, before coming into the 
division, was with the Franklin Auto- 
mobile Co., Syracuse, N. Y., and later 
with the Holt Mfg. Co., Peoria, Ill. 
Under Mr. Durgin’s direction numer- 
ous industries have made a thorough 
study of their production and sales 
with the cooperation of the division and 
the results have been placed before 
groups of producers, distributors and 
consumers for action. As a direct re- 
sult of this cooperation the division 
assisted some 30 industries to make 
reductions of excess varieties ranging 
from 60 to 90 per cent. 





New Store in Boston 


R. A. Tobin, formerly conducting a 
plumbing business at 440 Stuart Street, 
Boston, on June 24 opened a retail 
hardware at 222A West Newton Street. 
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Alleged $25,000,000 Enamel 
Ware Merger Stull 
Undecided 


Negotiations for the merger of a 
dozen stamping and enameling compa- 
nies into a $25,000,000 concern, rumors 
of which are current in hardware cir- 
cles, have not yet crystallized into any 
definite plan, according to the follow- 
ing telegrams received by HARDWARE 
AGE from seven of the twelve compa- 
nies mentioned in connection with the 
rumored consolidation. 

Republic Stamping & Enameling Co. 
—‘Telegram received. Will appreciate 
in any article appearing in your valu- 
able journal relative to the reported 
merger of certain enameling compa- 
nies, that this company, while over- 
tures have been made to us, has abso- 
lutely refused to exchange our hold- 
ings with any other company’s hold- 
ings now formed or to be formed.— 
Henry C. Milligan.” 


miliar with the merger now reported 


as being formed and our knowledge of | 
it is confined to that information we | 
The Vollrath | 


gained from the press. 
Co. has not been approached and the 
probability that we could in any man- 
ner be interested is very remote indeed. 
—Vollrath Co.” 

Polar Ware Co.—“No truth in report 
as far as we are concerned.” 


American Stamping & Enameling | 
'cover a period of eight years. 
/not announced his future plans. 


Co.—“‘Have no information on mer- 
ger other than as already published.” 











merger.” 


Co. 








United States Stamping Co.—‘Mer- 
ger has been proposed by certain in- 
terests but has not progressed beyond 
preliminary discussion. Nothing defi- 
nite has developed.— United States 
Stamping Co.” 

Coonley Mfg. Co.—“The Coonley 
Mfg. Co. is not interested in reported 


Enameling & Stamping 
informa- 


Columbian 
“Unable to give any 
tion.” 

Other companies alleged to be par- 
ticipating in the merger are the Bel- 
mont Stamping & Enameling Co., New 
Philadelphia, Ohio; the Federal Stamp- 


ing & Enameling Co., Pittsburgh, Pa.; 
the Falcon Tin Plate Co., 
| Ohio; the Canton Stamping & Enamel- 
_ing Co., Canton, Ohio, and the Strong 
_Enameling Co., Sebring, Ohio. 

Vollrath Co.—‘We are not at all fa- | 


Canton, 


William Rybeck Leaves 
Landers, Frary & Clark 


William H. Rybeck, who for the past 
three years has served as sales man- 
ager of the Meriden cutlery division of 
Landers, Frary & Clark, has severed 
his connection with that firm. His 
service with the above manufacturer 
He has 
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Standard Plate Glass Co. 
Takes Over Cincinnati 
Plate Glass Co. 


Standard Plate Glass Corporation, 
Pittsburgh, recently acquired the Cin- 
cinnati Plate Glass Co., Cincinnati. 
The latter is not a producing interest 
but is purely a jobbing company. The 
new owners will use the property, 
which includes a five-story building, 
as a distributing center for the terri- 
tory tributory to Cincinnati. 


Michigan Stove Co. Expands 


The Michigan Stove Co. of Detroit, 
Mich., has purchased the building it 
now occupies at 3604 South Morgan 
Street, Chicago, which it leased April 
1, 1923, from the trustees of the Cen- 
tral Manufacturing District, Messrs. 
Francis Palms, vice-president, and 
John Ratcliffe, Chicago manager, repre- 
senting the Detroit firm, and Messrs. 
H. E. Poronto and J. C. Erickson repre- 
senting the District trustees. No price 
was announced. 


Rova Radio Corp. Incorporated 


The Rova Radio Corporation has 
been granted a charter with capitaliza- 
tion placed at $15,000,000 for the manu- 
facture of radio equipment. The Cor- 
poration Trust Co. of America, acted 
for the incorporators. The prospectus 
issued by Carden, Green & Co., invest- 
ment brokers of New York City, in- 
dicated that auditor’s statements re- 
vealed earnings for the three months 
ending March 3, 1924, to be in excess 
of $50,000. 


PUT ’EM WHERE THEY’LL SEE ’EM 





























LISTEN, JIM, INSTEAD OF KEEPING ALL 
OUR. STUFF BEHIND COUNTERS AND ON 
SHELVES, LET'S PUT SANPLES 

OUND ON TABLES — 























MERCHANDISE AT CLOSE RANGE— 

YEE THIS WAY THEY'LL SEE AND 
BUY STUFF THEY, 
WOULDN'T 
OTHERWIS 


SO THAT CUSTOMERS CAN EXA/TINE 





























Tt TELLING YOU — /F 
YOU WANT 70 SELL 
YOUR STUFF PUT 
IT OUT WHERE 
PEOPLE WILL SEE 
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A Mongrel Roman or “Thick and 
Thin” Alphabet 


produced herewith is considered by 
those of authority at lettering the 
best and easiest alphabet for the be- 
ginner’s first attempts at show card 
writing. The reason it is called “Mon- 
grel” is because it is neither Roman nor 
Egyptian block, but a composite combi- 
nation of the two alphabets mentioned. 
The simple thick and thin strokes 
used in constructing ; 


r |" HE complete Mongrel alphabet re- 


the width of the thin strokes. In other 
words, make two strokes for all thick 
strokes. 

In copying the letters the beginner 
should pay close attention to the direc- 
tion the arrows point. The thickness of 
the strokes in the letter “A” govern all 
the other thick and thin strokes. It is 
a surprise to see how much more at- 
tractive plain show cards may be made 





these letters makes 
it not only an easy 
alphabet to learn 
but also to read. 

This is the first of 
a series of four 
lessons on this al- 
phabet, beginning 
with the capital 
letters. The lower 
case, or the smaller 
letters, will be pub- 
lished later. 

The reader’s at- 
tention is especially 
directed to the ten 
practice strokes 
shown on the alpha- 
bet plate. These are 
known as key 
strokes. With a 
knowledge of these 
ten strokes the be- 





ABCD! 
LM noe 





«. Roman 












ginner will be able 
to construct any one 
of the 26 capital 





letters. 
The letter “A,” 


for instance, has 





two thin _ strokes, 
Nos. 1 and 3. These 
should be made the 
exact width of a 
single brush stroke, 








while stroke’ two, 
which is a_ thick 
stroke, is just twice 





Chart showing the letters and numerals of the Mongrel Roman alphabet 
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ST 


by pasting appropriate cuts or pictures 
thereon. Of course, the picture in ques- 
tion should have some bearing on the 
merchandise displayed. 

Pictures were used before words. The 
eye is accustomed to reading pictures. 
A picture message may take the place 
of a thousand words of text, and do a 
better job. Enhance the value of your 
show cards by establishing a quick con- 

tact with the eye. 

echeeekees aan Take, for in- 
stance, the card fea- 
turing “Two-Way 
Wagner Aluminum.” 
This card would not 
be one-half as effec- 
tive without the pic- 
ture of percolator 
pasted up in the 
left-hand corner. 
The letters were 
shaded in light 
gray. To produce a 
light gray, mix 
white water color 
show card ink with 
just a little touch of 
black. 


An important fea- 
ture in show card 
writing is to try and 
have your work dis- 
tinctive or a little 
different from the 
other fellow’s. It is 
not so much the 
exactness of each 
letter that counts as 
it is the general 
effect the card pro- 
duces when finished. 
The workmanship on 
these cards or the 
exactness of each 









letter is not as per- 
fect as they appear 
in the illustrations 


Pre AON, me My ws 0 < > 
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Ornaments and shading make this 


card one to be remembered 


here. But the original cards are more 
effective. The writer often wishes it 
were possible to reproduce show cards 
in colors. While white cardboard with 
black lettering is always in good taste, 
it is an excellent idea to shift to colored 
cardboard and ink occasionally or at 
the beginning of each season; for in- 
stance, for fall show cards use a light 
tan card lettering in dark brown ink, 
finish off with a double thin red stripe 
around the edge of card to act as a 
border. (Light brown may be used 
for border instead of red.) 


HARDWARE AGE 


For those who experience difficulty 
in keeping their strokes of uniform 
thickness the writer suggests roughly 
drawing the letters out first in pencil 
with the aid of three strips of card- 
board, as follows: 

Cut one piece of cardboard the exact 
width of a single brush stroke, and an- 
other just twice this width. Have these 
two strips long enough to extend above 
and below the guide lines. The third 
piece of cardboard should be a curved 
or semi-circle like one-half of the letter 
7“) » 

The width of each letter (excepting 
letters A, M and W) should be not more 
than three-quarters their height. The 
use of these simple strips of cardboard 
will greatly facilitate the work of keep- 
ing the thick and thin strokes of equal 
proportions. It also helps the beginner 
to keep his strokes plumb upright. 

There never was a plainer or more 
simple alphabet than this thick-and-thin 
Mongrel Roman type. Most of the let- 
ters are designed on the square block 
order. There are no hair lines to make; 
no difficult curves and no sharp “spurs” 
or “serifs” needed to finish off each let- 
ter. If the heavy or light bars vary in 
width a trifle it will never be noticed 
like it would in such letters as the 
Egyptian or Full Roman type. 

It is not necessary to purchase all the 
different size brushes. The brushes 
used mostly for the general run of show 
card writing are Nos. 4, 6, 10 and 12. 
Nos. 4 and 6 are used for very smal] 
lettering and for outlining large letters. 
Nos. 10 and 12 are the most used of all 
other sizes. 

HARDWARE AGE receives many letters 
from subscribers who want to know 
just what a beginner’s outfit consists 
of and what is the best ink to use. 
Any one of the five different makes of 
show card inks will give perfect satis- 
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Just plain letters but artistic arrange- 
ment makes them stand out 


faction, “Bissels” “Devoe,” “Willer,” 
“Carter,” “Davids.” They are all prac- 
tically made of the same ingredients; 
some may be ground a little finer than 
others. 

A practical outfit for a beginner 
should consist of three two-ounce jars 
of show card ink (assorted colors), two 
dozen stub point (assorted) lettering 
pens, four pen holders, one set of Speed 
Ball pens, one set of Red Sable brushes, 
Nos. 4, 6, 10 and 12; one piece of art 
gum for erasing pencil lines, and one 
yard stick or “T” square. With this 
outfit the beginner is equipped with 
what the experienced show card writers 
require. 


You Profit By Experience 


BY B. J. MUNCHWEILER 


“SMART” salesman “dared” 


was out $2. 


He tried breaking heavy twine with his fingers to 


see if it would cut ’em.—It did. 


A salesman in a certain hardware store tried over- 
loading with “jobs” to see if he couldn’t move them. 


—He couldn’t. 


A hardware salesman tried that “high and mighty” 
air with the customers to see if they would stand for 


it—They wouldn’t. 


He tried cutting down his work to see if business 


would suffer.—It did. 


the customer to 
have him discharged.—He was. 

A new man in the store pressed the wrong key on 

the register to see if it would ring.—It did and he 


He tried leaving off being polite to note if the 


public would notice.—They did. 


A misguided salesman tried going over the head 
of the boss to make a good impression on the pro- 
prietor.—He didn’t. 


A delivery man tried leaving his horses stand un- 


attended near a railroad to see if the whistle of a 


train would frighten the team.—It did. 


Another tried to fill a gasoline tank with the motor 
of the car running to prove “It’s perfectly safe.”— 
The undertaker has him now. 


A merchant tried marking the goods up, then re- 


they did. 


ducing to make a sale; “no one would know.”’—But 


A salesperson thought people would come back to 


buy again 
didn’t. 


if allowed to leave unthanked.—They 
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“Wanted: Somebody to Make Us Do It!” 


By “The Sales Manager” 


an address to a certain association. My ad- 

dress, as usual, was on the subject of training 
clerks and selling. I did my darndest to make a good 
address. I received quite a good deal of applause, 
but perhaps some of it was just courtesy. 

After my talk was over there was a symposium. 
Various retail merchants discussed what I had to say. 
Finally one man got up and started out by saying 
he did not wish to cause any offense to the guest on 
this occasion, but as a matter of fact, he had heard 
all that the speaker had said many times before. “No 
doubt,” he added, “all he has had to say about train- 
ing clerks and about salesmanship is true. All the 
advice offered was good and should be heeded by the 
merchants present. Yes,” he added, “there is no 
question about that. The speech was all right, but’— 
said he—“to be absolutely frank, I did not learn a 
single new thing from this sales manager’s speech. 
I may sound egotistical, but everything this sales 
manager said, I knew before.” 

“However,” he added, “what all of us need in our 
stores is somebody or some plan that will make us do 
it. Now the trouble with the jobber and with the 
retail merchant is not that they do not know. The 
trouble with the traveling salesman as a rule is not 
that he does not know, but the entire trouble is that 
not one of us takes advantage of the knowledge that 
we have. We know that certain things should be 
done. We know they are good things to be done. We 
come to these conventions and we listen to all these 
good talks. We agree with every word of them, but 
the entire trouble is that we then go home just 
chuckful of knowledge and information and slip back 
into our old slip-shod ways and our old easy-going 
methods without knowing exactly why. Yes, gentle- 
men,” said this impromptu orator, “what all of us 
need is somebody to make us do it.” 

Then he went on to say that the reason, in his 


Roe acer I went to Bethlehem, Pa., and made 











opinion, why some of the big corporations succeeded 
so well was because these corporations had men who 
made other men do things. The chain stores do well 
because the chains belong to a corporation. The chain 
managers are checked up. Somebody comes along to 
see if they have done certain things and if they have 
not, to learn the reason why. In other words, many 
corporations and many chains have men who make 
other men do things. 

“Now,” said this speaker, “the trouble with the in- 
dependent retail merchant is that he has not anybody 
to make him do anything. If he does not drive him 
self and carry out his own plans, then he is not driven 
and no plans are carried out. If the independent 
retail man wants to go fishing or hunting or take an 
automobile trip or stay at home and work in the 
garden, he just does it. He does not have to answer 
to anybody. It is a great thing to be independent 
but, judging by the records of the profits made by 
certain chain stores, having somebody in the organiza- 
tion who makes other people do things seems to be a 
valuable asset.” 

Now this was the speech made in the month of 
June in the town of Bethlehem, Pa. The speaker 
was not an orator. On this occasion THE SALES 
MANAGER heard other orators speak. Some of them 
were very fluent. Some of them used beautiful lan- 
guage. Some of them were full of “canned” inspira- 
tion, but ever since this meeting in Bethlehem in June, 
the talk of this one speaker has come back in “THE 
SALES MANAGER’S” memory. “THE SALES 
MANAGER?” thinks there is a good deal of truth in 
this speech. Possibly all of us do know enough. 
Possibly we have loaded up with enough information. 
Possibly what each one of us needs, more than any 
thing else, is somebody to make us cash in on the 
information and knowledge we have. 


Say, brother, think it over in your case! 














Did You Ever Stop to Think? 


HAT Hard Times means 
nothing to a hen—she just 
keeps on digging worms and 
laying eggs, regardless of what 
the newspapers say about con- 
ditions. 
If the ground is hard, she 
scratches harder. 
If it’s dry, she digs deeper. 


If she strikes a rock, she 
works around it. 

But always she digs up 
worms: and turns them into 
hard shelled profits as well as 
tender broilers. 

Did you ever see a pessimistic 
hen? Did you ever know of one 
starving to death waiting for 


worms to dig themselves to the 
surface? 

Did you ever hear one cackle 
because times were hard? 

Not on your life. She saves 
her breath for digging and her 
cackles for eggs. 

It’s time some of us took a 
hunch from the hen, 
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Pressed Steel Pulley Cannot 
Bind 
The Mattatuck Pressed Steel Pulley, 


manufactured by The Mattatuck Mfg. 
Co., Waterbury, Conn., is strongly and 





solidly built. A feature of the pulley, 
and one that will appeal to household- 
ers, is the fact that the wheels have 
no play and therefore cannot bind. The 





pulley is heavily sherardized to prevent 
rust. As may be seen from the accom- 
panying illustration, it is made in two 
styles, the wheel in both patterns be- 
ing 1% in. Screw-eyes are attached to 
simplify installation. 





Self-Draining Tub Equipment 
for the Housewife 


The Voss Self-Draining Tub Equip- 
ment No. 3, made by Voss Bros., Mfg. 
Co., Davenport, Iowa, is designed for 
all makes of swinging wringer washers, 
and consists of two self-draining tubs 
and two angle iron benches, which are 
built for the sole purpose of supplying 
swinging wringer washer owners with 
the same convenience in washing and 
emptying tubs as those with stationary 
tub equipment, with the additional ad- 
vantage of an easier working position 
and conservation of laundry space. 
Rubber plugs fit in the drain of each 
tub. If the benches are set over the floor 
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drain during the washing, it is only 
necessary to pull the plugs and the 
water drains directly from the tubs into 
the floor drain. There is no lifting o1 
carrying of water—you just pull the 
plugs. The bottom of the tubs are 
smooth and slope to the center so the 
tubs will drain dry. There are no 
grooves, sharp corners or corrugations. 
Because Voss tubs are rectangular they 
may be placed close together so wate1 
from the drainboard of the wringer will 
not splash to the floor as with round 
tubs. The tubs have a capacity of 17 
gal. each, and are built of 26-gauge. 
tight-coated galvanized iron. All seams 
are folded and soldered, making a 
permanent tub. The bench is con- 
structed of angle iron, firmly braced. 
If the washer and bench are set a few 
feet away from the wall, the clothes 
may be fed into the wringer either from 
the sides or ends of the tubs, and fol- 
lowed through without the bother of 





going around the washer and clothes 
basket. 

Also, the tubs are more convenient in 
size, shape and height than the ordi- 
nary stationary tub. They are designed 
to concentrate the washer equipment to 
as small a space as possible. The height 
is a feature which will be appreciated 
by all women, as the tubs are set higher 
than the ordinary stationary tub, there- 
by relieving back strain. The rec- 
tangular tubs permit the operator to 
stand closer to the wringer. 





Safety Can for Gasoline, Etc. 


The “Queen” Safety Can, made by 
the Harker Mfg. Co., Cincinnati, Ohio, 
is designed for gasoline, benzine, 
Naphtha, alcohol, turpentine and other 
explosives. The unique and efficient 
construction of the can is indicated in 
the accompanying illustration. The can 
is claimed not only to result in lowering 
insurance rates where used, but also to 
save 30 per cent of the liquid. The five 





gal. size takes fifteen seconds to fill, 
and can be emptied in 20 seconds. 

The can is made in the following 
sizes, 1 qt., 2 qt., 1 gal., 2 gal., 3 gal., 5 
gal., and 10 gal. sizes. 
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Collapsible Rubbish Burner Will 
Appeal to Householders 


The Sky-Scraper Rubbish Burner, 
made by i. B. Bornside, 6 Winter 
Street, Providence, R. I., is an inde- 
structible electric welded woven steel 























basket, built to withstand rough: usage, 
and is collapsible for shipping and stor- 
age. The “Sky-Scraper,” so-called be- 
cause of the extremely tough welded 
and woven steel used in its construc- 














— 


tion, is made in different sizes, with 
straight and tapering sides for home, 
store or as a depository for refuse in 
parks and public places. The frame 
is of heavy angle iron and the strips 
are from 1% in. to 1% in. wide, depend- 
ing on the size of the basket. 

A unique feature of the “Sky- 
Scraper” is its compactness, when col- 
lapsed. It makes a bundle only 4 in. 
in thickness, thus occupying but little 
storage room. The “Sky-Scraper” is 
made in two sizes and styles, according 
to the following specifications: 
Taper sides, 19 in. square at top, 14 in. 
square at bottom, 33 in. high, weight 
approximately 31 1b.; B—Straight 
sides, 16 in. square, 33 in. high, weight 
approximately 30 lb.; C—Taper sides, 
18 in. square at top, 13% in. sq. at bot- 
tom, 28 in. high, weight approximately 
30 lb., and D—Straight sides, 14 in. 
square, 28 in. high, weight approxi- 
mately 26 Ib. 
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Treasury Closes Fiscal Year 
With Half Billion Surplus 


Government's Financial Showing Foreshadows Further Tax 


Reduction—National Debt May Be Extinguished 


(WASHINGTON, D. C., July 14, 1924) 
HE close of the fiscal year just 
ended with an actual surplus of 
$505,366,000 in the Federal 
Treasury demonstrates two things. In 
the first place it proves that Secretary 
Mellon is a very conservative guesser, 
for the balance on the right side of 
Uncle Sam’s ledger is $175,727,000 
more than the Department predicted 
last November, and in the second place 
it shows what a fine thing it is to have 
at the head of the Treasury Depart- 
ment a practical banker who handles 
the Nation’s money with the same 
amazing skill that he has always ex- 
hibited in the conduct of his own 
affairs. 

The big surplus recorded for the 
fiscal year 1924 is ample justification 
for the tax-reduction measure passed 
by Congress at its recent session and 
it should carry the comforting: assur- 
ance to every business man that Con- 
gress will have no excuse next winter 
for imposing any additional taxes. On 
the contrary, unless there is a big 
slump in business during the coming 
twelve months, which only a few con- 
firmed pessimists expect, the next Con- 
gress will find ample ground for mak- 
ing further reductions in the tax 
schedules including another scaling 
down of both corporate and individual 
income imposts. 


Surplus Exceeds Estimate 50 Per Cent 


The total receipts of the Treasury 
during the fiscal year just ended were 
$4,012,044,701 and the total expendi- 
tures chargeable against them were 
$3,506,677,715. The surplus .therefore 
showed a gain of $175,727,362 over last 
October’s estimate of $329,639,624. 

In a memorandum prepared for the 
President Secretary Mellon’ very 
modestly ascribes the increase in the 
_ actual surplus over the estimates “prin- 
cipally to the change in the money 
market since the first of the current 
calendar year.” He might have said 
that the increase was due to the ex- 
ceeding clever financing of the Depart- 
ment as this is very easily read be- 
tween the lines of the following brief 
statement in the Secretary’s memo- 
randum: 

“Liberty bonds went above par and 
were not used in payment of foreign 


in Twenty-two Years 


By W. L. CROUNSE 


obligations for interest, and railroad 
securities heretofore acquired by the 
Government could be refunded at lower 
interest rates by the railroads, and 
were, therefore, paid off or purchased, 
and instead of a net cash outgo in the 
railroad account there was a net cash 
income, making a difference of some 
$120,000,000 over the earlier estimate. 
The above, with some other minor 
items, gave a net increase of actual 
over estimated surplus of $175,- 
727,362.31.” 


Foreign Competition Eases Up 


The surprising fact is disclosed by 
this memorandum that customs re- 
ceipts fell substantially below the 
estimate made in October, amounting 
to but $545,637,000 as compared with 
$570,000,000 predicted. This loss in 
customs of some $25,000,000 is by no 
means a discouraging feature of the 
exhibit, however, as it merely reflects 
the recent decline in importations of 
foreign manufactures which otherwise 
would have come into sharp competition 
with American products which within 
the past six months have passed peak 
prices. 

Diminished exports, fortunately 
enough, have been coupled with sub- 
stantially increased exports and, as I 
recently recorded in this correspond- 
ence, the fiscal year 1924 ended with a 
favorable trade balance of more than 
$750,000,000. Internal revenue receipts 
for the fiscal year just ended amounted 
to $2,795,157,000 or $11,572,000 above 
the estimates. This margin would 
have been some $16,000,000 larger but 
for the fact that it takes into account 
refunds which the Government must 
make under that provision of the tax- 
reduction law rebating to many tax- 
payers 25 per cent of the payments 
made by them on March 15. 


Debt Reduction One Billion A Year 


It will certainly be good news to 
business men everywhere that the 
Federal Treasury is now paying off 
the national debt at the rate of more 
than $1,000,000,000 a year and that 
during the fiscal year just closed the 
tctal Federal obligations were reduced 
from $22,349,707,000 to $21,250,812,000. 
This reduction was accomplished, first, 
through the application of the sinking 


fund and other public debt charges 
against the ordinary receipts aggregat- 
ing $457,999,000; second, a reduction 
in the general fund balance of $135,- 
527,000 and, third, the use of the entire 
surplus of $505,366,000. 

What it means to the taxpayers to 
cut $1,000,000,000 off the national debt 
can be better visualized when the fact 
is borne in mind that the annual 
interest charge represented by this 
reduction is equivalent to more than 
$45,000,000. At the present rate ou 
giant war debt will be wiped out in 
twenty-two years but let us hope that 
this fact will not stimulate some 
belligerent foreign nation to start an- 
other world war in 1946. 


Taxable Income Equals National Debt 


By a curious coincidence the total 
net income of individuals subject to a 
tax at the present time is close upon 
$22,000,000,000, according to figures 
just made public by the Commissioner 
of Internal Revenue. In other words, 
the aggregate individual incomes of 
the people of the country would be just 
sufficient to wipe out the entire na- 
tional debt if every dollar should be 
applied to that end. 

This interesting comparison is based 
upon detdiled statistics for the calendar 
year 1922 just available with due allow- 
ances for a _ substantial increase in 
current incomes. Notwithstanding the 
fact that 6,787,481 persons filed returns 
the proportion of the taxable popula- 
tion was but 6.20 per cent of the total. 

There were received 67 returns of 
incomes of $1,000,000 and over; 161 
of incomes from $500,000 to $1,000,000; 
309 of incomes from $300,000 to $500,- 
000; 1323 of incomes from $150,000 to 
$300,000; 2171 of incomes from $100,- 
000 to $150,000; 12,000 of incomes from 
$50,000 to $100,000; 35,748 of incomes 
from $25,000 to $50,000; 151,329 of in- 
comes from $10,000 to $25,000; 391,373 
of incomes from $5,000 to $10,000; 
1,190,115 of incomes from $3,000 to 
$5,000; 2,129,898 of incomes from $2,- 
000 to $3,000; 2,471,181 of incomes 
from $1,000 to $2.000. 

New York contributed 31.82 per cent 
of the total tax amounting to $273,- 
960,079 on net income of $4,110,558,989. 
The number of individual returns filed 
by New York was 1,102,748. 
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Pennsylvania was next, the tax of 
$93,573,559 on net income of $2,005,- 
570,020 being 10.87 of the total. The 
number of returns filed by Pennsyl- 
vania was 587,770. 

Illinois was third, the tax of $77,196,- 
407 on net income of $1,927,637,451 
amounting to 8.96 of the total. The 
number of returns filed by Illinois was 
614,449. 

Massachusetts was fourth, the tax 
of $57,781,194 on net income of $1,237,- 
893,477 amounting to 6.72 of the total. 
The number of returns filed by Massa- 
chusetts was 397,421. 


Paint Simplification Program 


The Department of Commerce dur- 
ing the past week officially promulgated 
the delayed simplification plan for the 
paint and varnish industry effective 
Sept. 1 and subject to annual revision. 
The program in brief is as follows: 

1. No two pound or three pound cans 
to be included in any line. 

2. No sizes less than gallons to be 
included in barn paint, roof paint and 
shingle paint. 

3. No oblong or square varnish cans 
to be used in sizes smaller than one- 
half gallon, for any product, excepting 
carriage and automobile clear var- 
nishes, varnish remover, bronzing 
liquid, japan and liquid driers, pene- 
trating stains and spar stains. 

4. No shades or tints to be produced 
by any one concern in excess of the 
following maximum numbers: 


Maximum Color Numbers 


Interior floor paints and _ floor 


enamels 
ee TT ee 32 
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Flat wall paints 

Enamels 

Porch paints 

Roof and barn paints 

Shingle stains 

Auto and carriage paints or enamels 10 

Oil stains 

Varnish stains 

Spirit stains 

(All the foregoing 
black and white) 

Oil colors 

(Including black, but counting the 
several shades of a single color 
as one color) ; 

Architectural and marine varnishes, 
interior and exterior 

Other varnishes 

(Including all not specified above, 
such as Japan driers, asphaltum, 
etc.) 


Durgin Quits Government Service 


exclusive of 


Secretary Hoover has announced 
that William A. Durgin who for two 
and one-half years has served as chief 
of the Division of Simplified Practice 
of the Department of Commerce has 
relinquished his official job and has re- 
sumed his former post with the Com- 
monwealth Edison Company of Chicago 
from which he was borrowed by Secre- 
tary Hoover, when the division of 
Simplified Practice was organized to 
assist the industries of the country in 
reducing excess varieties and thus 
eliminating waste. 

Roy M. Hudson, assistant chief of 
the division, has been appointed to suc- 
ceed Mr. Durgin. Before entering the 
service of the Government Mr. Hudson 
was connected for a number of years 
with the automotive industry and was 
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formerly with the Franklin Automobile 
Co., Syracuse, N. Y., and the Holt 
Manufacturing Co., Peoria, IIl. 

In speaking of the progress made by 
the Division of Simplified Practice 
since its organization a prominent offi- 
cial of the department said to the 
correspondent of HARDWARE AGE: 


Accomplishments of Simplification 
Division 

“It is impossible at this time to 
estimate the accomplishments of the 
Division of Simplified Practice which 
Secretary Hoover, with that amazing 
foresight so characteristic of him, pro- 
jected nearly three years ago. With 
the cooperation of the division no less 
than thirty important industries have 
been assisted to make reductions of 
excess varieties ranging from 60 to 90 
per cent and all these changes have 
been made without the exercise of any 
inquisitorial function or arbitrary 
power on the part of the Government. 

“In every case the industries have 
acted voluntarily and only because they 
were convinced that the proposed in- 
novations would prove of great value 
to all concerned. 

“As a result of the reductions made 
the industries affected have reported 
more and better business than ever 
before, lower production costs, de- 
creased sales expense, smaller in- 
ventories, decreased seasonal unemploy- 
ment, broader markets, quicker turn- 
over of business and better service to 
the consumer. In many cases lower 
prices have already followed these re- 
forms and as time passes the economies 
effected will have a more marked in- 
fluence in this direction.” 


Delegates Dance Out-Doors on Linoleum Covered Dance Floor 


UST before the Democratic National 

Convention opened its session in 
New York City a hurry call was sent 
out for the erection of a huge dance 
floor down in historic old Washington 
Square, which was to be a vital part 
of the city’s entertainment for the vis- 
iting delegates. 

To cover this giant platform 3000 sq. 
yd. of Certain-teed linoleum were re- 
quired, and this was laid under most 
trying circumstances. Seven men did 
the job during the first convention days, 
keeping at the task through incessant, 
heavy rains. 

At the opening night over 10,000 dele- 
gates and visitors attended the city’s 
“garden party” in the Square and 2000 
pairs of feet danced continuously on the 
linoleum-covered floor. 

In addition, a number of fire drills 
and police drills were held on this plat- 
form. Following this initial “party,” 
the beautiful old square was thrown 
open to the public for dancing and other 
entertainments, through the remaining 


nights the convention was in, session. 
It is believed by those who construct- 
ed the mammoth dance platform that 
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this is the first time a large linoleum 
floor covering has been laid out in the 
open without any protecting shelter. 
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General Market News 





Feeling of Confidence (Growing 
as Market Undertone 
Strengthens 


opinion that a stronger undertone is becoming more apparent 


() ‘ovinion th in some sections of the country entertain the 


throughout the hardware market. The sale of staple hardware 
and tools is fairly active, and prices are holding firm. Seasonable 
goods for the most part are somewhat slow. Indications point to 
small advance orders for fall and winter goods, but it is believed this 
will be offset by an active pick-up demand. 


Collections are reported as somewhat better, and there is said to 
be a more concrete feeling of confidence on the part of both buyers 
and sellers. Deliveries between producers and distributors are reason- 
ably satisfactory, the price situation is at present more or less firm, 
and a large number of jobbers and retailers have been able, it is said, 
to liquidate some of their surplus stocks. 


Factories are reported to be working on an average of five days 
a week, although few manufacturers are creating any surplus. Orders 
for the most part are being taken care of promptly. So far this 
month’s business in most of the principal hardware centers has shown 


a marked improvement over June. 





Solder and Oil Advance 
in Chicago Market 


The week passed with very little price 
reaction in the Chicavo district: There 
is some rumor about a 5 per cent ad- 
vance on competition galvanized pails 
and tubs but local prices are holding at 
old levels. 

Solder advanced one cent per pound 
due to the stronger tin market. Lin- 
seed oil advanced one cent per gallon 
and turpentine declined two cents. The 
better demand will likely act as a stabi- 
lizer on prices. 


Several Price Changes 
in Cincinnati Market 


Price changes were about evenly di- 
vided between advances and declines. 
Raybestos brake lining has advanced 10 
per cent, and roller skates have gone 
up a similar amount. Linseed oil has 
advanced 2c. per gallon. Declines reg- 
istered were 20c. per gallon in turpen- 
tine, and 10 per cent in silverware, due 
to the removal of the Government tax. 
A readjustment of rope prices was also 
made, but in the main prices remain 
' just as before. 


Prices Fluctuate Slightly 
in Hub City ! 


Of the few price changes again noted 
in this market declines, as heretofore, 
outnumber advances. But the readjust- 
ment of prices is so slight and on the 
less important merchandise, conse- 





quently the market really is steadier 
than appears on the surface. On the 
upside this week there is an advance of 
about 20 per cent in stable brooms. On 
the downside uniform price cutting 
on cap screws outside Boston; 10c. a 
keg on cut nails; a slight decline on 
plumbers’ brass safety chain, and a re- 
adjustment to the April 28 basis on 
paint brushes. A special low price is 
given on quantity lots of one style of 
Champion spark plugs. 





New York Business Better 


Business in and around the New York 
wholesale district shows steady and 
consistent improvement, primarily be- 
cause of the activity of staples and 
tools. Seasonable goods are somewhat 
slow. Collections are better. Deliveries 
are fair, and prices are firm. 

Practically no price changes of any 
major importance were reported by 
metropolitan jobbers during the past 
week. Solder, however, advanced Ic. 
per lb. 


Twin Cities Market 
Sluggish 


General business conditions in the 
Twin Cities market are somewhat slug- 
gish, although specialties and staples 
are showing strengthening tendencies. 
The price situation for the most part is 
consistently firm, deliveries are said to 
be fair, collections are somewhat slow, 
but there is a stronger feeling of opti- 
mism which is more noticeable than it 
has been for some time. 





Labor Department Shows 
Slight Employment 
Decline in U. S. 


Employment just now shows a slight 
decline, 

Factories and mills throughout the 
United States are reducing somewhat 
the numbers of workers on their pay- 
rolls, it is shown in a nationwide survey 
just completed by the U.S. Department 
of Labor. This is in line with a slack- 
ening of manufacturing activity in 
many sections. There is, however, 
nothing alarming in the situation, offi- 
cials say. 

The Labor Department has been 
studying the number of men and women 
at work in principal lines of industry 
for ten years. The department’s data 
are taken directly from the payrolls ot 
big mills and factories. . From the data 
obtained an index number or curve is 
constructed showing fluctuations, each 
month and each year in the numbers at 
work. 

Thus far in 1924, the index shows an 
increase of one per cent over the re- 
port of 1915. Compared with 1923, 
however, the 1924 index shows a de- 
cline of six points. 

The depression of 1921 that resulted 
in widespread unemployment is clearly 
shown in the index. In 1921 the index 
descended to a point 12 per cent below 
the report of 1915. The maximum years 
are shown as 1917 and 1920 in each of 
which the index shows an increase of 
24 per cent over 1915. 





Freight Loadings 
Rise During Week 


Loadings of revenue freight for the 
week ended June totaled 908,355 cars, 
an increase of 4655 over the week be- 
fore, and the second successive week to 
show ar increase, according to the 
American Railway Association. 

Loadings of grain and grain prod- 
ucts, coal, ore and miscellaneous freight 
showed increases, while livestock, coke, 
forest products and merchandise, in- 
cluding less than carload lot freight, 
showed decreases. 


Stronger Undertone 
in Pittsburgh 


Pittsburgh observers report that a 
stronger undertone is becoming more 
apparent in the general market. More 
buying activity was manifested during 
the past week in the steel city district. 
Few price changes of any moment were 
reported, and the general price situa- 
tion is rgarded as more or less stabi- 
lized temporarily. 


Roller Skates Up 


Union Hardware .Co., Torrington, 
Conn., has issued hew list prices on 
roller skates which are said to show an 
advance over the present list. 
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Better Rural Conditions in Chicago District 
— Business Improves as Prices Stabilize 


(Chicago office of HARDWARE AGE) 
HE hardware business seems to have entered the 
| third quarter with some improvement in demand. 
Despite the fact that the excessive rains this spring 
retarded farm work to an almost crucial degree, the last 
few days have permitted the farmers to get into the field. 
The corn is showing good prospects, now that it has been 
saved from the weeds, and hay crops are very heavy. 
The rural dealers are experiencing a much better demand 
and there is a better feeling manifested on all sides. 
There were few price changes in the market as the 
better demand seems to have stabilized present levels 
It was generally believed that third quarter 
prices would be lower but now that we are actually iu the 
period it seems that prices will be held to present levels 


somewhat. 


as far as possible. 


Some of the leading steel mills are showing improved 
There are many new bids being submitted for 
construction work in this field, which shows that there is 


AUTOMOBILE ACCESSORIES. CHAIN.—Heavy chain products are in 
business has been reported, 


bookings. 


—Better 
due to the opening of tourist trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splicdorf, 50c. each; 


Regular, 59c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each: lots of 100, 56c. each: A. C. 
Special Ford, 44c. euch. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each, 

Jacks.—Reliable Jacks, No. 46, $2.50 


each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1%-in. cylinder, $1.55 
each. 


Chains.—Non-skid, dozen pair lots, 
3314 per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—38x3% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Present light demand ex- 
pected to continue until fall. 


We quote from jobbers’ stocks, 
f.s.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Prices holding 
firm with good sales being reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount: 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE.—tThe very 





healthy demand continues with no 
changes in price levels. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 314%4x3%™% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


been. placed. 


present prices. 


only moderate demand. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil 
chain, $8. 50 per 100 lb.; Tenso coil 


chains, 50-10 per cent off list; No. 
00-4% electric welded cow ties, $2.75 
per doz. 


COPPER RIVETS AND BURRS.—De- 
mand continues good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


DOOR SPRINGS.—Sales still  satis- 
factory although the season is about 
closed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Pertect, No. 2, Cc. 
doz.: No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 63c. 
doz.: No. 7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales reported as satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft., Cor- 
rugated Conductor Pipe, 3-in., 1 10 
per 100 ft.; Plain Ridge Roll, 1%- 
$4 per 100 ft.; Corrugated Sondaster 
Elbows, 3-in., $1. 36 per doz. 


ELECTRICAL MERCHANDISE.— 
Fair demand reported with prices hold- 
ing unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.25 per 1000 ft.; in 1000 ft. lots, 
7; No. 18 lamp cord, $14.50 per 100 





ft.;: in 1000 ft. lots, $13.75; %-in. 
brush brass key sockets, 20c. each: 
two-way plugs, 60c. each; in lots of 


10, 52c. each; one-piece ‘attachment 
plugs, 13c. each: two-piece attach- 
ment plugs, 12c. each: dry cells, boxes 
of 50, 30%c. each; less than case lots, 
34c. each. 


EYE HAMMERS AND SLEDGES.-—- 
Sales satisfactory; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 


FIELD FENCE.—Demand continues 
fair, with prospects for heavier fall 
business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 61% per 
cent discount from lists. 


still much to, be done on building programs. 
buying is still lagging but some fair sized business has 


Railroad car 


Orders are still numerous but calling for a large num- 
ber of items in small quantities, which indicates that buy- 
ers do not have heavy stocks and refuse to load up at 
It is noted all through the trade that 
stocks in the hands of manufacturers, jobbers and retail- 
ers are not heavy, and although current business is not 
abnormal or sufficient to permit full time operations on 
the part of the manufacturer, at the same time the aggre- 
gate demand is far from being poor. 
tions prevailing in the agricultural sections and particu- 
larly the narrowing of the spread between merchandise 
prices and farm product prices, it is felt that considerable 
improvement in business will be noted during the present 
quarter with prospects for a much better business in the 
last three months of the year. 


With better condi- 


FILES.—Sales 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; "Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—The season is opening well. 
Prices are said to be attractive. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.40 each; 6-qt., $4.20 each; 
12-at., $5.75 each. Enterprise, No. 6, 
$5.50 each, No. 12, $7.30 each; Junior, 
$10 each; Medium, $13 each; a 
$18 each: Extra large, $28 each 

Cider Mills.—Junior, $21.75 each: 
Medium, $25.50 each; Senior, $38 each; 
Self Feed, $16 each. 


GALVANIZED AND TINWARE.—It 
is understood that manufacturers are 
trying to put out a 5 per cent advance 
on competition tubs and pails, but local 
prices are remaining unchanged. 
Stocks of pails are still broken. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cumpetition galvan- 
ized after made water pails, not made 
of galvanized sheets with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12-qt., $2.40 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 

1, $6.35 doz.; No. 2, $7 doz.; No. 3, 
$8 doz.: 2-gal. galvanized kerosene 
cans (tin breast), $4.20 doz.; 1-bu. 
galvanized baskets, $7 doz. 
GARDEN HOSE AND LAWN 
SPRINKLERS.—Better business _re- 
ported. 


We quote from jobbers’ 
f.o.b. Chicago: 


normal; prices un- 


stocks, 
Garden Hose, good 
quality, molded hose, %-in., 10%c. 
per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, good 
auality, wrapped, 14-in., "9e. per ft.; 
%-in., lle. per ft. Lawn Sprinklers, 
Rain ‘King, $28 doz.; Original Foun- 
tain Sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Demand im- 
proving; prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength A, 25 - 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in., bracket, 
4 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 
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count; double strength A, all sizes, 
84 per cent discount. Putty—Pure 
grades, $3.50 per bad lb.; commer- 
cial, $3.20 per 


HATCHET $. — ike satisfactory; 


prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicaere: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; Medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2, broad, $10.50 doz. 


HANDLED HAMMERS.—No early 


changes expected; demand satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; Medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Fair demand con- 
tinues without any change in the 
present prices which are reported to 
be holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.— 
Owing to the high cost of ash, lower 
prices are not to be expected this sea- 
son. Sales continue to be _ about 
normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles.—Straight, 
chucked and bored, a press, 52 Be 
$5. *- 


-ft., %- 
41, -ft.. $2.40 doz.; 5-ft., $2.80 ‘ben. 

Hay Fork Handles.—Bent, chucked 
and bored, best ee with strap, 
ferrule and cap, -ft., $7.50 doz.; 
5-ft., $8.50 doz.; xX ent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; * abo 
ft., $5.75 doz.; Pex bent, is > ft., 0 
doz., 5-ft., $5. 50 doz.; X bent: a. 
ft., $3 doz.; 5-ft., $3.40 "doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; Phy . 10 
doz.; XX bent, 4-ft., $4. 15 ake 
ft., $4.40 doz.; X bent, 4- a $2. 
doz.; 41%4-ft., $2.95 doz. 

Garden + po Handies.—XxX 4%%-ft., 
$3.45 doz.; X 4%4-ft., $2.40 doz. 

Garden nehe Handles.—XX 514 -ft., 
$5.25 doz.; X 5%4-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 41-ft., 

. ‘ie handle best grade, 
$7.95 doz.; X grade, $6 doz. 

Spade WHandles.—D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Prices said to be firm; de- 
mand satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74: 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy zs hinges, 
in bundles, 4-in., $1.90; 5- $2.01: 
6-in.. $2.52: 8-in., $4.30; 0. “¢ $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales now 
showing some real activity. 


P+, quote from jobbers’ stocks, 

o.b. Chicago: White Mountain, 1-qt., 
ce. 85 list; 2-qt., ».65 list; 3-qt., 
$6.75 list: 4-qt., 8.25 list: 6-qt., 
10.45 list; 8-qt., $13.50 list; 10-qt., 
18 list; 12-qt., $21.55 list; 15-qt., 
25.60 list; 20-qt., $33.20 list; 25-qt., 
42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
4.60 list; 3-qt., $5. 55 list; 4-qt., 
$6.80 list; 3 -qt., $3. 60 list; 8-qt., $11. 10 
list. All the above less 50 per cent 
discount. Auto Vacuum eezers, 
1-at., $3.30 each; 2-qt., $4 each; 3-qt., 
$5.30 each; 4-qt., $6.65 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Demand continues to be 
very large at ruling price levels. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. 
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Lawn Mowers.—16-in. ball bearing, 
5-knife, 1ll-in., wheels, $13.75 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in., plain bear- 
ing, 4-knife, 101%4- in. wheels, $9.50 
each; 16-in., ball bearing, 4-knife, 9- 
in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9- -in., wheels, $8.10 
each; 16-in. ball bearing, 4-knife, 8- 
in. wheels, $8.60 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $6.40 
each. 

Grass Catchers.—Galvanized bottom, 
for 14 to 16-inch mowers, full pack- 
ages, $8.80 doz.; galvanized bottom, 
for 18 to 21-inch mowers, full pack- 
ages, $9.60 doz.; plain bottom, can- 
vas, for 18 to 91-inch mowers, $7.60 
doz.; lain bottom canvas, for 12 
to 16-inch mowers, $5.90 doz. 


NAILS.—Demand steady and consider- 
able volume is being moved. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base; cement coated, 
$3 per keg base. The extra for 
galvanized nails is now $2.25 for 
l-in. and longer, $2.50 for shorter 
than 1-in. 


OIL STOVES.—Orders showing more 
activity. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old lne New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner. $22 each, list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 
discount. 


PAINTS AND OILS.—Linseed oi! 
advanced 1 cent per gal. Turpentine 
declined 2 cents per gal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.11 
per gal.: 5-barrel lots, $1.06 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.13 per gal.; 5-barrel lots, $1.08 
per gal. 

teins adil aia lots, 94c. per 
gal. 

Denatured Alcohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs, $14.50 
per keg: 50-lb. kegs, $7.50 per keg; 
25-lb. kegs, $3.80 per keg; 12%4-Ib. 
keers, $2 per Kee. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—New measuring 
glasses have been added to the line; 
prices remain unchanged. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago. 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. a $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, ag doz.; 4-cup, 
$24 doz.; 6-cup, $28 do 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING AND PAPER.—Very active 
sales reported; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b.-Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best talc pertnte’. $2.35 per 
square; medium tale surfaced, $1.65 
per square; light talc surfaced, 95c. 
per square; red rosin sheathing, $58 
per ton. 


ROPE.—Heavy hay crops are bringing 
out a nice volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, — 
brands, 17% to 19%c. per Ib.; No. 
Manila, 16% to 18%c. per Ib.; No. r 
sisal, 14% to 16%c. per Ib.; No. 2 
sisal, 13% to 15%c. per Ib 


per cent 


55 


SASH CORD.—The recent reduction is 


expected to stimulate sales. 


We quote from jobbers’ stocks, 
f.0o.b. Chicago: No. 7 standard brands, 
$10.30 per dos. hanks; No. 8, $11.75 
per doz. ks. 


SASH PULLEYS.—Demand fair; 
prices holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Conimon_ sash pul- 
leys, 50c. doz.: barrels, 54c. doz.; Com- 
mon Sense, 2- -in., 60c. doz.; barrels, 
54c. — No. 105, 52c. doz. : barrels, 

OZ. 


SCREEN DOORS.—Although orders 
are late this season, they are heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—Nv. 266, 2-8x6-8, 
$23.15 doz.: No. 296, oy A cpsaees 
doz.; No. 311, 2-8x6-8, $40 doz 

Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Present local prices are 
attracting a nice volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list: round 
head blued, 78-5 per cent new list: 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
had list; japanned, 74-5 per cent new 
ist 


SOLDER AND BABBITT METAL.— 
Prices are.up on solder about 1 cent 
per lb. from last week’s basis due to 
strong prices on tin. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warrented 50-50 
solder, $32 per 100 Ib.; medium, 45- 
55 solder, $31 per 109 Ib.; tinners’ 40- 
60 solder. $30 per 100 Ib.: high speed 
babbitt metal. $20 per 100 Ib.: ; Stand- 
iy No. 4 babbitt metal, $11 per 100 


STEEL SHEETS.—Concessions being 
made on large orders. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black, $4.70 per 100 Ib. 


WHEELBARROWS.—A moderate 
volume of business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each: steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Demand reported fair. 


We aquote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 Ib.: catch weight 
spool galvanized cattle or hog wire, 
$4.32 per 100 Ib.; 80-rod spool galvan- 
ized hog wire, $3.72 per spool; No. 9 
galvanized plain wire, $4 per 100 Ib.: 
polished fence staples, $3.98 per 100 
Ib.; 12-mesh black wire cloth, $2.10 
per 100 sq. ft.; 12-mesh galvanized 
wire cloth, $2.45 per 100 sq. ft.; 14- 
mesh bronze wire cloth, $6.70 per 100 
sq. ft.; galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—There is a better move- 
ment since the reduction in price on 
pipe wrenches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list; Stillson, 70 per cent off; Trimo, 
65-10 per cent off. 

Snap-On Wrenches.—No. 50, Radio 
and electrical set, $4; No. 101 Master 
Service set. $15.25; No. 202, Heavy 
Duty set, $8.80; No. 303, Ford Master 
Service set, $14.85; No. 404, Universal 
Socket set, $7; No. 505B, Screw Driver 
set, $3.40, No. 900 set square sock- 
ets, $3.70. All Snap-On Wrenches 
less 40 per cent. 


— 
ae ptt 


sh <A DA ser IN ES LENIN ILS ELIE < 


Sin ss 
ee ee eee ee eee 


De Hie 





























HARDWARE AGE 





July 17, 1924 


Cincinnati Dealers’ Stocks Low— 
Hand-to-Mouth Buying Continues 


(Cincinnati office of HARDWARE AGE) 


ALES are fairly satisfactory, though the absence of 
S hot weather has tended to curtail the demand for 
However, the month to 
date is fully up to the same period of last July, and is 
holding up to the volume of sales during the month of 
In other words, business has not slumped 
off greatly as yet, as is customary during the summer 


some seasonable goods. 


June this year. 


months. 


Dealers’ stocks are at a low ebb, and by the same token, 
sales are being lost daily through the practice of letting 
stocks run down to a minimum before replenishing. It 
seems to be in the minds of some dealers that sharp price 
declines are due, but the evidences to date show that little 
During the past two 


is to be expected in that direction. 


AUTOMOBILE ACCESSORIES.—De- 
mand well maintained. Tires have de- 
clined 5 to 10 per cent, according to 
sizes. Raybestos brake lining has 
advanced approximately 10 per cent. 
Commercial fenders for Fords are now 
quoted at $2.75 per pair. Opening 
prices for denatured alcohol have been 
named at 50 cents per gal., with a 
charge of $6 for drums. Shortage of 
the corn crop due to excessive rains is 
expected to mean a shortage of alcohol, 
and much higher prices are expected 
to develop later in the season. 

We quote from Cincinnati jobbers’ 
stocks: Luggage carriers, $1.10 each: 
in lots of six, $1.05 each. 

A. C. spark plugs, in lots of 19, 
28c. each: in lots of 100, 56c. each. 

Delta spotlights, No. 24, $2 each; in 
lots of 13, $1.80 each; No. 20, $2.85 
each; in lots of 12, $2.55 each. 

Seat covers for Fords: Touring, $6 
set; coupe, $4.15 set; roadster, $3.70 
set; sedan, $7.75 set. . 

2.75 


Ford commercial fenders, 
with 


pair. 
Denatured alcohol, 50c. 
charge of $6 for drum. 
Raybestos brake lining, cut lengths. 
50 off: full roll, 60 off. 


BUILDERS’ HARDWARE. — Demand 
holding well, prices steady, and stocks 
adequate for current demands. 


BOLTS AND NUTS.—Due to holi- 
day suspensions in some manufacturing 
plants, demand dropped considerably 
during past two weeks. No _ price 
changes, however, and stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off: stove bolts, 70 and 10 
off; semi-finished nuts, * and 
smaller, 75 off; large sizes, 65 off. 


BALE TIES.—Demand picking up; 
sales have been fairly good; no price 
changes reported; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties, 8™% ft. 
15-ga., $1.45 bundle; 9 ft. 15 ga., $1.54; 
9% ft. 15-ga., $1.60; 9 ft. 14-ga., $1.75; 
91, ft. 14-ga., er 85; i0 ft. 14-ga., $1.97. 


CLIPPING AND SHEARING MA- 
CHINES.—No change in prices; future 
demand light; current sales satisfac- 
tory. 


gal., 


We quote from Cincinnati jobbers’ 
stocks: 
chine, 


Stewart No. 1, 
$12.75 list; 


clipping ma- 
one-man power 


shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1. 25 each list; 
bottom plates, No. and No. 381. 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list: shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 


dealers. 
COASTER WAGONS.—Demand nor- 
mal; stocks in good shape; prices 
steady. 


We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each; No. 2, $5.95 each; No. 
3, $6.50 each; No. 132, $5.20 each; No. 
138, $5.80 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand continues _ strong; 
prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.: 3-in., corrugated conductor el- 
bows, $1.51 per doz. 


FILES.—Demand rather light; 
ample; prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 19 off; 
Northwestern and Silver King, 55 off. 

GALVANIZED WARE.—Pails and 
tubs in fair demand; stocks good; 
prices fairly steady. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12- at., 2.70 per doz.; 14- -qt., 
$3. per doz.; 16-qt., $3.60 per doz.. 
ig agar tubs, No. 1, $6.80 per doz.; 
No. 2, $7.60 per doz.; No. 3, $8.85 per 





stocks 


doz. 
GLASS.—Demand continues about as 
usual. Stocks in good shape; prices 
steady at previous quotations. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets 
&4 4 cent discount; doub!2 strength 
A, per cent discount: double 
~ eR B, 87 per cent discount. 


GARDEN HOSE.—Better movement 
with cessation of rainy weather, and 
dealers’ stocks being rapidly depleted. 
No price changes. 


We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 
; %-in., 10%c. tt. : Silver 
King, %-in., ‘10c. ft., %-in., 1liKe. ss 
¥%-in., 12%c. ft. Continuous length, 
single grade, %-in., 8%c. ft.; 
10c. ft.; %-in., 11%c. 3 
grade, \%-in., _ ft.; %-in., 1lc. ft.; 
¥ -in., 12\c. ft. : 


weeks local jobbers report only three changes of note, 
two of which were advances, and one a decline by reason 
of the removal of war taxes on silverware. 

Buying continues of the hand-to-mouth variety, and 
some dealers are even asking jobhers to split packages. 
Forward buying is negligible, except in cases where prices 
have been named for last half, when dealers have placed 
part of their business. 

In the accessories branch of the trade, business con- 
tinues good, with prices showing little change. 
have been reduced 10 per cent, and commercial fenders 
for Ford cars have declined 20 cents per pair. 
linings have advanced approximately 10 per cent. 

Collections are fair to good. 


Tires 


Brake 


HACK SAW BLADES.—Demand only 
fair; stocks ample; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: 5 


Hack saw blades, 50 and 5 
onl. 
HAMMERS AND HATCHETS.—De- 
mand fair; prices’ steady; _ stocks 


ample. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz., 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL).— 
Talk of advances heard owing to short- 
age of raw materials. Demand is fair- 
ly active; prices strong. 

We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% . 
straight, $3.35 doz.; 6 ft. straight. 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 646 ft. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D-shovel handles, 
$6 doz. : D-shape handles, $5.85 doz. 

ICE CREAM FREEZERS.—Season 
over for jobbers; dealers’ report stocks 
moving well; prices unchanged. 


We quote from Cincinnati jobbers’ 


stocks: White Mountain, l1-qt., $4.85 
list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., $8.25 list; 6-qt., $10.45 list; 8-qt., 
$13.50 list; 10-qt., $18 list; 12-qt., 
$21.55 list; 15-qt., $25.60 list; 20-qt., 
$33.20 list; 25-qt., $42.60 list; Arctic, 
1-qt., $4 list; 2-qt., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; S8-qt.. $11.10 list. All of the 


above less 50 per cent discount. 
IRON AND STEEL.—Jobbers report 
fair business past two weeks; prices 
unchanged and fairly steady. 


We quote from Cincinnati jobbers’ 
stocks: Iron and steel bars, 3.40c.; 
plates and shapes, 3.50c.; cold-rolled 
rounds, 4.15c.; flats, squares and hex- 
agons, 4.65c¢.: hoops, 4.45c.; bands, 
4.15c. 


LANTERNS.—Some fall business de- 
veloping. Current demand also fair, 
particularly for contractors’ lanterns. 
as much construction work going on. 
No price changes reported, or con- 
templated at this time. 


We quote from agg age jobbers’ 
stocks: Supreme, 2 $7.75 doz.; 

Supreme, No. 240, 19. 75 doz., 130 
Midget vehicle lantern, red lens. iron 
clamp, enameled, B. E. lens, $17 doz; 
167 Supreme, _ 75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch , $18 doz.; 
Monarch, ruby glow, $10 doz ; D-Lite, 
$13 doz.; Little Wizard, 32. 56 doz.; 

Blizzard, No. 3 doz.; Blizzard, 
brass fount and top, $18 doz.: a 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 
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LAWN MOWERS.—Stocks dwindling 
fast, and few mowers will be carried 
over. Interest centered now in next 
season’s prices. 

We quote from Cincinnati jobbers’ 
stecks: Common lawn mowers, Iz-'n, 

5.75 each; 14-in., $6 each; 16- in., 

6.25 each; better grade, 12- in., $7; 
14-in., $7.25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in., $8; reg- 
ular ball bearing, 14- in., $%; 16- in., 
$9.55; 18-in., $9.75; high-heel ball 
bearing, 14- in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18=-in., 
$13.50; 20-in., $14.25. 

NAILS.—Demand fair; stocks in good 
shape; prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, #3 per 
count keg. 


PAINTS AND OILS.—Linseed oil has 
advanced 2 cents per gal., while tur- 
pentine has declined 20 cents per gal. 
since last report. No change in paint 
prices, and lead prices steady. Demand 
has been fairly active. 

We quote from Cincinnati jobbers’ 


stocks: Ready mixed honse paints, 
$2.90 per gal.; linseed oil, single 
barrels, $1 gal.; turpentine, single 


barrel, 85c. gal.; white lead, 12'%-1b. 


kegs, 15c. Ib. 
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ROLLER SKATES.—Effective July 20, 
Union Hardware Co. has issued new 
price list on roller skates, which shows 
advances over present list. Jobbers 
will change prices accordingly. De- 
mand for roller skates good, and stocks 
light. 


We quote from Cincinnati jobbers’ 
stocks: Union Hardware Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


ROOFING PAPER—No change in 
price situation; demand fair; stocks 
adequate for current requirements. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.25; 
medium, $1.50; heavy, $1.80; Holdfast 
brand, light, $1.50; medium, $1.75; 
alae $2.10. Slate surface roofing, 


ROPE.—Some _ price  readjustments 
made recently, a_ slight decline in 
Manila, and a slight advance in sisal; 
demand fair. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 17%c. per 
lb.; sisal, 13%c. per Ib. 


SILVERWARE.—Removal of Govern- 
ment tax of 10 per cent has been 
passed along to ultimate consumer. De- 
mand has been fairly consistent. 


57 


SASH WEIGHTS.—Demand fair; 
prices steady; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.20 
per 100 Ib. 


SHEETS.—Demand fair for roofing 
sheets; prices unchanged; stocks ade- 
quate. 


We quote from Cincinnati eg 
stocks: No. 10 blue annealed, 4c.; No. 
— 4.70c.; No. 28 galvanized, 
. 75c. 


WHEELBARROWS.—Demand con- 
tinues active; prices steady; stocks 
light. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, 55.40 
each; concrete barrows, $5.90 eaca. 


WRENCHES.—Demand fair; stocks in 
good shape; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 off; 
Coes wrenches, 40 and 10 off; Stillson, 
70 off; Trimo, 70 off; Snap-on 
Wrenches, No. 101 Master Service 
sets, $15. 25 each; No. 202 heavy duty 
sets, $8.80 each; No. 404 flexible 
socket sets, $8. 15 each; No. 505B 
screw driver sets, $3.40 each: less 40 
per cent on all Snap-on Wrenches ; 
f.o.b. Milwaukee. 


Canning Supplies and Accessories 


(Minneapolis office of HARDWARE AGE) 


[me mid-year slowing up in sales has affected the 


merchants in the larger cities more than those in the 


rural districts. 


are out of town. 


has already begun. 


AXES.—tThere is no special demand 
for axes at the present season of the 
year, although the regular trade is fair. 
Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BOLTS.—The sale of bolts at present 
is normal, with no changes in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 
per cent from lists; stove bolts, 70 


per cent; lag screws, 60 per cent 
from lists. 


BRADS. 


rate, with stocks in good condition, and 
no price changes. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE. — Heavier 
building is looked for later in the year. 
There is quite an amount of construc- 
tion work in smaller homes under way, 
and but few large projects at present. 
Prices are steady at the present time, 
but some are looking for further 
changes. 


The vacation season is in full swing 
in the larger centers, and many of the regular customers 
Where factories have occasion for re- 
pairs, this season of the year is chosen for the shut-down. 
There is generally a quiet time at present in business. 
The country merchants, however, are finding an increase 
in business, due to the fact that some of the year’s harvest 
The berry crop has come on more 


Best Sellers 


few weeks. 


selling better. 


CHURNS.—The demand for churns 


shows no change in volume. Prices 
are steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel type churns, 
40 per cent from list. 


~ COASTER WAGONS.—Sales at retail 


are good, but there is no tendency on 
the part of the retailer to buy ahead of 
his needs. Jobbers also are holding 
their stocks at a low point. There has 
been no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.22 each. Overland coaster wagons, 
33% per cent from factory lists; all 
— coaster wagons, 50 per cent from 
ist. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—The demand for this 
class of goods is fair, as there is a cer- 
tain amount of repair work and new 
work being done. Stocks are in good 
condition. Prices are as quoted last 
week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
t.; 3-in., 28-gage conductor pipe, 
$5. 40 per 100 ft.; 3-in., conductor 
elbows, $1.73 per doz. 


in Twin Cities 


quickly than was anticipated, and the sections raising 
strawberries particularly are making strenuous efforts to 
harvest this crop. Housewives are getting into the swing 
of the canning season, and there is an increasing demand 
for canning supplies. 

Tourist trade has increased remarkably during the past 
The cold and dark weather held back this 
traffic for a long period, but the numbers coming into the 
Lake State now will make up for the light travel at first. 
Automobile accessories, 


sporting and outing goods are 


FILES.—Files are selling at a good 
rate, with stocks well assorted. There 
is no change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files 


at 50 per cent and second grade files 
at 60-10 per cent from standard lists. 


FREEZERS.—tThe.cool weather of the 
year has diminished the opportunity to 
sell freezers in this locality. Stocks, 
therefore, are in full condition, with 
prices holding as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 
lists; Alaska freezers, 20-19 per cent 


from lists: Auto Vacuum freezers, 
334% per cent from lists. 


GALVANIZED WARE.—There is an 
average demand for galvanized ware at 
present, with stocks in good condition. 
The changes in prices shown do not 
represent a change in the general mar- 
ket, but an adjusting of prices in this 
report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, ne? per doz.; No. 2, 
$7.15 per doz.; No. $8.40 per doz.; 
heavy galvanized tubs, No. 1, $12; 
No. 2, $13.25; No. $14. 50; Standard 
galvanized pails, 10- -qt., $2.25; 12- -qt., 
$2.40; 14-qt., $2.75; 16-at., stock pails, 
$4.50; 18-qt., $5.25 per doz. 
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HAMMERS AND HATCHETS.—There 
is a steady demand for tools of this 
description, though not very heavy. 
Stocks are in good condition and prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HF8l1, $12; 
Riverside No. 611%, $12; Plumb Broad 
Hatchet No. 2, $17.15; Plumb shin- 
gling No. 2, $13.15; Plumb claw No. 
2, $14.40 per doz. 


HOSE.—Despite the rains, there is a 
good demand for garden hose. Prices 
show no change, and stocks are ample 
for all calls. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply garden hose, 10%c. per ft.; 
%-in. molded hose, 12c. per ft.; 
%-in. hose about Ic. less. 


LAWN MOWERS.—tThere is a good 
demand for lawn mowers, with stocks 
in good condition. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b Twin Cities: Best standard 


grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


NAILS.—Demand is fair, due to the 


amount of building being done. Stocks 
are well assorted, with no _ price 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails at $4.00 base, and cement coated 
wire nails at $3.25 per keg, base. 


PAINTS.—Sales on paint have shown 
signs of weakening the past two weeks, 
not only in the cities but throughout 
the rural districts. Stocks are well 
filled, but the retailers are inclined to 
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keep stocks at a low point. No prices 


have been changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 


house paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 
POULTRY NETTING.—The heavy 


buying season for poultry netting has 
passed for this year. Stocks are 
ample, with no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 


lists. 
PYREX OVEN WARE.—Stocks are 
well assorted and sales are at normal 
for the season, considering general 
trade conditions. Prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each: No. 
107 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33 


ROPE.—Sales of rope, especially for 
haying purposes, is good at the pres- 
ent; stocks are in good condition, with 
no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
manila rope, 19% cents per lIb.; best 
grades of sisal rope, 16%, cents per Ib. 


SCREWS.—Call is fair, but volume is 
not heavy on this item. Stocks are well 
assorted, with no shortages. Prices 
remain unchanged. 


We quote from jobbers’ stocks: 
Flat head bright screws, 75-15 per 
cent; round head blued screws, 75-5 
per cent; flat head brass, 70-10 per 
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cent, and round head brass, 65-10 per 
cent. 


SASH CORD.—There is a steady but 
somewhat light call for sash cord. 
Stocks are in good condition, with 
prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 


86c. per Ilb.; ordinary grades No. 8, 
45c. per Ib. 


SASH WEIGHTS.—Fairly good call, 
with stocks well filled and prices firm, 
marks this item. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 


TIN PLATE.—Demand is light for tin, 
with prices holding steady and stocks 
well filled in jobbing houses. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace, coke, ICL 20 x 28, $14.75 per 
box; roofing tin IC 20 x 28, 8-lb. coat- 
ing, $14.25 per box. 


WIRE.—Sales are light, with stocks 
well filled. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
cattle wire, $3.51 per 80-rod spool; 
painted hog wire, $3.76 per 80-rod 
spool; galvanized cattle wire, $3.77 
per 80-rod spool, and galvanized hog 
wire, $4.04 per 80-rod spool. Black 
annealed smooth wire, No. 9, is $3.90 
per cwt.; galvanized No. 9 is $4.35 
per cwt. 


WIRE CLOTH.—There is a fair 
amount of call for wire cloth, although 
not as good as had been anticipated. 
Stocks are in good condition and prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft., 
and galvanized wire cloth, 12 x 12 
mesh, $2.60 per 100 sq. ft. 
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. of great Stone Mountain. 

of this almost superhuman undertaking. 

! The difficulty, at the beginning, was to lay out the plan of this bas relief on 

the rock. But this seemingly impossible task was accomplished in an in- 

The clay model was photographed and the image on the 

resulting photographic negative was projected at night by means of very power- 

ful lights against the mountain’s side, the latter having first been so treated 

chemically that it was made sensitive to light. 

photographic enlargement was made against the towering granite wall itself. 

| The one great difficulty with the older type of merchandiser, who happily is 

) passing before the onward wave of modern merchandising methods which are 

based on advertising and quick turnover, has been his lack of objective, of 

One day’s work was as much like the next day’s as two peas are similar. 

Or else the difficulty has been that, having a plan, such an inefficient merchan- 

diser lacked the ingenuity to find the means of projecting it upon the next 

day’s, or month’s, or year’s work. 
A business, particularly a merchandising business, which has no definite 

plan, so projected as to be feasible and workable, faces a more difficult task 

than Borglum did at the beginning. It is like a motor car without a steering 

wheel or a ship without a rudder. 


PROJECTING THE PLAN 


OWN near Atlanta, in God’s own country, as the real Southerner is wont 
to call it, man is creating, little by little, an eighth wonder of the world, 
consisting of a giant bas relief, many times life size, cut out of the solid side 
The noted sculptor, Gutzon Borglum, is in charge 


In other words, a mighty 
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Good Pick-Up Trade 
for Small Lots 
in New York 


Buying in the New York wholesale 
market is more of less confined to 
staples, tools and items of general de- 
mand. In the opinion of some job- 
bers seasonable goods are practically 
through for this year, although it is 
believed there will be a_ scattered 
amount of pick-up business for the bal- 
ance of the summer. 

In this connection, however, it is be- 
lieved to be doubtful whether or not the 
amount of pick-up business would war- 
rant jobbers replenishing on any of the 
seasonable items likely to be called for. 
On the other hand, a number of local 
jobbers have found it necessary to re- 
order frequently from manufacturers of 
staple lines. 

Buying on the part of the retailer is 
for small lots, but orders are being 
placed with more frequency than for 
several weeks past. It is thought by 
some that the closing of the Democratic 
Convention in New York City will have 
a steadying effect on business condi- 
tions, but it is generally conceded that 
no marked change in business condi- 
tions is likely until after the elections. 

There is, however, in this vicinity at 
least, a tendency to view the outlook 
with more confidence. There seems to 
be a stronger feeling than ever that 
business conditions will slowly, but 
steadily. improve. 


Wire Products in Demand 


Wire products are still in demand, 
though it is limited primarily to small 
pick-up orders. Prices are unchanged. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 

Wire.—Annealed Line Wire, 12 Ib. 
stones, plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 

Galvanized wire, No. 16, $1.08; No. 
18, $1.25; No. 19, $1.35. 


Galvanized steel wire, 100 lb. bun- 


dles, No. 4, $5.75; No. 6, $5.75; No. 8, 
$5.75; No. 10, $6; No. 12, $6.35; No. 14, 
$6.65. 10 Ib. bundles, No. 6, $7.50; 


No. 10, $7.80; No. 12, 
$8.35. 


Staples.—Poultry netting staples, 


%-in., 1 Ib. packages, 10c. per : 
10 lb. box, 9c. per Ib.; 100 Ib. keg, 
aie. per Ib. 


Barbed wire staples, 114-in., 25 Ib. 
to the box, $7.50 per 100; 100-Ib. keg, 
$6.75. Barbed wire staples, 1% in., 
25 lb. to the box, $7.50 per 100; 100- lb. 
keg, $6.75. 

Ribbon wire staples, 1% in., $6.75 
per keg. 


Freezers Moving Well 


Freezers are in good demand. Prices 
are firm and stocks apparently ample. 


Jobbers’ quotations to _ retailers, 


f.o.b. New York: 


Freezers, triple action, $1.15 each. 


Auto Vacuum freezers, 1 qt., $3.33 
each; 2 qt., $4 each; 3 qt., $5.35 each; 
4 qt., $6.67 each. 


White Mountain freezers, 2 @qt., 


$2.83 each; 3 qt., $3.38 each; 4 qt., 
$4.12 each; 6 qt., $5.03 each; 8 qt., 
$6.75 each; 10 qt., $9 each; 12 qt., 
$10.78 each; 15 qt., $12.80 each; 20 


qt., $16.50 each. 
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July Sales Show 
Gain 


It is perhaps interesting to ob- 
serve that the volume of business 
done by New York jobbers during 
the month of June fell materially 
below the figures for the same 
month last year. There has been 
so far this month a material gain 
not only over the sales in volume 
for the first part of June, but also 
over the figures for the first part 
of July, 1923. Some jobbers dur- 
ing the first ten days of this 
month have already shown a gain 
of 8 to 12% per cent over the 
same period of July, 1923. This 
is perhaps significant because 
most of the present sales are con- 
fined to staples and tools. 











Deliveries Better 


Although manufacturers are not cre- 
ating any surplus stocks, it is reported 
that the majority of them are operating 
on about a five day basis. Deliveries 


between producers and distributors are | 


improved, although in some lines de- 
lays are still reported. 


Profit Packages Arouse 
Interest 


“Plumb Profit Packages” are attract- 
ing considerable attention in this mar- 
ket. They contain 18 tools, 6 nail ham- 
mers, 2 ball pein hammers, 4 hatchets, 
6 scout axes with sheaths, window trim 
material, display cards, and a counter 
ease. The price is $17.30 per package. 





Collections 
Improving 


An investigation by HARDWARE 
AGE reporters in New York terri- 
tory during the past week reveals 
the fact that collections are im- 
proving, and that the general 
money tightness that prevailed 
two weeks ago has been somewhat 
relieved. 

In some cases it was found that 
jobbers are enjoying better collec- 
tions this month than they did a 
year ago. The primary reason 
for this is said to be the liquida- 
tion of stocks, and the improved 
buying for the past few weeks. 














Drill Interest Strong 


According to local jobbers, there is a 
brisk demand for bit stock drills. 

Jobbers’ quotations to. retailers, 
f.o.b. New York 

Straight and round shank drills, 60 
per cent from standard list. 

Wire gage drill, 60 per cent from 
standard list. 

Millers .Falls No. 1, 12%-in. long, 
$2.80 each; No. 3, 11-in. long, $2.30 
each; No. 5, 12%-in. long, $2.49; No. 
1430, 10%-in.., $3.50 each; No. 1530, 
10%-in., $4.65. 
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| Fall Bookings Few 
and Far Between, 
‘Say Jobbers 


Jobbers report orders for fall goods 
‘so far are more or less negligible. 
Some advance orders have been placed, 
but the quantity called for and the 
number of orders are considerably less 
than a year ago at this time. 

The difficulty that many dealers have 
experienced in disposing of seasonable 
spring stocks, the political uncertainty, 
and the general policy of caution are all 
said to be contributory reasons for the 
mall amount of fall business. 

This condition, it is believed, will ne- 
cessitate jobbers carrying larger stocks 
than they have been in the habit of 
doing for the past year or so, and it 
will probably increase the volume of 
pick-up business in the local market 
during the fall and winter. 

















Hose Interest Small 


Small pick-up interest is reported for 


‘rubber hose and hose _ accessories. 
| Prices are firm and stocks fair. 
Jobbers’ quotations to. retailers, 
f.o.b. New York 
Molded hose, llc. per ft. for 25 ft. 
lengths and 10%c. for 50 ft. lengths. 
Garden Hose.—4-ply, 8'4c. per ft.;: 
5-ply, 9%ec. per ft.; 6-ply, lle. per 
ft. Good Luck brand, llc. per ft. 
Milo brand, 12%c. per ft. Bull Dog 


brand, 13%c. per ft. 
Nozzles.—53c. each; less 5 per cent 
for boxes. 
Couplings.—Brass, %, % and %-in., 
10%e. each. 


Hose Clamps.—Galvanized, %, % 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100. 


Hose Menders.—(Cooper’s), ™®% and 


%-in., 6c. each; (Perfect Clinch), 4%, 
dy and % -in., Tye. each. 

Hose Reels. —M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 


each. Victor, $2.05 each. 


Solder Up 


Bar and strip solder both advanced 
le. per*lb. during the past week. De- 
mands are consistent, stocks fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Bar solder, 3lc. perlb. Strip solder, 


Ib. Kester solder, acid or 
58e. per Ib. 


37¢c. per 
rosin core, 


Bolts Active 


| Bolts are active; prices are holding, 
and stocks are apparently adequate. 
Jobbers’ quotations to _ retailers, 
| f.o.b. New York: 
Bolts. — Common 
50 per cent; 


carriage bolts, 
small, large, 40-10 per 
cent. 


Machine bolts, 





small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-10-5 per cent: 
both flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33144 per cent. 

Screw anchors, 75-10 per cent. 
| Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 
cent. 

Round head 
cent; 10-in. rivets, 
60-10 per cent. 

Cap screws, 80 per cent. 


per 


§0-5 
and 


iron rivets, 
black 


per 
tin. 




















60 


Fair Demand for Sprayers 


The demand for sprayers continues 
with fair consistency. Prices are firm, 
stocks are ample. 


Jobbers’ quotations to rétailers, 
f.o.b. New York: 

Sprinklers.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8%-in. base, 58c. each; sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts japanned, $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprink- 
lers, $2.33 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in., 25c. each; same capacity, 1 qt., 
length 14 {n., 31lc. each. 

Junior Sprayer.—Galvanized steel 
tank, 20 in. long, 7%-in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut- 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 ft. %-in. hose with spray 
nozzle, $3 each; continuous sprayers, 
galvanized, 90c. each; brass, $1.15 
each. 


Line Pulleys Fair 


Fair interest is reported for galva- 


nized clothes line pulleys. Prices are 
firm and stocks ample. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 
Superior Clothes Line Pulley, 6 in. 
wheel, $2.25 per doz. 


Hooks and Eyes 
Stiffen 


Since the recent price change on hook 
and screw eyes the demand has stiffened 


slightly. 
Jobbers’ quotations to. retailers, 
f.o.b. New York. 


Steel screw hooks and screw eyes, 
85 per cent; galvanized, 80 per cent; 
brass, 85 per cent. 


Fall Prices on Scoops 


Quotations on furnace scoops for fall 
delivery as quoted by some of the New 
York jobbers are as follows: 

Jobbers’ quotations to 
f.o.b. New York: 

No. 2, steel ‘“‘D” handle, $5.50 per 
doz.; No. 2, wood “DD” handle, $7.25 
per doz.; long handled furnace 
scoops, $5 per doz.; Ideal “D’’ wood 
and long handle, $10 per doz. 


retailers, 


Crab Traps Brisk 


Interest in crab traps and nets con- 
tinues fairly strong. Prices are firm 
and stocks good. 


Jobbers’ quotations 
f.o.b. New York: 

Crab traps, 60c. each. 
handle, 35c. each. 


to retailers, 


Nets, wood 


Wooden Rakes Firm 


No slackening is said to be observ- 
able in the demand for wooden rakes. 
Stocks are fair and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Wooden Rakes.—Wooden hay rake, 
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12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ 
bows, 18 teeth, varnished head, 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 


Lawn Rake.—Two weet 


rakes, bronze finish, straight oan 
5%-ft. ash handle, 12 teeth, 
each; 14 teeth, 8lce. each; 16 tee th: 


teeth, 32c. 
16 teeth, 


89c. each. Malleabie, 12 
each; 14 teeth, 36c. ‘each; 
40c. each. 


Wire Cloth Slow 


cipally confined to pick-ups. 
firm, and stocks broken. 
Jobbers’ quotations 
f.o.b. New Yor 
Poultry Netting —From New York 
stocks, 45 per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 
Wire Cloth.—Jobbers’ 


f.o.b. New York: 
Black wire cloth, 12-mesh, $2.30 
per 100 sq. ft. 
Galvanized wire 
$2.75 per +. sq. ft.; 
t. 


to retailers, 


quotations, 


cloth, 12-mesh, 
14-mesh, $3.25 


per 100 sq. 
Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 


Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 
per 100 sq. ft 


Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 


Sash Cord Sluggish 


Sash cord is in only fair demand. 
Prices vary in different parts of the 
city. The prevailing quotations of pop- 
= range from 40%c. to 49%c. 
per 


Garage Sets Brisk | 


Garage sets are very active. 
are firm; stocks fair. 


Jobbers’ quotations 
f.o.b. New York: 

Garage Sets.— (Stanley, 1776J). 
Lots of 6, $2.95 per set. In lots of 
less than 6, $3.10 per set. 


Prices 


to retailers, 


Interest in Pails 


Galvanized pails are attracting some 


interest. Jobbers’ stacks are ample, 
and prices are holding. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 


Galvanized pails, 8 qt., 19%4c. each; 
10 qt., 22%4c. each; 12 qt., 2414c. each; 
14 qt., 27%c. each; 16 qt., 33%c. each. 


Jar Rubbers Selling 
Well 


Jar rubbers are being quoted in the 
local market at 80c. per gross in 12 
gross lots, and 85c. per gross for less 
than 12 gross lots. 





Netting demands are small, and prin- 
Prices are 
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Screws Selling Well 


Screws are fairly active. Prices are 


firm, stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Screws at head, steel machine 


——> 66%, to 70-5 per cent. 
Round head steel machine screws, 
66% to 70-5 per cent. 
lat head brass machine screws, 
60 to 60-10-5 per cent. 
Round head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head steel wood = screws, 
in. full packages, 75-20-5-5 per 
cent 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 7214-20-5-5 per 
cent. 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 67%4-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


Bottle Cappers Selling 
Vigorously 


Bottle cappers are active. 
firm and stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Eveready metal base, No. 3, 88c. 
each; Rimco bottle capper, 1.46 
each; Crown bottle cap, 5 Ib. bag, 
$1.10 per bag. 


Prices are 


Nails Moving 


Nails continue in small but consistent 
demand. Deliveries are said to be fair, 
and stocks are ample for all immediate 
needs. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

_— —Wire nails, $3.75 base per 

‘Cut nails, $4.35 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 12, plain, $5.20 
per 100-lb.; galvanized, $8. 20 per P— 

American felt roofing nails, % 
10% plain, $6.50 per case. Garten - 
ized, $10.25 per keg. 


Sidewalk Cleaners 
Lack Interest 


Fall prices for sidewalk cleaners are 
as follows: 


Jobbers’ quotations to 
f.o.b. New York: 

No. 24, $4 per doz.; No. 26, $5.95 
per doz.; No. 27, $8 per doz.; No. 28, 
$9.50 per doz. 


retailers, 


Batteries Active 


Batteries are reported to be particu- 
larly active. Stocks are fair and prices 
firm. 


Jobbers’ quotations 
f.o.b. New York: 
Batteries.—Red Seal, 


to retailers, 
26c. each. 


Butts Brisk 


Butts are in good demand. Prices are 
firm; stocks moderate. 
Jobbars’ quotations 
f.o.b. New York: 
Butts.—3% x 3%, case lots, 24%c. 
per pair: in less than case lots, 27c. 
per pair. 


to retailers, 
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Shelf Hardware Sales Expanding 
in New Kkngland—Prices Stable 


(Boston office of HARDWARE AGE) 


T now develops that June shelf hardware jobbing sales 
| sient exceeded those for the corresponding month 

last year, but fell behind those for May. July so far 
has started off encouragingly largely because of weather 
conditions and because the retail dealer catering to the 
Jobbers, as a rule, 
are not, however, as optimistic as they were two months 
or so ago, yet it is felt that 1924 will show an increase 
in business booked and in earnings over 1923. 
believed, however, such increases will not be as large as 
anticipated during the first four months of 1924. 
hardware jobbers report collections as fair. 
business failures are increasing rapidly, they are much 
smaller in the hardware trade than last year. 
is generally attributed tod the comparative stability of 


summer trade is coming into his own. 


hardware prices. 


Both heavy hardware dealers and mill supply houses 
note a falling off in business so far this month. Following 
the holiday there was a slight spurt in business, say job- 


AUTOMOBILE ACCESSORIES—Job- 
bers are making a special price on 
Champion Toledo blue box spark plugs 
of 43 cents each net, in lots of 500 
plugs for one shipment. That is a 
larger lot than most retail hardware 
dealers want to buy at one time, yet it 
is remarkable how many of them are 
taking advantage of the new price. Ac- 
tivity in accessories is spotty. Re- 
tail dealers making a real effort on such 
goods report a very good business. The 
indifferent dealer is having that kind 
of success. 


Wwe quote from Boston jobbers’ 
stock 


nunenniie Accessories.—Apco line, 
steering wheel puller, $2.25 each, net: 
connecting rod wrench, 38c.: rear 
wheel puller, $2.25; horn button, 57c.: 
rear wheel brake, $9.38; glass oil 
gage, 30c; ratchet wrench, $2.25; 
windshield wiper, $3.75; crankcase 
arm, 48c. and battery charger, $13.50. 

Springs.—Vulcan line, all makes, 35 


per cent discount; Ford sizes, 7-leaf 
front, No. 2000, $1.25, met; 9-leaf 
front, No. 2004, $2; 9-leaf rear, No. 
2009, $4.25. 


Pressure Gages.—Balloon tire, in 
lots of less than ten, $1.13 each; in 
packages of ten $1.08 each. 

Oils and Greases.—Mobiloil, cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal.; five gallons, $1. 084% per gal.; 
30 gallons, $1 per gal.; 55 gallons. 95c. 
per gal.; Cylinder, B, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons. 
$1.05 per gal. Transmission oil, C, 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per Ib.; lubri- 
cant grease, in 5-pound lots, $11.50 
per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 


Tires.—Hartford line, cord, non- 
skid clincher, 30 x 3% in., regular, 
$8 each net: 30 x 3% in., extra, 
$10.45; straight, 30 x 3% in., $10.45; 
31 x 4 in., $13.25; 32 x 3% in., $12; 
32 x 4 in., $14.60: 33 x 4 in., $15.05: 
34 x 4% in., $20.25; 35 x 5 in., $25.70. 

Tires.—Richland line, standard 
cord, clincher, 30 x 3 in., $8: 30 x 
3% in., $8.40; straight, 30 x 3% in., 
$9.45: 33 x 4 in., $14.20; over-size, 
clincher, 30 x 3% in., $9.85: straight, 
30 x 3% in., $10. R5: 32° x 3% in., $12.70; 
34 x 4 in., $16. 75: 33 x 414 in., $20.95; 
33 x 5 in., $26.15: 34 x 4i, in., $21.45: 
35 x 5 in., $27.45; 37 x 5 in., $28. 85. 
Commercial service truck, cord. 32 x 
4% in., $25.75: 33 x 4% in., $26.35: : 
34x 4% in., $26.95; 33 x 5 in., $29.90; 
so X 5 in., $31.40; 36 x 6 in., $56.50. 


quires. 


It is now 
are lacking. 


Shelf 
While general 


This fact 


bers, but it petered out in a day or two. 
depression in general business, manufacturers in many 
cases are taking advantage of conditions to close plants 
for vacations, repairs, etc. 
hardware and mill supplies only as absolute necessity re- 
Both branches of the trade report collections as 
slow. Considerable interest is evinced in the rumor that 
at least one of the largest heavy hardware jobbers here is 
about to combine with others along the Atlantic Coast for 
the purpose of establishing a chain of such houses. 


Because of the 


Naturally they are buying 


Details 


Now that the Democratic convention is out of the way, 
business interests in New England are taking a more 
optimistic view of the future.. 
attached to the recent strength of security values. 
our crops may not be as large as anticipated, the value 


Much significance also is 
While 


of same will appreciate sufficiently to make the western 


BOTTLE.—Retail dealers in a great 
many cases report a somewhat more 
active demand for vacuum bottles from 
vacationists and automobilists. The 
trade is fairly well stocked, however, 
consequently whatever activity exists 
is not reflected in the wholesale market. 


We quote from Boston jobbers’ 
stocks: 
Botties.—Vacuum, Landers, Frary 
& Clark line, No. 21, $1.75 each list; 
No. 22, $2.75; No. 70, $1.85; No. 71, 
+ 95; No. 72, $2.95; No. 81, $2. 75; No. 
82, $4; No. 191, $2. 35; No. 192, $3.60. 
Discount, 25 and 10 per cent. 
Fillers.—No. 00, 90c. each list; No. 
1, $1; No. 2, $1. 60. Discount 25 and 
10 per cent. 
BROOMS.—An advance approximating 
20 per cent is noted on No. 8 mixed 
stable brooms, the jobbing price today 
being $11 a dozen, whereas heretofore 
it was $8. 
BRUSHES.—Manufacturers of paint 
brushes have made a general reduc- 
tion in prices. Toward the last of April, 
when the retail trade in general had 
covered its brush requirements, the 
market advanced. Today it is back on 
the April 28 basis. 
CHAIN.—A very slight decline in 
prices on plumbers’ brass safety chain 
to 50 and 10 per cent discount is re- 
ported by jobbers, following a similar 
revision in manufacturers’ lists. 


CLIPPERS.—The extremely hot and 
sticky weather experienced the past 
week speeded up the sale of toilet clip- 
pers over the retail counters. The 
trade was well supplied, however, con- 
sequently only stray orders are coming 
into the wholesale market. 
We quote from Boston jobbers’ 


stocks: 

Toilet Clippers. exe her each; 
Plymouth, No. 00, $1.10; N , $1.20; 
May flower, ‘_ 00, in 25; 0, $1.25; 
Success, No. 1, $1.5 Fogg 0, $1.65; 
No. 00, $1. 88; Capital No. 1, $2.35: 
No. 00, $2.60 


Stewart No. 1 Ball Bearing Clipping 
Machine, $12.75; No. 360, Top Plate, 
$1.25; No. 361 Bottom Plate, $1.75. 
Discount, 33% per cent. 

Stewart Electric Clipping Machine, 


farmer prosperous once more, is the general belief here. 
If the farmer is.more prosperous, his position is bound tu 
be reflected throughout the country. 


all standard voltages, hanging type, 
$80 f.o.b. Chicago; pedestal type, $85 
f.o.b. Chicago. Discount, 25 per cent. 


DRYERS.—Summer home owners in 
a great many instances have found it 
necessary to invest in a new clothes 
dryer, and retail dealers in various sec- 
tions of New England are cleaning up 
stocks rapidly. Now is the time to 
push sales on such merchandise. 

We quote from Boston jobbers’ 

stocks: 
Clothes Dryers.—Four line, $6.50 
each net; five line, $7.25. 

FREEZERS.—A decided improvement 
in the movement of ice cream freezers 
out of retail and wholesale stocks is 
noted everywhere. The season was 
backward this year due to the unusually 
cool spring, but jobbers appear to be 
making up for lost time. Every day 
finds a fresh batch of orders, small in- 
dividually, to be sure, but holdings are 
rapidly dwindling. 

bat quote from Boston jobbers’ 


stocks: 

F reezers.— White ages wea 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8. 25: 6-qt., $10. 45: 8-qt., $13.50; 
10-qt., $18.00; 12-qt., $21.50: 15-qt., 
$25; 20-qt., $33.20; 25-qt., $42.60 

Artic, l1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
&-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16. 65; 15-qt., $23.30; 20-qt 


Jobbers’ discount, 50 per cent from 
store or fact 


Alaska, 1- a "30. 95 list; 2-qt., $3.45; 
3-qt., $4.10; 4-qt., $55 6-qt., $6.30; 
8-qt., $8.20; 10-qt., $10.75; 12-qt., $14; 
15-qt., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8; 4-qt., $10. Discount, 


33% per cent. 

GARAGE HARDWARE.—While con- 
struction throughout New England is 
on the down grade, especially the con- 
struction of homes, garages are spring- 
ing up everywhere almost overnight 
like mushrooms. The sale of garage 
hardware, therefore, continues active, 
and retail dealers and jobbers are con- 
stantly reordering on various lines 
cleaned out. 


GRASS HOOKS.—As is to be expected 


Reading matter continued on page 64 
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Sagging, sticking, slamming, warping— these 
are the evils which accompany the use of old- 
fashioned swinging garage doors. 


Many Times the Life of Swinging Doors 


Slidetite assures your customer of long service 





BOs Tosh 


For long and _ satisfactory 
service, recommend and sell 
Slidetite Garage Door Hard- 
ware to your customers. 
They will later thank you for 
it. Send today for Catalog 
A-29, which fully describes 
this profitable item of 
nationally-advertised hard- 


mare. 


It stands to reason that even the strongest hinges can’t long support the 
excessive weight of swinging garage doors. Sagging, sticking, warping 
and other attendant evils soon result. Only by hanging garage doors 
from above can long years of satisfactory service be assured. 








4 


Garage Door Hardware 


supports garage doors in the only practical way. The doors are sus- 
pended from an overhead track, making sagging and sticking impossible. 


Slidetite provides a doorway that can’t be blocked by drifting snow, 
and by preventing slamming also does away ‘with the danger of per- 
sonal injury and damage to the car. The doors slide inside, away from 
snow and ice, and fold flat against the wall where the wind can't pos- 
sibly get at them. 
Slidetite equipped doors slide smoothly on their faultless track. <A 
slight push opens or closes them. Yet they fit the opening snugly 
when closed, securely sealing the garage against the weather. 
Time has proved S/idetite to be the only practical door-hanging system 
for openings of any width up to 30 feet. Even in openings of this ex- 
treme width, S/idetite provides a clear, postless entrance. 

Exclusive manufacturers of ““AiR-Way”—the original sliding-folding window hardware 
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at this time of the year, the call for 
grass hooks is excellent. Retailers are 
ordering frequently, but in a conserva- 
tive manner, but enough are doing so 
to keep jobbers on the move all the 
time. 


We quote from Boston jobbers’ 
stocks: 


Reliance, No. 70, $3 net per dozen; 
Lawn King, $6.50; Little Giant, $5.25; 
Little Giant, adjustable, $6; Little 
Giant, long handle, $8; Komet, $4; 
Kelley Axe, briar edge, offset han- 
dle, $5. 

HAMMOCKS.—Standard couch ham- 
mocks are moving in a little better than 
normal volume. More and more of them 
are being used each year at summer 
camps because of the growing desire 
of people to sleep outdoors. Other 
styles of hammocks sell hard, and in- 
dications are jobbers will carry over 
sizable stocks. 


a quote from Boston jobbers’ 
StOocKS: 

Hammocks.—Standard makes of 
couch styles, No. 600, windshield, Na- 


tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88; 
No. 700, with adjustable back, made 


in two Golors, $15.65; No. 703, striped, 
two colors, $19. 

Canopies.—No. K7, green and gray, 
$6.50 each net. 

Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net each. 

2.50 per doz. pair, 

net; 6-ft., $4 


HOSE AND ACCESSORIES.—So far 
this month the rainfall is well below 
normal. Lawns are drying up every- 
where. Gardens in home owners’ back- 
yards require watering frequently. It 
is not to be wondered at then that the 
movement of rubber hose and hose 
accessories has come ahead very fast 
during the past week or ten days. Many 
retail dealers have been caught with 
inadequate stocks, consequently rush 
orders are appearing in the wholesale 
market. 


A. 8 quote from Boston jobbers’ 
S ock 

Rubber Hose. — %-in., in 50-ft. 
lengths, Comme reial, 8c. per ft. net: 
Pointer, 8%c.; Le vader, 9l4c.; Olympia 
(wire wound). 19¢c.; Good Luck. llc. ; 
Vim, 10%c.; Milo, 12%c.; Bull Dog. 
13%c. For 25-ft. lengths add Me. 
per foot. 

Reels.—Hose, Reel-Ezy, $18 per doz. 
net; Victor, $2 each net; Wirt & 
Knox, $3.75 each net. 

+ ape. — Bulldog friction, 45c. per Ib. 
net. 


Washers.— Good Luck, 60c. per 
“OSS 2 
"Gesbiaee.ine King, $2.33 net. 

LAWN MOWERS AND ACCESSO- 
RIES.—Sales of lawn rollers hold up 
remarkably well. Jobbers explain the 
condition of business by giving figures 
showing the tremendous number of new 
homes built throughout New England 
within a year or more, and to the ne- 
cessity of much grading about such 
homes. Mowers continue to sell, al- 
though not as freely as heretofore. Va- 
rious retail dealers are making reduc- 
tions in prices on mowers running as 
high as 20 per cent, with a view to 
cleaning up on same this season, due to 
their belief that prices will be lower 
next season. They have nothing defi- 
nite to base their belief in lower prices 
except that the general trend of mer- 
chandise values is downward, and they 
are simply taking a chance. 


te quote from Boston jobbers’ 
stock 
Lawn Mowers.— Hut, 14-in., $6 
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each, net; 16-in., $6.25 net; Jewel, 
14-in., $13.75 list; 16-in., $14.50; Co- 
lonial, 8-in. Wheel, ballbearing, 16-in., 
yt 50 list; 18-in., $18.25; Newport, 

-in., wheel, plain bearing, 16-in., 
316 50 list; 18- -in., $17.25; Lakewood, 
9-in. wheel ballbearing, 16- in., $19. 25 
ay 18-in., $20; Imperial, plain ar- 

high wheel, five blades, 14-in., 
$26. 50 list: i8- in., $28.50; 18-in., $30.50; 
Imperial, ballbearing, 14-in. - $29 list; 
16-in., $31: 18-in., $33; 20-in., $35; 
Caldwell lawn trim, 8-in., $16.50 list. 
— 50 per cent. 

Motor Lawn Mowers.—wNo. LL. 
$292.50 net; No. H, $360 net. 

Lawn Rollers. — Water Weighted, 
18-in. dia. x 24-in. long, $14.84 each 
net; 24-in. dia. x 24-in. long, $17.17. 

Sprinklers.—Lawn, fountain, $7.75 
per doz. net; fountain, half circle, 
$6.65; Brooks, $8; Rain King, $2.34. 


LUNCH KITS.—In common with the 
market for vacuum bottles, there is a 
freer movement of lunch kits, although 
not especially pronounced. Jobbers are 
at a loss to explain the improved busi- 
ness in view of the large number of 
people out of work. 
We quote from Boston jobbers’ 
nch Kits.—Universal line, No. 
310, $3.25 list; No. 320, $3.75; No. 


410, $3.50. Discount, 25 and 10 per 

cent. 
NAILS.—Most of the local jobbers, fol- 
lowing the action of some of the mak- 
ers, have reduced cut nails 10c. a keg. 
Wire nails are moving in a somewhat 
larger volume than heretofore. Retail 
dealers in many instances have allowed 
stocks to dwindle to almost nothing in 
the hope of securing lower prices. The 
market for all kinds of wire goods, in- 
cluding nails, appears somewhat firmer, 
however, which explains the freer buy- 
ing. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.90 per keg, base, 
from store; from mill in less than 
carload lots, $3.25 per keg, base, and 
in carload lots, $3 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails from store, $4.45 per keg base; 
direct shipments, car lots, $3.50 per 
keg, base; in less than car lots, 
$3.75; ‘Tremont, cut nails from 
store, $4.25 per keg, except hard- 
ened ‘steel, which are $8.10; from mill, 
$3.95 f.o.b. Wareham, Mass., except 
hardened steel, which are $7.60; 
Western cut nails, direct shipments 
only, $3.65 base, f.o.b. Pittsburgh; 
galvanized, four pennyweight and 
smaller, $6.30 f.o.b. factory base; 
larger, $7.05; from store, four penny- 
weight and smaller, $6.80 base; larger 
$7.55: cement coated nails’ from mill, 
in less than carloads, $3.75 per keg, 
base; in carloads, $3. 45; hard steel 
nails, from store, $8.10 per keg, 
base; from factory, $7.60; blued 3- 
poeay ween. a sterilized lath, 
$2.05 per g. Galvanized roofing 
nails, ™%-in. ‘bead, $8.10 to $8.70 per 
keg net. 


PAINT.—Sales of mixed paints are sat- 
isfactory, according to reports received. 
Public demand embraces all styles of 
containers, consequently retail dealers 
are cleaning up well. In quite a number 
of cases reports received tell of in- 
creases in turnover this year ranging 
from 10 to 25 per cent. 

PYREX OVEN WARE.—The makers of 
Pyrex oven ware recently placed on the 
market a new 1% pint fruit jar that 
lists at 50 cents and carries a 33 1/3 
per cent discount. Sales to date have 
exceeded expectations of manufacturer 
and jobber. For the general line of 
glass cooking ware there is compara- 
tively little sale, say jobbers. They be- 
lieve retail sales are up to normal, but 
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that the distributing trade is endeavor- 
ing to reduce stocks as much as pos- 
sible before the holiday buying season 
starts in. 


We quote from Boston jobbers’ 
Pyrex oven ware stocks: 

Casseroles.—Round, No. 100, 2%- 
t., $1.67 each; No. 101, 2-qt.,° $1.33; 
No. 102, 1%-at., we No. 103, 1-qt., 
$1; No. 104, %-qt., 67c. Round, shal- 
low, No. 112, 1- = $1: No. 113, 1%- 
qat., $1.17. Oval, ‘shallow, No. 183, 
1-qt., $1; No. 184, 1%-qt., $1.17; No. 
185, 2-qt., $1.33; oval, No. 193, Ba -qt., 
$1; No. 197, 1%-qt., $1.17; No. 194, 2- 
qt., $1.83; No. 190, '3-at., $2. Square, 
No. 110, $1. 33 each. 

Pudding Dishes.—Round, deep, No. 
120, 2%-qt., 93c.; No. 121, 2-qt., 80c.; 
No. 122, 11%4-at., 67c.; No. 123, 1-qt., 
57c.; No. 124, 1-qt., 40c. Round, 
shallow, No. 132, 1- qt. Se= No. 155, 
1%-qt., 67c.; No. 1-at., 57c.; 
No. 184B, 1%-at., 6ie: "No. 185B, 2- 
qt., 80c. Oval, deep, No. 193B, 1-qt., 
57c.; No. 197B, 1-qt., 67c. Round, 
standard, No. 463, %-qt., 40c.; No. 
464, 1-qt., 57c.; No. 465, 114-at., 67c.; 
No. 466, 2-qt., 80c. Square, No. 800B, 
1%-qt., 83c. 

Bread Pans.—Oblong, No. 212, 
60c.; No. 214, $1. 

Cake Dishes.— Round, shallow, No. 
220, 50c.; No. 221, 50c. Square, No. 
809, 67c. : No. 810, ; 

Pie Plates.—No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; No. 207, 40c.; 
No. 208, 50e.: No. 209, 60c.; No. 210, 
67c.; No. 211, 73c. 

Custard Cups.—Round, No. 422, 6- 
oz., 17c.; No. 423, 4-oz., 13c.; French 
pattern, No. 424, 4-02., 13c.; "No. 426, 
6-0Z., 17c. 

Ramakins.—Round, No. 432, 3%- 
oz., 10c.; No. 442, 4-oz., 13c. 


REFRIGERATORS. — According’ to 
wholesale firms, the movement of re- 
frigerators out of stock continues re- 
markably good. Boston jobbers, at 
least, have done the largest business in 
coolers on record. 
We quote from Boston jobbers’ 
stocks: 
Refrigerators.—Eddy line, in lots of 
less than five, 50 per cent discount. 


Prices range from $24.50 to $170.50 
each list. 


SASH CORD.—In comparison with a 
year ago, sash cord sales are approxi- 
mately 10 per cent larger, say jobbers, 
their comparative figures embracing the 
first six months of 1923 and 1924. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme, No. 6, 53c. a 
lb.;: No. 7, 5lie.; Nos. 8, 9, 10 and 
12, 50c. Sachem, No. 7, 48c. a IDb.; 
No. 8, 47c. Sampson spot, No. 7, 
85c. a lb.; Nos. 8, 9 and 10, 84c. 


SCREENS AND DOORS.—The hot 
weather has materially speeded up sales 
of screens and doors, and retail deal- 
ers are reordering with frequency. 
Many of them are ordering in larger 
quantities than might be expected. 


We quote from Boston jobbers’ 
stocks 

merane Cloth. — Black, 12-mesh, 
$2.40 per 100 sq. ft.; 14-mesh, $2.90; 
Opal, 12-mesh, $2. 95. per 100 sq. ft.; 
14-mesh, $3.45; 16-mesh, $3.95; all 
from Boston store. Direct mill ship- 
ments, f.o.b. Pittsburgh, black, 12- 
mesh, $2.15; 14-mesh, $2.65. Bronze 
screen cloth, widths 24-in. to 48-in., 
from stock, 7%c. per sg. ft.; factory, 
7i%4c.; 16-mesh, 8c.; 18-mesh = Bec. 
Screen Doors.—No. 241, 6, 
$20.80 per doz.; 2 x 8, $21. 75: “9 x 





$38. 60. All prices net from store. A 
10 per cent discount is allowed on 
direct factory shipments. 


SCREWS.—Locally the market for cap 
screws is generally 65 and 5 per cent 
discount. Outside Boston, however, one 
hears of considerable price cutting, con- 
sequently local jobbers are losing a lot 
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A favorite frame for hack 
saws is the Disston No. 
3614, adjustable for half- 
inches to take blades 8 
to 12”. Frame nickel 
plated; handle black. 





The cutting test PROVES 


this fact to the users: 


DISSTON HACK SAWS 
STAY SHARP LONGER 


You don’t have to tell them. Their own us 
guickly proves to your customers that DISSTON 
Hack Saws cut faster, cut easier and stay sharp 
longer than blades that may look like Disston’s but 
lack the Disston name. 


A great railway equipped its mechanics with Diss- 
ton Hack Saws, for comparative tests. The men 
insisted on DISSTON after that. Disston blades 
now save their strength and time and save money 
for the company, because Disston Hack Saws last 
so much longer. 


Customers of hardware stores are becoming criti- 


cal about hack saws. There is a sure way to hold 
their trade: sell Disston Hack Saws tothem. In no 





Unlike 
all others 








Disston Hack Saws are 
the only hack saws 


—made from a special 
Disston .§ steel, the 
toughest ever used for 
hack saws; 


—heat treated in the 
Disston way; 


—with teeth cut and set 
at the exclusive Diss- 
ton angle, for easier, 
better work. 


DISSTON 


other way can you give them the hack saw service 
that the Disston name assures. 


Let us send you the ‘‘Disston Hack Saw Letter.”’ 
It will help you to increase your sales. Write for 


it. Address Dept. 1. 


Henry Disston & Sons, Inc. 
Makers of “The Saw Most Carpenters Use’’ 
Philadelphia, U. S. A. 





SAWS TOOLS FILES 
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of business. Wood screws are selling SPRAYERS.—Sprayers are moving in 
very well, but there is a falling off in normal quantities, and indications are 
retail as well as wholesale stocks will 
clean up fairly well this season. This 
is the time of the year when sales of 
such merchandise should be pushed by 
displays and team work in the store. 
We quote from Boston jobbers’ 


the call for machine kinds. 


We quote from Boston jobbers’ 
stocks: 


Wood Screws.—Flat head, bright, 
75 per cent discount; flat-head, blued 
75 and 5 per cent discount; round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount; 
round head, brass, 67% per cent dis- 
count; flat head, galvanized, 57% per 


stocks: 


per cent discount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 


Sprayers.—Compressed air galvan- 
ized, four gallon, $4.85 each; brass, 
cent discount; flat head, nickel, 62% $6.50; continuous atomizer, 1-qt., $7 
per doz. net; tin, 1-pt., $3 


STEP LADDERS.—Step ladders are 
selling, say jobbers, presumably to re- 
tail dealers who plan to have a good 
stock and assortment on hand when 
the New England fruit picking season line, two-burner, 
starts. The average dealer apparently 
is sufficiently covered for ordinary home 
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3344 per cent; from factory, 40 per 
cent. 


STOVES.—There are always people 
who put off until the last moment things 
that should be done. Buying an oil 
stove for the summer camp or home ap- 
pears to be one of them. At least the 
activity in the retail as well as whole- 
sale market for such stoves strongly 
suggests so. In fact, business is un- 
usally good even for July. 

We quote from Boston jobbers’ 
stocks: 

Cook Stoves.— Oil, one - burner, 
$9.50 each list; two-burners, $17.35; 
three-burner, $22; four-burner, $28. 
Discounts: 30 per cent; in lots of 
ten, 30 and 5 per cent. Detroit Jewel 

without high 
shelves, $12.50 and $13.50 each net; 


three-burners, $15.50 and $16.50: four- 
burners, $19.50 and $20.50. Shelves 


45 per cent discount; fillister brass, : for three-burners, $4 and $4.50; for 
Nos. 2, 3, 4 and larger, 35 per cent requirements. four-burners, $4.75. 

discount; coach screws, 45 per cent We quote from Boston jobbers’ Water Heaters. — $45 each list. 
discount; set screws, including head- stocks: Discounts: 30 per cent; in lots of ten, 


less, 65 and 5 per cent discount; cap 


screws, square and hexagon, 65 and 5 $2.70 each, list; 
per cent discount; lag screws, 40 per $4.50; 6-ft., $5.40: 


cent discount. $7.20; 10-ft., $9. 


Step Ladders.—Paris line, 3-ft., 
4-ft., $3.60; 5-ft., 
7-ft.. $6.30: -ft , 
Discount from store, 


30 and 5 per cent. 

Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 





Pittsburgh Says, Stronger Undertone 
More Apparent in General Market 


(Pittsburgh office of HARDWARE AGE) 


[eo expectation that the first two weeks of July 
would bring a large number of hardware price revi- 
sions, principally downward, has not been fulfilled 
to date. It does not appear to be the intention of manu- 
facturers to make price reductions without first testing 
the situation out pretty thoroughly. It is not disputed 
that lower prices of raw materials, notably of iron and 
steel, permit of price reductions in some manufactured 
articles, but labor costs which constitute quite as impor- 
tant an item in the total cost, do not seem to be easing 
‘off much, and the disposition of producers seems to be 
first to try out prices at or near current levels before 
seeking price levels calculated to stimulate buying. Ad- 
vices to local jobbers from manufacturers of steel goods 
suggest that new price lists will show little average 
change from present prices. 

New methods of finding costs have been generally 
adopted since the first of fhe year and these have dis- 
closed that while some products were priced a little high, 
many more were quoted too low. Correction of these 
inequalities is all that is contemplated in the initial price 
lists soon to be issued. Lawn mower prices for the new 
season are due in the next week or ten days; there is no 
advance information as to which way the new prices will 
trend. 

Hardware business has continued to show a good deal 
of snap in the seasonal lines, and although considerable 
business actually was lost through the tardiness of the 
season, not’ a few jobbers found it necessary to replenish 
to some extent in screen doors and window screens to be 
fully able to supply belated demands and the possibility 
of a few weeks ago that there would be a rather large 
carry-over of these and other seasonal lines has been 
greatly reduced. The between seasons period now has 
been reached and with sales effort reduced by vacations 
among traveling salesmen and the new season’s prices still 
unknown to a large extent, it is early for the mapping 
out of the campaign. Retailers generally are looking for 
lower prices in most directions and it will depend upon 


how far these expectations are fulfilled as to how promptly 
fall lines get going. Makers of guns and ammunition see 
no reason to recede from their present prices. 

Collections still show considerable irregularity with the 
individual houses, but taken as a whole, they are fair. A 
stronger undertone is more apparent throughout the 
market. 

The iron and steel market has developed no very definite 
trend one way or the other in the recent past. It was 
rather expected that the shutdowns incident to the Fourth 
of July would produce some accumulation of business and 
permit resumptions on a slightly higher scale of activity 
than previously had been possible. But it has been the 
more commen experience that such expectations were not 
realized. In the Pittsburgh and nearby districts, if there 
was a change either way in steel plant operations, it was 
down rather than up. Statistics as to ingot production for 
the country for June indicated a loss in that month from 
the previous month of 22 per cent, with the June produc- 
tion showing an annual rate of 25,600,000 tons. If the 
Pittsburgh district provides a safe criterion, it is much 
below that rate just now. 

Steel buyers are not experiencing much difficulty in 
securing needed supplies as they are needed and there 
being no suggestions or indications that prices are going 
higher in the near future, they are content to pursue 
such a buying policy. It would seem that producing 
costs must be high in view of the low rate of plant opera- 
tion and that fact that there has been no change in wages 
and that these conditions would be enough to steady 
selling prices; it is not working out that way, however, 
because there is present that question common to such 
periods, as to whether it is not cheaper to keep going even 
at unprofitable prices than to suspend entirely, and the 
maintenance of operation these days is possible seem- 
ingly only by keeping prices at levels which will produce 
orders. Real strength is lacking in all finished steel lines 
and also in pig iron, prices of which weakened on the 
recent flurry of buying and hardly can be called strong 
now that the important users are covered and new 
demand is light. 


Reading matter continued on page 68 
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A Coil of Columbian 


looks like full value and is full value. Compare a coil of Columbian Tape-Marked Pure 
Manila Rope with ordinary rope and the difference in value is apparent. 


Because it is a full value Rope, the manufacturer places a signed’ guarantee in every 
length. This guarantee is the well known Columbian red, white and blue Tape-Marker. 


Dealers—you get full value when you buy Columbian, and your customers get full 
value when you sell it. Include Columbian on your next order and if your jobber cannot 
supply you, write to us. 


By Invitstion Member 


id —" —_ 








Columbian Rope Company 


352-80 Genesee Street 
Auburn, ‘‘The Cordage City’’ N. Y. 


Branches: New York Chicago Boston New Orleans 
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AUTOMOBILE ACCESSORIES.— 
Business has not responded in this dis- 
trict to improved weather conditions. 
June with a number of large dis- 
tributors was a real disappointment, 
and the only plausible explanation. is 
that deliveries of new cars in ‘that 
month were large enough to keep @own 
purchases for the improvement of old 
ones. Stocks in jobbers’ hands are 
rather heavy, because the unfavorable 
weather cut off sales that now can 
hardly be made good. 


BOLTS, NUTS AND RIVETS.—De- 
mands upon the jobbers are moderate 
in the extreme and prices are high in 
relation to those named by the manu- 
facturers, simply because the move- 
ment into retail channels is not rapid 
enough to enable jobbers to clean up 
and take advantage of lower first 
prices. 


We quote out of jobbers’ 
as follows: 

' Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list; carriage bolts, small _ rolled 
threads, 60 and 10 per cent off list; 
all sizes cut threads, 60 per cent off 
list; nuts, hot-pressed blank or 
tapped, $3. 75c. off list; c.p.c. and t. 
blank or tapped, 3.25c. off list; rivets, 
‘Bmall wagon and tinners, 60 and 10 
Yper cent off list. 


3 LAWN MOWERS.—Prices for the new 
.Season will be announced shortly. The 
Season now closing was a good one, 


stocks 


HARDWARE AGE 


and jobbers will not carry over large 
stocks. 

PAINTS AND VARNISHES.—Brisk 
demand, which has marked the year, 
continues with prices holding quite 


steady. 


SHEETS.—While the sheet market 
generally is dull and mill prices are 


still subject to considerable shading, 
there is a well-sustained demand upon 
jobbers for the smaller lots and on 
these prices of the past few weeks are 
well maintained. We quote from job- 
bers’ stocks: 


Galvanized, flat, base, No. 28 cage, 
$5.75 per 100 ib. ; corrugated, base, 
28 gage, 2% in. .. $4.87 per square +“ 
lots of 1 to 9 bundles; one pass cold- 
rolle@ black, No. 28 gage, base, $4.65 
per 100 lb.; galvanized conductor pipe, 
3 in., No. 29 gage, $4.80 per 100 ft. 


SPORTING GOODS.—Fall business is 
slow getting under way. Gun and 
ammunition makers are disposed to 
hold to their present prices, while dis- 
tributors, expecting reductions, are in- 
clined to hold off. 
SOLDER.—Recent advance in tin finds | 
reflection in higher prices for solder, 
which now is quoted at 29.25c. per Ib. 
for 50-50, from jobbers’ stocks. 
STOVE PIPE AND ELBOWS.—Steady 
demand is observed -here with prices 
well maintained, despite the weakness 
in mill prices of raw material. 

We quote polished blue nested stove 
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pipe from Ra ge =f warehouses, No. 
8 gage, , $15.65 per 100 joints; ° 
elbows, ‘st os per doz. 


TIN PLATE.—Good demand is re- 
ported for roofing ternes, with prices 
firm. Wet weather over the spring 


‘uncovered a good many leaks, and re- 


pair business is brisk. Furnace makers 
are busy and orders are being placed 
very steadily. 


We quote roofing ternes, 40-lb. I. C., 
$22.50 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WIRE PRODUCTS.—Nails are slightly 
weaker. While the common quotation 
still is $3.25, base, per keg, some job- 
bers are going to $3.20 to get orders. 
Other products are unchanged. 


Jobbers ~ ntl retail trade from 
stocks as follo 

Wire nails, $3. 20 to $3.25 base, per 
keg; galvanized, 2-point cattle 
$3. 29 per spool; galvanized, 2-point 
hog wire, $3.57 per spool; galvanized 
4-point cattle ihre. $3. 52 per spoo 
galvanized, 4-point hog wire, 33.86 
per spool; 'No. 9 annealed fence hog 
$3.15 -_per 100 Ib.; No. 9 galvanized 
fence wire, $3.60 per 100 lb.; woven 
wire fencing, 64 per cent off list. All 
the above prices on spools are for 


WRENCHES —Snap-On Wrench Co. 


has announced the following prices, 
less 40 per cent, f.o.b. Pittsburgh: 


No. 50, radio and electrical set, $4; 

No. 101, master service set, $15.26; 5; 
No. 202, heavy duty set, $8. 80; 
303, Ford master service set, $14. 85: 
No. 404, flexible socket set, $8. M4 No. 
505B, screw driver blades, $3.40; No. 
900 set, square socket, $3.70. 


-— 
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OUTSIDE SELLING 


HE merchant who persists in believing that all of his opportunities for 
selling are bounded by the four walls of his establishment and by the 
mails is losing a large and important part of his selling field. 


It is the big 














field, too, which the mail-order house never touches and the local chain store 
seldom if ever does, and those two are the hated competitors against whom the 
merchant never ceases to rail. 

The field that he is losing is that of selling out from his establishment and 
from door to door at homes and business offices. 

Out in a little Wisconsin town, the name of which you probably never 
heard, Wausau, the local electric company has sold $350,000 of home electrical 
devices. Ninety per cent of the sales were made upon the first call. 

Perhaps electrical devices offer an opportunity for this type of outside 
selling which is unusually promising, but certainly any class of goods which is 
easily portable and which tends to sell itself upon demonstration naturally 
falls into this field. And where is there a merchant who does not regularly 
offer for sale at least one article of merchandise which can be easily carried 
and which is capable of furnishing an interesting and convincing demon- 
stration? 

In no manner may a merchant and his employees better evidence their 
ability and willingness to give service than in such a manner as this; and 
never more than today has a reputation for service to customers and com- 
munity counted in effecting that Confidence which is the father of Satisfaction 
to the consumer and Sales and Profits to the merchant. 








III IIIS ~ ~ ~ 


Reading matter continued on page 70 
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The Best Knife for Slicing Cold Meats 








OTHER KNIVES 


Besides Lunch Knives 
the Foster Bros. Line 
includes Bread 
Knives, Carving 
Knives, Butcher 
Knives, Kitchen 
Knives, Ham and 
Bacon Slicers, Fish 
Knives and Scalers, 
Oyster and Clam 
Knives, Cleavers, etc. 
Knives for every re- 
quirement. 


All made in various 
styles, sizes and fin- 
ishes to suit the vary- 
ing preference of 
different people. All 
fully guaranteed. 











Whether used for slicing cold meats for the table, or for 
sandwiches and picnic lunches, there is no knife so satisfactory 
as a Foster Bros. Beef Slicer or Lunch Knife. 


Roast beef, lamb, pork, veal, ham, chicken, etc., can all be 
thinly and evenly sliced with this Slicer with its long, narrow, 
keen cutting blade of finest steel. And it holds its edge and lasts 
indefinitely. 


Recommend this knife for the use intended and your sales of 
Foster Bros. Kitchen Cutlery will increase, materially. 


By SELL MORE KNIVES 
Selling The Right Knife For Each Purpose 


Please order from your Jobber. Send for Catalog No. 17. 
It shows the complete line of cutlery. 


JOHN CHATILLON & SONS 


Manufacturers 


Established 1835 


85-99 Cliff Street New York City, N. Y. 
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Arcade 
Steel Spindle Damper 








Light in weight—sturdily built and care- 
fully designed in every detail to produce 
a quality damper at a minimum price. 


Nickel plated coil handle affords a firm 
and always cool grip. Solid steel spindle 


is round, long tapered and sharply ground. 


Pierces stove pipe easily and give free 
action at all times. 
Your jobber will supply you. Write us 


today for catalog No. 30-C showing com- 
plete line of Arcade Hardware and cast- 
iron Toys. 


Arcade Manufacturing Company 


Freeport, Illinois 


ARCADE 


HARDWARE 
and 'TOYs 


The latest addition to the famous Arcade line of 
cast-iron toys is the Mack Truck. 


A husky 12-inch miniature model—and like the 
popular Arcade miniature Fords, Chevrolets, Yel- 
low Cabs (and others), the new Mack Truck is 
a perfect replica of the “real ones.” No clock 
work to get out of order—it’s built to stand rough 
treatment. A spring on top of cab raises hoist 
and when body goes up (as shown in picture 
below) the end gate at rear automatically opens. 


This toy attracts the interest of grown-ups as 
well as children—the cleverest thing yet in prac- 
tical, inexpensive toys. Display them in your 
window—every kiddie wants one. 











Order from your jobber today or send to us for 
catalog and descriptive literature. 
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CURRENT NEWS OF THE TRADE 


(Continued from page 44) 








Tobler Succeeds Anderson 
as Vice-President 
Winchester Arms Co. 


William A. Tobler, who succeeds R. E. 
Anderson as vice-president of the Win- 
chester Repeating Arms Company, is a 








William A. Tobler 


native of Switzerland, and is 39 years 
of age. He has been an importer and 
later actively interested in the finan- 
cial side of a retail merchandising busi- 
ness in this country. He will devote his 
activities to the financial features and 
to the control of inventories and ex- 





_its personnel. 





penses of the companies which Win- 
chester dominates. 


Birney Succeeds Drew 
as Vice-President 


William T. Birney succeeds Frank G. 
Drew as vice-president of the Winches- 
ter Repeating Arms Company. Mr. 
Birney is another Winchester veteran, 
having entered the employ of the com- 
pany in the advertising department 27 
years ago. He has worked his way up 
through the various branches of the 
organization, and is thoroughly fa- 
miliar with the Winchester plant and 


He was in charge of purchasing for 
the company for many years, then be- 
came assistant sales manager, then 


'manager of the agency department, 


and later head of the Simmons buying 
division. 





Taylor New Sales Manager 


Winchester Arms Co. 
The appointment of George A. Tay- 


_lor as general sales manager of the 
Winchester Repeating Arms Company 


was a natural result of the advance- 
ment of Mr. Drew. 

George Taylor joined the Winchester 
forces in 1917, acting as sales super- 
visor in the Middle Western States. 
In 1919 he was brought to New Haven 
to take over the management of the 
Eastern district, and was put in charge 
of the New Haven warehouse. Prior to 
his appointment as general sales man- 
ager he was director of the sales forces 
selling to the general hardware trade 
and to the Winchester agents. He was 


, also manager of the jobbing sales force. 





Radio Exposition on Coast 
Aug. 16-21 | 


Nationwide publicity is being given 
the second annual Pacific Radio Ex- 
position to be held in the local Civic 
Auditorium Aug. 16 to 21. Herbert E. 
Metcalf, of the Magnavox Co., Oak- 
land, Cal., and president of the Pacific 
Radio Trade Association, which is 
sponsoring the event, declared that it 
will be one of the largest radio ex- 
positions ever held in this section of 
the country. 

A. S. Lindstrom, chairman of the 
executive committee, stated that there 
would be a large representation of 
radio dealers and jobbers with booths 
at the event and that virtually every 
manufacturer of nationally known sets 
would have exhibits at the show. As- 
sisting Lindstrom on the executive 
committee are: C. C. Langevin, H. W. 
Dickow, F. J. Cramm and P. L. Jensen. 





Westinghouse Revises Booklet 


The third edition of “Handy Wiring 
Tables and Illuminating Data,” has 





been recently revised and published by 
the Westinghouse Electric & Manufac- 


turing Co. This 52-page booklet con- 
tains detailed directions for accurately 
laying out the wiring for an industrial 
or commercial lighting system, and, for 
this reason, is of particular interest 
to architects, builders, electricians and 
electrical dealers. An interesting fea- 
ture of the publication is a table of the 
present standards of desirable illumi- 
nation for various classes of service, 
giving the range of foot-candles most 
desirable for illumination in practically 
every branch of industry where arti- 
ficial light is used. 





Hardware Guild of Cincinnati 


Guest of Belknap Co. 


The members of the Hardware Guild 
of Cincinnati, their families and 
friends to the number of over 100, en- 
joyed a boat trip from Cincinnati to 
Louisville recently, where they were 
the guests of the Belknap Hardware & 
Mfg. Co. at dinner followed by an in- 
spection of the plant. The party was 
greatly enjoyed. During the boat ride, 
card games, dancing and other amuse- 
ments were indulged in, prizes for 
which had been donated by Cincinnati 
jobbers and dealers. 


Reading matter continued on page 74 
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The live hardware 





dealer says: 
° ¢ ¢ @ 
I Set Her Right. 
‘““This bride came in and ordered two 
dozen jars and four dozen jar rings. 

‘* ‘T always put tworings on a jar,’ she ex- 
plained, rather proudly. ‘I was taught 
that this makes the fruit much safer. ’ 

“I did some explaining myself. I told 
BOSTON her that one GOOD LUCK jar ring made 
WOVEN HOSE & a perfectly sufficient seal for any jar of 
RUBBER CO. food, and that to put on a second one 
Cambridge, Mass. gave no increase of security and amounted 
ese c. «=: sheer waste. 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers : 





Bull Dog Friction Tape 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC MONEL WIRE 


STEEL WIRE 





9 é STEEL AND BRASS SCRATCH 
RIDGEPORT, CONN. , 
RESISTANCE WIRE BRIDGE c BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George &. Quigley, Detroit. 
n M. Bell, Dailas, New Orleans 
Milton sean "Con San "Francisco, Los Anailen Seattle. 


_—_ 




















“Viea” 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn't the point— 
Perfect” Brand Screen Cloth is what 
he’s after and the dealer who has what 
he wants gets the business. 


Your jobber stocks “Perfect.” 





MMMM UU UU UU UUM LNNLOONIALLUIRHL 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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The Importance of Keeping Well Stocked 


A former hardware dealer in a Connecticut 
city relates the following experience: 


“A customer came into my store and asked 
for a 10 inch Coes Steel-Handle Wrench. I 
had plenty of that size in the Knife-Handle 
pattern, but had forgotten to jot down the 
10 inch size in the Steel-Handle when mak- 
ing up my last order. 


“No other wrench would do and no other 
size. I lost the customer, whom I learned 
afterward found the Coes in the size wanted 
at another store in town. 


“This man had only recently moved to my 
city and the loss of his trade made quite a 
dent in my profits. He was a frequent 
buyer, always paid cash and wanted the 


This incident only goes to show that cus- 
tomers “Want what they want when they 
want it.”’ 


And the moral is plain: If you do not have 
it and some other dealer does—it gives the 
customer a good excuse to break trading 
with you and go elsewhere. 


In screw wrenches the most sought after 
sizes are 6 to 15 inches and many dealers 
have calls for the 18 and 21 inch sizes. 


Coes Steel Handle and Coes Knife-Handle 
Wrenches come in 6, 8, 10, 12, 15, 18 and 21 
inch sizes. 


Keep stocked and hold trade. 





best of everything.” 


COES WRENCH COMPANY 


“In business since 1841” 
Worcester Mass. 





SELLING AGENTS 


J. C. McCarty & Co. ....... 29 Murray Street, New York 
John H. Graham & Co...113 Chambers Street, New York Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 














Modern Homes 


Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 


ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘‘The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 








The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE 9 PENNA. zw. Lake St.,Chicago, Iil. 
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Sell 
Wrenches in 


Sets 








OUBLE your’ wrench 
business by pushing sets 
of Blackhawks. Show the 
Chevrolet, Dodge or Ford 
owner how an inexpensive 






When You 
See a “‘Hex’”’ 







Think of Blackhawk set will _— 
every nut and bolt on his 
Blackhawk! car, saving knuckles and 






time. 


Show your garage trade 
how special-duty Black- 
hawks speed up mean jobs 
and cut service costs. 


All Blackhawk _ sockets 
welded, and exactly 1/64” 
oversize. Tough, baked-on 
slackhawk finish—all black 
—looks and wears better 
than ordinary nickel dip. 
Sales - making Display 
3oards free — ask your 
Jobber. 

JOBBERS: Our wrench busi- 
ness is booming—write us _ if 
yours is not. 





AMERICAN GRINDER MFG. CO. 


Dept. E. Milwaukee, Wis. 


Sales Dept. OC. N. & F. W. Jonas 
Chicago, Los Angeles 


Blackhawk Chevrolet Set No. 
30. Handy outfit for owner 
or serviceman. Fits nearly 
all nuts and bolts on Chev- 
rolet. Lists at $4.55 com- 
f- plete — liberal dealer’s dis- 
count. 


BLACKHAWK 


Welded@wrenches 











FORTY YEARS OF HARDWARE 


(Continued from page 32) 





The entire idea on which the business was run was 
that we were willing to divide with our employees for 
good work and to divide on a liberal basis. As a result 
of this policy there soon developed a wonderful spirit 
of cooperation among our employees. This esprit de 
corps on the part of our employees led to some unusual 
things. 

Let me illustrate with just one example: We had 
a very “live wire” house superintendent by the name 
of Benson. I believe he is now with a wholesale house 
in Seattle. Late one afternoon I called Mr. Benson into 
my office and told him we would like to move our filing 
department from one floor to another. I told him we 
would like to have this move made with just as little 
delay and disturbance to business as possible. Benson 
looked at me and said: “All right. We do not think 
we will disturb the business at all.” I left the matter 
in his hands. The next morning when I arrived Ben- 
son dropped in my office and said: “I would like to 
show you the new filing department.” I went to the 
room where we had planned to place this department 
and there were all the filing cases in place. All the 
filing employees were working just as if nothing had 
happened. “How did you do it?” I asked Benson. 
“Simplest thing in the world,” he replied. “We worked 
all night. I just called for volunteers and all the boys 
were glad to help.” 

Now, when I write that not one cent was paid for 
overtime, as in those days we never had any overtime 
in our business, you can appreciate that it took the 
right kind of spirit for these employees to volunteer to 
work all night just to help out the organization. Of 
course, I could cite hundreds of instances such as this. 
Naturally, such a spirit could not have been built up 
unless we were loyal to our employees as well as ex- 
pecting them to be lwyal to us. 


Quick Rewards Built Up Esprit de Corps 


The only way, in my opinion, to build up such a 
spirit is by a system of quick rewards. If a soldier 
displays valor on the field of battle, he should receive 
his medal at once. The commanding general should 
have the authority to award these medals. He should 
carry a box full of them around with him. In my 
opinion, a medal awarded on the spot would have far 
more influence in building up the morale of troops 
than when it is awarded several years afterward by 
act of Congress, so I also wish to emphasize that in 
business, in order to build up enthusiasm on the part 
of employees, the reward for extra efforts must be 
immediate. They should not always be compelled to 
wait even until the end of the year. Business is like 
a battle. It is a live thing. It changes instantaneously 
from day to day. In order to keep it out of a rut, in 
order to keep everybody up on their toes, there should 
be rewards every month, every week and, in fact, 
almost every day. 

Our directors voted me a very large bonus fund. 
This fund was carried in a separate bank. I kept the 
check book of the fund in my desk. It was a great 
pleasure for me to draw out this bonus book and write 
checks for distinguished services. It was a great 
pleasure to see the delight of the employees when they 
received these unexpected expressions of the apprecia- 
tion of the house, and I am very sure in the majority 
of cases that they cared more for these checks as an 
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expréssion of appreciation than they did for the actual 
amount of money involved. 

Our new building was on a high point overlooking 
the Mississippi River. From the top of our building 
there was a beautiful view up and down the Missis- 
sippi. We had a large, flat roof and it occurred to us 
that this would make a splendid playground for the 
girls and boys working for us. We therefore had rest 
rooms erected on the top of this building. We had a 
wire netting put up around the edges of the building 
to prevent accidents. At the lunch hour in the summer 
months the female employees and the boys working for 
the house would spend their spare time on our roof. It 
was, of course, much more pleasant for them than 
being on the streets. The employees formed lunch 
clubs, and coffee was prepared in the roof rest room. 
It was also a regular thing every day for the caterer 
to deliver a large freezer of ice cream and to have it 
carried up to the roof for daily consumption. 

These activities were carried out by our employees 
for themselves. The company never sold them any- 
thing. They appointed their own committees, bought 
their own supplies and arranged their own scale of 
prices. If there was a deficit at the end of the month, 
they must have taken care of it themselves, because we 
never heard from them. 


Protecting Female Employees 


We employed a large number of young women. Many 
of these girls came from some of the best families in 
St. Louis. We went to a great deal of extra trouble 
to make our business not only an attractive place for 
these girls to work but a safe place. We never for 
one moment stood for any familiarity between any of 
the men in the business and these girls. Just as soon 
as we saw signs of any such familiarity the matter 
was immediately taken up in a most emphatic manner 
with the employees concerned. As a result, we never 
had any trouble or scandal because of mixing the sexes. 

There is, however, one good story I must tell, even 
if the joke is on me. Near my office there worked a 
very attractive young girl. One of our salesmen from 
the Far West came in with a breezy Western manner, 
and it was not long before his eyes settled on this 
young beauty. He confided to our front door man that 
he intended to ask her to go out to dinner with him 
that night. “You had better look out,” said the front 
door man. “If the ‘old man’ hears of it you will be 
in trouble.” “Gee whiz!” cried the Western salesman, 
“I guess I will keep off the grass. J did not know she 
was his girl.” 

The handling of a large force of women is a rather 
delicate matter. We finally employed as a matron a 
Mrs. Wakeman. She was a woman of high character 
and unusual tact. I never knew a woman who had the 
ability to handle girls better than Mrs. Wakeman. She 
had the strength to make them obey, while at the same 
time she had the human sympathy to command their 
respect and their affection. She was our matron for 
. many years and she not only helped us very much in 
a business way in looking after the girls, but she did 
a great deal of actual good with these girls. She 
learned their troubles. She was their “mother con- 
fessor.” She not only gave them good advice but in 
many instances she was more practical. She visited 
their homes. She looked after the environment in 
which they lived, and when necessary she saw that 
they received proper medical attention. 

Mrs. Wakeman’s work led to our employing a woman 
physician—I am sorry I have forgotten her name— 
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Guaranteed Hollow Screw 


Dealers in Allen cold-drawn screws 
sell a guaranteed screw in the 14” 
size—a size not recommended by 
other makers of hollow screws. 


The Allen process (giving 30% 
greater strength) makes the 14” 
screw practical, and even unbreak- 
able with the ordinary hexagon 


wrench. 


Even the spring-tempered, alloy- 
steel ALLEN wrench will com- 
monly break before a 14” Allen 


screw will! 


In the smaller sizes it’s no small 
thing to get a set screw that ends 
customer complaints. As a means 
of holding the hollow screw busi- 
ness, just hold out the Allen 
guarantee. 

We've just gotten out a fine new edition 
of the Allen catalogue; it’s been mailed 
to all Allen Dealers; it will go to as many 
others as think they might like to join us. 


If you haven't received a copy, please write 
us. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
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ALLITH 


‘“‘Drawtite” Door Bolt 











\ For swinging as well as sliding doors. 
\ Makes doors weather-tight by drawing 
\ \ them tightly together or against build- 
\\ ing. When locked with padlock, it 

\ cannot be operated or removed. Made 

of rust-resisting, non-breakable certi- 
fied castings. 


The “Drawtite” bolt is simply one of 


the many unique specialties in the 
A-P line of satisfying hardware. 


ALLITH-PROUTY 
COMPANY 















. s o 
Danville Illinois 
Manufacturers of 
Door Hangers Overhead Carriers 
Garage Door Hardware Rolling Ladders 
Fire Door ardware Spring Hinges 









Representative Jobbers Distribute A-P Products 
throughout the United Statea 
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who visited the girls’ rest room at least once every 
week. She had regular office hours there, and the girls 
could consult her free of charge. One thing always 
seems to lead to another. As a result of this physi- 
cian’s visits, we finally put in, under her direction, a 
very complete collection of medicines and remedies. 
This physician taught a number of our girls “first 
aid” and things to be done in certain emergencies. 
These girls became very adept in their duties, and in 
several cases where we had serious accidents, being 
immediately at hand, they were of great service before 
physicians and trained nurses could be summoned. 

While for some reason I have always had a repug- 
nance to the expression “welfare work,” and while we 
never posed in any form as doing welfare work among 
our employees, I suppose what we were doing was 
actually along this line. However, we were doing these 
things not as a matter of philanthropy but simply 
because we considered it good business! 


No Healthy Place for “Mashing” 


It was not long before the young boys in the business 
understood that if they got “fresh” with any of the 
girls the matter would be brought to Mrs. Wakeman’s 
attention, and if it came to her attention it was not 
long before the head of their department, when the 
facts were proved, would slip these young men on the 
greased chute that slanted outward. Just a few dis- 
missals among our young, gay Lotharios, and they 
gathered the idea that it was healthier to do their 
“mashing” somewhere outside of the business. 

I was in close touch with everything bearing on 
our house management and I am convinced that if 
some of our business executives could realize how 
much time is lost in a business and how much demorali- 
zation results from a loose and careless management 
of the sexes, they would devote more attention to this 
part of managing. When the sex spirit breaks loose 
and runs wild and unchecked in any business, all kinds 
of serious results follow. The curious fact is that 
sometimes the head of the business has not the faintest 
conception of what is going on around him. It is my 
judgment that one of the best cures for such a situa- 
tion is to have a matron such as Mrs. Wakeman and 
also to deal with offenders with an iron hand. 

It is also especially important that the executives 
and head men in the business should set a proper 
example by always avoiding any familiarity with 
female employees. Nothing truer has ever been 
written than “familiarity breeds contempt” and 
in every business I have ever seen where the head 
men became familiar with their stenographers and 
other female employees, demoralization to the business 
always ensued. These head men might explain that 
they were only “friendly” but the trouble is that other 
subordinate employees, seeing them “friendly,” would 
go to extremes and so the entire morale of the office 
would be undermined. 

Let me illustrate with a little human story some of 
the things that happened: A very healthy-looking 
young woman came to work for us as a copyist. When 
she went to work her cheeks had the bloom of health. 
After a few months, however, I noticed that this 
healthy young girl had lost most of her bloom and was 
doing her work in a very tired and listless manner. I 
called her case to the attention of Mrs. Wakeman. 
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I remarked—“There is something wrong here. You 
had better investigate.” 

After a few weeks Mrs. Wakeman told me that she 
had made a point of cultivating this girl’s acquaintance 
and learned her story. This was the story: The 
family were in poor circumstances. She lived with 
her mother. Her mother was a semi-invalid. After 
business hours and early in the morning before coming 
to the office, she had to help do housework. , This made 
it necessary for her to rise very early. She was 
engaged to be married. Her suitor called every night 
and sat up with her until twelve o’clock. No wonder 
the poor girl, between her sweetheart and her duties 
at home, as well as her loss of sleep, was gradually 
fading away. Mrs. Wakeman called on the family. 
In a tactful manner, she took up the case with the 
mother and as a result the young man was persuaded 
to make his visits on only three nights a week. The 
young lady was able to catch up with her sleep on the 
other nights. Result: She got over the tired feeling 
and the color came back to her cheeks. She also did 
her work better. If the situation had continued, it 
would have been necessary for us to have asked her 
resignation. At it was, with a little tact and diplomacy 
on Mrs. Wakeman’s part, everybody was made happy. 
In the course of time the young lady married and 
possibly neither she nor her mother ever realized 
that her case was a subject of a business discussion! 
How many more cases are there like this? These 
things are taking place around us every day. When 
men get up in conventions and discuss management, 
the human equation is very seldom given any serious 
attention while, as a matter of fact, the human side of 
management is the great problem after all. 


The Human Side of Managing Salesmen 


There is also a very important human side to the 
management of salesmen. Sdlesmen are very human 
and it has always seemed to me that the better the 
salesman, the more he is. It takes this human touch 
to make him a great salesman. Very successful sales- 
men are usually big-hearted, generous, sympathetic fel- 
lows, full of the love of life, good will and friendship for 
men and women. The successful salesman as a rule by 
his temperament is a shining mark for domestic 
difficulties! 

Whether this is true or not, as I review the past, 
it seems to me that some of our very best salesmen did 
seem to get into a good deal of trouble. When I was 
a sales manager I was in very close touch with these 
salesmen and in many cases these troubles finally 
had to be ironed out. Very frequently this pleasant 
job fell to my lot. 

I will never forget how one day the wife of one of 
our best salesmen telephoned me from a local hotel. 
I had never had the pleasure of meeting her. She 
asked me to come to see her in the hotel reception 
room. I countered by asking her to come to see me 
in my office. She replied she knew my office was wide 
. open and if she came, she knew she would cry and 
she did not wish to cry in public. I of course supposed 
that she would rather cry in the hotel reception room 
and I had in my mind’s eye the delightful picture of 
my being seen at one of our leading hotels sitting 
in the reception room with a crying lady. She assured 
me, however, that it was a life-or-death matter and 
that it was absolutely necessary for me to go to the 
hotel and see her immediately. I turned to Mr. 
Shapleigh in the next office and told him of my errand. 

Then I called at the hotel. The lady was very good- 
looking, well dressed and quite refined in appearance. 
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SCREW 
PRODUCTS 











Wood Screws—Macnine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 


Ladder Chains. 


VALNUVEVUVEA LAY get 





a\ || 





=> We shall “ pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The Americ: a Hardware Corporation 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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Firmness, Durability 
and Attractiveness 


Three important factors that make 
American Brand Bronze Screen 
Wire Cloth preferred by the trade. 


MERICAN Bronze is made of 

highest grade hard drawn wire, 

90% copper and 10% non-corrosive 

alloy. American Bronze is a cloth 

of endurance. It will not sag, bulge 

or pull out of shape as is the case 
with copper cloth. 


Dependability is woven into every 
mesh of American Bronze. Abso- 
lute satisfaction among consumers, 
year after year, has won for this 
brand pre-eminent favor. 


Your trade will appreciate this 


good-will builder. 


American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 


Western Sales Office 
208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia 
Detroit San Francisco Los Angeles 
Seattle 
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to the salesmen and when she made an awful discoverv 
about her husband, she felt that the only thing to do 
was to take a train, come to St. Louis and tell me 
all about it. 

It seems that her very handsome husband had a 
sweetheart in St. Louis. This sweetheart of course 
insisted upon writing him letters to his territory. At 
one of his towns he missed his mail and the letters 
were all forwarded to his home. “Sweetie’s” letters 
came along with those from the house and naturally 
were opened by the salesman’s wife. ‘“‘Sweetie” ad- 
dressed this big, handsome salesman as “my darling 
baby!’ It was all I could do to keep my face straight 
while the suffering wife handed me these letters for 
my perusal. I, however, realized that the situation 
was serious. She stood a good chance of losing a 
husband who was earning a splendid income. We also 
stood a good chance of losing one of our best salesmen. 
The situation had to be handled with tact and 
diplomacy. 

“Don’t you think he is a perfect brute?” the wife 
asked me. I agreed with her that he was but I also 
asked her if she did not know that all men are brutes. 
“Do you mean to tell me,” said she, “that this sort of 
thing is common and that nice, respectable men allow 
women to write them as ‘my darling baby?’” To this 
I had to add with deep regret that I had heard of 
several similar cases before! 

To make a long story short, after expressing my 
sympathy and regret, I told her we had before us a 
very practical situation. The entire question was 
whether she wished to keep her husband or whether 
we should let him go. In that case she would be short 
a husband who was a good “producer” and we would 
be short a salesman whose position would be very 
difficult to fill. She admitted she loved the beast! 

Then I asked her some very personal questions. It 
seems that she had Leen suspecting this affair for some 
time and as a result she had shown her displeasure 
by treating her husband very coldly. “Yes,” said I, 
“instead of fighting the devil with fire—instead of 
fighting ‘Sweetie’ at her own game, you have been 
playing right into her hands. No doubt the colder you 
were to your husband, the warmer ‘Sweetie’ was to 
him. No doubt your husband has compared the good 
times he has had with ‘Sweetie’ to the very tiresome 
times he has had with you.” The poor lady burst into 
tears. ‘“‘Why,” said she, “you are blaming me for all 
this trouble. I have not done a thing wrong.” “No,” 
I said, “you have not done anything wrong but you 
have made, in my opinion, a very common mistake, 
especially with American wives. You have thought 
because you were married to your husband that you 
had him safe and sound—hog-tied, as it were—and 
therefore that feminine competition was at an end. 
Instead of trying to be attractive to him and holding 
him by your attractions, haven’t you as a matter of 
fact just taken it for granted that you had him 
cinched and therefore it was not necessary for you to 
go to much trouble in being agreeable to him when he 
came home on his weekly visits?” She stopped crying 
and admitted there might be some truth in this. 

“Well,” said I, “now leave this matter in my hands. 
You just go home and when the brute arrives on his 
next visit, treat him just as nicely as you did in the 
days when he was your suitor. Use all of your 
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feminine charms on him. You are a good-looking 
woman and the chances are, very much more attractive 
than ‘Sweetie.’ At least it is your job to try this 
out and then you leave the rest to me.” She agreed 
to do this and I left her feeling apparently very 
much better. 

I went to my office, took a block of paper and wrote 
on it in pencil—‘Dear Bill: Your wife is ‘next.’ 
Watch your step. N.” That was all. In a few days, 
I received another slip of paper on which was written 
in pencil—“‘Dear Mr. N.: Many thanks for the tip. 
Don’t worry about me.” 

I heard nothing more from either of them for 
several months. I did notice, however, that “Bill’s” 
sales increased. One day, fully six months afterward, 
Mr. and Mrs. “Bill” dropped into my office. They 
seemed as happy as a couple on their honeymoon. Bill 
left her with me for a few minutes. She leaned 
over and said—“Mr. N., I do not know exactly what 
you did but Bill is a changed man. He told me all 
about that wicked woman who tried to steal him away. 
He has cut her out entirely and we are just as happy 
as we can be. I do not know what you did to Bill 
but you certainly know how to handle these cases.” 

Now of course I did nothing with Bill. I knew Bill 
well. He had a world of common sense. He was 
actually in love with his wife. He had no idea of break- 
ing up his home. He was only philandering. I know 
it was only necessary for him to know that he was 
getting pretty close to the rocks when he would steer 
clear. The trouble in a good many similar cases is 
that both husbands and wives get the wrong advice and 
what might have been simply a little foolish incident 
turns out to be a tragedy in their lives. 

One of our other salesmen one day came to me. 
After hemming and hawing and hesitating, he said 
he was in a peck of trouble. ‘What is the difficulty?” 
—lI inquired. “Well,” said he, “I thought I had fallen 
in love with a certain young lady. She was a 
stenographer. She worked for a concern here in St. 
Louis. I proposed to her. One weekend she took me 
to her little home town and showed me off as her 
fiance to all of her relatives. She is a nice, good girl 
all right but somehow, I just lost my taste for her. 
It was impossible for me to continue the arrange- 
ment, so I broke off our engagement. Of course it was 
pretty hard on the kid because she had thrown up her 
job and spent auite a lot of money for her wedding 
trousseau. Now,” said this salesman, with a weary 
smile, “her father is down at the Planters Hotel with 
a big gunand I walk the streets expecting every minute 
to find out how a little cold lead feels when it enters 
your anatomy.” 

So, in order to help out Jim, I went down to the 
Planters, met the father and had a long talk with him. 
His hip had a very suspicious bulge. He was mad 
through and through. He just wanted to meet that 
blankety blank salesman only for one minute. I talked 
my softest and gentlest to him. I of course admitted 
that Jim was all wrong, but what would he have Jim 
do—marry his daughter when Jim had found out he 
did not love her? It naturally was a very sad case. 
It was hard on the girl. 

Finally the father brought the conversation around 
to the fact that he was a poor man. His daughter 
was just a working girl. She had lost her job. She 
had bought that trousseau and he did think that this 
blankety blank salesman should at least make some 
reparation. I agreed with him. After an hour’s 
diplomatic chat, the amount was settled at $1,500 and 
I really thought that Jim was getting off very cheap. 
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Keep atter 


the vacationists! 


Don’t let anybody in your neighborhood go 
on a vacation without at least one Eveready 
Flashlight, and an ample supply of fresh 
Eveready Unit Cells. 

Keep your window trimmed with vacation 
necessities, with flashlights occupying a promi- 
nent part. Feature both the long-range and 
the aluminum-type Evereadys. 

With twenty-two flashlights in four generai 
types to pick from, there’s a portable light for 
every purpose and purse. The always-reliable 
Eveready in new designs. Retail prices, 65¢ to 
$4.50, complete with battery, anywhere in the 
U.S.A. 

When a customer comes into your store for 
anything, ask: “Have you a flashlight? How 
about fresh batteries?” Eveready Flashlights 
and Batteries are 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc. 
New York San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
iy BATTERIES 


—they last longer 
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Making Store Service Meet Present Day Demands 


browns. In all instances, the flame 
should be reduced to about one-half 
when the grease and meat are put in 
the pan. 

Burning and sticking usually in- 
dicates too hot a flame. Warping 
may result from putting a very cold 
pan over a blazing hot fire, or from 
pouring cold water into a hot pan. 
A warped pan may be straightened 
by pounding with a wood mallet. 

Couples starting housekeeping fre- 
quently buy complete sets. They are 
the cream of prospects and should 
be handled skilfully. You will find 
that a good many newly married 
people haven’t the slightest idea of 
what utensils are needed in a 
kitchen. In these instances you can 
be of real service by making practi- 
cal suggestions. They will be ap- 
preciated and will tend to build 
strong confidence in your _ store, 
which will mean repeat sales for 
years to come. 

If you find there is a tendency 
on the part of the couple to buy 
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cheap ware, a reference appealing to 
their pride, like this, for instance, 
will prove effective: “Now I am 
quite sure you have bought or in- 
tend to buy substantial living and 
dining room furniture. Why select 
your kitchen equipment with less 
prudence? You know much of the 
housekeeper’s time is spent in the 
kitchen. Her kitchen utensils are 
in a sense her daily working com- 
panions. They should be the best 
there are to be had—efficient, dura- 
ble and beautiful.” 

Then turn to the gentleman and 
say, “Don’t you think so?” His 
answer obviously will be “Yes.” 
This throws the switch from the side 
track of indifference and indecision, 
and you are on the way to a quality 
sale, which means the most for your 
store in dollars and cents and in 
establishing good-will. 

Then, again, you will have people 
who are doing light housekeeping 
who will ask for cheap ware, saying 
that when they move to permanent 





quarters they will buy quality alu- 
minum ware. First, this may sound 
logical, but when we analyze it the 
question comes up, “Why pay two 
prices for one?” This question will 
usually give your customer a dif- 
ferent slant on the matter. One of 
the problems of those who do light 
housekeeping or live in small apart- 
ments is limited room. Therefore, 
recommend large, worth-while items 
such as convex steamers with extra 
sections affording facilities to cook 
an entire meal over one burner effi- 
ciently and economically. A tripli- 
cate sauce pan set and a tea kettle 
with inset are also good items to 
suggest. 

Above all, get them to buy quality 
ware so that when they finally do 
select a complete set they will seek 
the store that furnished their first 
basic outfit of substantial ware 
which proved reliable, efficient and 
durable. 

Building for the future is, after 
all, the secret of permanent success. 


Eight Turnovers a Year on a One Line Paint Stock 


salesman demonstrated _ stippling, 
enameling of breakfast sets, kitchen 
chairs, staining, etc., and offered to 
answer any special queries on paint- 
ing. 

This merchant has two sets of 
ladders, ladder planks, and ladder 
jacks, which he loans to his paint 
customers. He delivers this equip- 
ment and calls for it. He finds it 
necessary to maintain a_ schedule 
book for the ladder sets. When he 


has a customer who wishes to paint 


(Continued from page 33) 


his house, he sells, paint, brushes, 
sandpaper and loans the ladder. This 
is complete service. 

It is Mr. Fruehauf’s policy to sell 
each customer exactly what he needs 
if it is at all possible. For example: 
A man wanted to coat a temporary 
chicken coop with house paint, in 
order to preserve the wood for the 
winter season and Mr. Fruehauf 
sold him coal tar paint as best suited 
for this purpose. 

A woman asked for a half gallon 





of a certain grey, mentioned the job 
and estimated the area to be covered. 
Mr. Fruehauf told her she would 
need a full gallon, explained the 
economy of buying a gallon instead 
of two halves and sold her a suitable 
brush. 

These tactics of giving customer 
the goods best suited for the in 
tended purpose creates confidence in 
the Fruehauf Hardware Co., and is 
one of the main reasons for its un- 
usual growth in less than five years. 


Forty Years of Hardware 


I called on Jim where he was in hiding and told him 
He did not have that 
much money handy but the matter was arranged. The 
father left for his Missouri home on an evening train 
I told Jim that he was jolly well out 
of it, but human nature is peculiar. 


of the proposed settlement. 


with the cash. 


heard that Jim said that in his opinion, I had made a 
very poor trade—that he was quite sure that he him- 


(Continued from page 79) 


Afterward I 


self could have gotten out of the trouble for $500. 
When I heard this, I only wished that Jim had tackled 
this job with the father himself. 
negotiations would have ever proceeded more than 
about one minute! 
should ever expect appreciation. 


I do not think the 


In this cold world, none of us 





reecetces 


(To be continued) 

















July 17, 1924 HARDWARE AGE 


23 


eee cewse wenn. * 














GY £ Ge 





WAG a “Z GY) 
(Wb Y 
LL 
WY Z Up WY yy 


Bath Room SN That Outlast The Home 


Besides being the most beautifully designed Bath Room Fixtures on the market, “RINGCO” 
Bath Room Fixtures are constructed to outlast the home. 


3eing made of SOLID BRASS heavily nickeled they are 
rustless. Being rustless there is no corrosion—no eating away 
of the metal—no wear out to them. ‘They are everlasting. 


Most Jobbers supply them. If your Jobber doesn’t, write us. Send 
for catalog. 


AMERICAN RING COMPANY 
Waterbury, Conn., U. S. A. 





Chicago, No. 29 E. Madison St. New York, No. 2 Hudson St. 
Boston, No. 170 Summer St. San Francisco, No. 116 New Mont- 
gomery St. No. 3495—COMBINATION 


STIMULI U 


SmI 


MYERS 


DIRECT WATER SYSTEMS 
FOR SHALLOW OR DEEP WELL SERVICE 



























Here are water systems that will pave the way to 
new business for those who have calls for fresh 
water units. They pump the fresh water direct from #% 
the well or cistern to the faucets and having ample ji 
capacity, they satisfactorily fill a wide range of re- [Rae 
quirements in the water system field. a 





















DIRECT WATER SYSTEM 






Our long experience in the de- 
velopment and marketing of 
MYERS PUMPS for Every Pur- 
pose has had much to do with the 
success of Myers Direct Water Sys- 
tems. Tankless, Automatically con- 
trolled, Shallow or Deep Well Serv- 
ice. Safe, Silent, Sure. Economi- 
cal, Efficient, Long Lasting. Supe- 
rior because of their numerous ex- 
cellent qualities, nowhere will be 
found water systems that will give 
better account of themselves when 
installed. Want the facts? Write 
us. 





The FE.MYERS & BRO. Co. 


ASHLAND —- OHIO. 


FOR SHALLOW WELLS ASHLAND PUMP AND HAY TOOL WORKS 


OR CISTERNS 
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Boost Lamp Sales with a Champion Demonstrator 


The CHAMPION DEMONSTRATOR 
is a silent salesman that greets every person 
who enters your store with an urge to buy 
Champion Lamps. You can get this 


CHAMPION DEMONSTRATOR 


on 60 days’ approval. In writing, send 
jobber’s name. 


Consolidated Electric Lamp Co. 
DanVers, 208 Maple St., Mass. 





_ 











ar 










Dimensions: 15” long, 10%” high, 9” wide. 








KOE 


WHOLESALERS: 


Consumers for twenty-four years have used 
CHAMPION LAMPS made under the patents of LA. ' 
the General Electric Company. al Cl AT Th I} 

Our growth is your guarantee of satisfactory <> 46% 
quality—satisfied customers—and unusual profits. 








_ — 























FOR SURE REPEAT BUSINESS 


( 


. 
oe » , = . a 
| oe — oo Licensed under General tlectric Company's Incandescent Lamp patents | tie atts 











You Will Be Interested to Know— 


That Hardware Age, year after year, leads all hardware 
publications in the quality of its subscribers. Manufacturers 
recognize the dominant selling power of the Hardware Age 
family of readers who do the great bulk of the business in 


the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 
the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas: on salable merchandise and 
successful selling methods. 
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Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 
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TUBULAR RIVET & STUD 
COMPANY 
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“Just As Good As Warren” 


The disposition to use the name “Warren” 
as a synonym for what is the best in store 
fixtures, frequently leads the buyer to asso- 
ciate high prices with this thought. 


The matter of price has always been a sec- 
ondary consideration with us and is arrived 
at upon a factory cost and quantity produc- 
tion basis. Yet it has come to be a dominat- 
ing element in the dealer’s approval—be- 
cause of his unusual modesty, in compari- 
son with the full measure of enduring ser- 
vice that is a “built-in factor” of Warren 
Fixtures. 


And Warren Fixtures enter into your busi- 
ness life as a hundred willing servants— 
silent, unobtrusive—aiding your sales— 
building up your business through im- 
proved storage and display methods—sim- 
plified inventory—increased profits, etc., etc. 


If you want to know more about Warren 
Fixtures, write us. 


Through the portable, interchangeable unit 
system of construction, with the ‘‘built-in 
quality” factor, a merchant can arrange 
his entire store without delay or annoyance 
or rearrange or change the location of his 
fixtures or move to another building with the 
ease of moving a filing cabinet or office desk. 


‘‘There Is No Substitute For Warren Fixtures” 


J. D. WARREN MFG. COMPANY 
159 No. State St. Chicago, Illinois 





















HARDWARE AGE July 17, 1924 





HOSE 
CLAMP 


Adjustable to Lit ary hose of any size 


For Suggestions 
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Good workmanship—good ma- 
terial—fair, square dealing and as 
equally a fair sales policy is the 
guarantee behind every Universal 
Hose Clamp. 


Add to this trade known and ac- 
cepted guarantee, the patented fea- 
tures of the “Bead” and the 
“Scores Between Holes” and you 
have the answer to the popularity 
and wide use of Universal Clamps. 


Every Universal Clamp can be 
depended upon to do its full meas- 
ure of work. It cannot cut or in- 
jure the hose. It is smooth edged. 
No metal pieces project to catch 
in the fingers. It is not heat 
treated—it is FElectro-Galvanized. 
[It is rust proof throughout. 


The trade buys 
Universals because 
the trade has 
learned through 
experience that 
Universal Clamps 
are always depend- 
able in every re- 
spect. 


One size, t to 3 
inches, is adjust- 
able to fit any hose 
of any size. For 


The Bead 


An original and ex- 
clusive patented fea- 
ture of the Universal 
Clamp is its bead 
which creates the 
ressure that makes a 
eak impossible. 


The Scores 
Between Holes 


Another original and exclusive 


occasional needs of atented feature—The Scores 


small hose we fur- 
nish a Junior 
clamp % to 1% 
inches. 


Insist on the genuine Universal Clamp. 


3etween the Holes—which in- 
sures a clean, quick break-off— 
saving time and money. 


get what you specify. Our name its on every clamp and 


carton. Look for it. 


Universal Industrial Corp. 
Hackensack, N. J. 


Sole Manufacturers 


Be sure and 


239 W. 39th St. 














On How To Sell 


PAINT 


One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 


It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely newspaper advertise- 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 


read the Paint 
issues of 
Hardware Age 


which appear the third issue of each month, 
you will find all these and other methods of 
securing Paint and Varnish business discussed 
in a timely and interesting manner. 


And there’s this much about any paint 
article appearing in Hardware Age—it is 
based on the actual experience of the men 
who sell as well as the men who apply the 
product. 


Hardware dealers read the special Paint 
and Varnish Issues regularly because in 
every issue there are practical ideas which 
have paid others in their locality and will 
pay you in your town. 


Keep posted by reading— 


HARDWARE AGE 
New York 























Kawnee 


SOLID COPPER 


STORE FRONTS 
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Makes Sales Increase 
by Leaps and Bounds 


This is what C. D. Simmonds of Burlington, Vt., says of his Kawneer Store 
Front: ‘There is no question in our minds in regard to the actual worth of 
our Kawneer windows as our sales have been going ahead by leaps 
and bounds.”’ J. P. Allen & Co., Atlanta, Ga., writes: ““Our windows are 
producing wonderful selling results and we feel sure that we selected the 
most modern store front available in the Kawneer.” And here is the way 
Dunbar-Murray-Gaylord Co. of Holyoke, Mass., express their opinion of 
their Kawneer Store Front: “Our only regret is that we did not see the 
light earlier in the game that the magnetic windows might have lured the 
—s who undoubtedly passed by the store without noticing -our 
displays.”’ 


If you plan to build or remodel, just fill out the coupon and pin it 
to your letterhead. This places you under no obligations but merely 
gives us a chance to submit further proof for your consideration. 


THE 
KAWNEER 
COMPANY, 


1917 Front Street, 


Kawneer fronts pay for themselves 
in increased sales and profits— 


Niles, Michigan: 


This Free Book Tells Why angnangent 


rel ake! for it NOW | obligation, your new Book of 


Designs of Modern Store Fronts. 





Name_____.__—— EE 





See other side for Six Points of Kawneer Superiority Address 
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Ventilation and Drain Control 
-and Whatit Means to You 


In the circle above you will see that Kawneer Store Front Sash is provided with a slide 
which operates in the back or gutter member. This slide makes it possible to open or close 
the small holes in the gutter which correspond with the holes in the lower edge of the face 
of the sash. During dusty weather this slide may be closed. In the colder months this slide 
may be opened so as to permit the cold air to pass in and along the inside surface of the 
glass, thereby reducing condensation and frosting to a minimum. This control of Ventii- 
ation is an important feature that makes Kawneer Store Fronts give satisfactory 
service. Note the other five features in the circles below. 


Use this 
Coupon 


for getting 
Back ssuce 








PERMANENCY 








Send 

me back 
numbers 
of inserts 
on Superior 


points of — Read what Mr. Simmonds says 
Kewneer on the other side of this page- 


A 'STORE FRONT 


Construction 





RESILIENCY VENTILATION EASE of INSTALLATION 
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BABCOCK SPRUCE LADDERS 
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[WRITE FOR BOOKLET AND LATEST PRICE LISTS | 
[" WE PAY THE FREIGHT | 
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BABCOCK MEANS 


ILILISAFETYI IL 


W.W. BABCOCK CO. BATH, N.Y. 


NOAH 


PUUUVAGUOUOYDOGAOOUTEAUUOORED AA ADT NEA TUAED CHAD AAA ANANDA ANAM DADA AEGEAN EATS TOPO NUTA DTPA AU 
—_TRRENRUTOPLLUPUURLDUURERCEUIUUCRETESVONURPTUOHTOTAUHREGEUT URES HREHREPAOUERAERAUCACELECCOREODUEFOUVETOATRRICERELEUESLEUEGLEEOSEOUCRCERUERLLOIICESTEN 


OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING {S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CORTLAND PAINTED W!RE CLOTH WHITE METAL FInisH Wire CLOTH 
WICKWIRE PREMIER WIRE CLOTH WicKWIRE BRONZE WIRE CLOTH 
Gray-Wick WiRE CLOTH 


POULTRY NETTING AND FENCING 


Hex. Nettinc “Wickwire BRAND W W Pouttry FENCING 
GRADUATED POULTRY FENCING 


OTHER WIRE PRODUCTS 


Wire Rops WireE Nalcs WIRE Wire STAPLES 
METALLIC CoaL SIEVES Corn PopPERS DisH Covers 
CopPERAS OR SULPHATE OF IRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN % To 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICK WIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. 5. A 
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No. 213. 6” Wide. 


Wiebusch 


and 


Hilger Ltd. 


Agents 


106 to 110 Lafayette St. 
New York 





“You always come 
back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 
Plasterers’ Convention. 


Wm. Rose & Bros. 


Sharon Hill, Pa. 





No. 113. 542” Wide. 
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Diamond Wrenches 
are Packed 


Firstt— Dipped in 
rust proofing oil. 


Second—Wrapped in 
water-proof waxed 
paper. 

Third —Packed in 


cartons. 


Fourth—12 cartons 
packed in box 


Diamond Wrenches 
are made entirely of 
High Grade Tool 
Steel. They are easv 
to handle in stock an 
reach the customer in 
as fine shape as they 
leave the factory. 


Manufactured and Guaranteed by 


DIAMOND CALK HORSESHOE COMPANY 


LUTH, MINN., U. S.A 


Diamond Tool Steel Wrenches Make Fast Friends Fast. 


COLD CHISEL 


WITH 
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STAR 


HACK SAWS 


Our concentration of effort 
for forty three years in one 
direction evolved the present 
Star Hack Saw. 





CLEMSON BROS., Inc. 


Middletown, N. Y. 


We have something to tell you about hack saw 








blades. Write for booklet. 




















“IT’S MORE THAN JUST A RAKE” 





me “OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 


Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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MACHINE 
SCREWS 
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Continenta 


SPECIAL 
RIVETS 


WOOD 
sacar 
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(Reg. U. 8. Patent Office) 





WOOD SCREW CO. 
New Bedford, Mass. 


























HEY are well known to the building trades 
for their accuracy and superior wearing 


qualities. 
Now furnished with concealed rivet, a sturdy 
joint that stays “put.” 


Send for information re 


Metal Display Case 


And Latest Trade Price List 


KEUFFEL & ESSER Co. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, WN. 3. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
616-20 S. Dearborn St. 817 Lecust St. 30-34 Second St. 65 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 





ARMSTRONG’S 


_THEARWSTRONG MEG CO.BRIOGEPORT. CONN. =—==—remms 





: 


Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 




















Be The NEW RAPID BREAKER No. 108 , 








wewRAPIO Saves Much Time o wena 
BREAKER |; : i icE BR 
Nes | Wherever Broken Ice Is Used B\ \, No1OB 
In Hotels. Restaurants Sea Food Stores, ie a | 
Hospitals, Soda Fountains [ce Cream Plants, 
Drug Stores. Schools, Offices, & 100 other places 
It runs easily, and breaks a block of ice into small uniform pieces in 
a jiffy. It is built strong and sturdy, and galvanized all over to prevent 


rust, 








The teeth are firmly set in the cylinder without the use of bolts, 
or nuts, and are guaranteed not to drop out. 


NO FUSS — NO MESS — NO WASTE 
The demand is now—write for prices 


NORTH BROS. MFG. CO. 





Height 17” 


Philadelphia, Pa. 
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Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 
WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR ITOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 














General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 
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“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 

baskets now being built. Made 

@ from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 











No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 
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Just off the press. The 
latest edition of our 
general catalog. Send 


for it. 


There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 
stalled by 


KIMBALL BROS. CO. 


1117-41 9th St. 


Council Bluffs, Iowa 


KANSAS CITY DULUTH 

MINNEAPOLIS 

DENVER 

SALT LAKE 
LINTON DALLAS 

DES MOINES OKLA. CITY 

NEW ORLEANS FORT SMITH 


\ 
TREMONT NAILS 





Sell the Tremont Brand 


To sell Tremont Nails means to sell satis- 
faction and true value to your customers. 
Tremont Hardened Steel Cut Nails are 
made from high carbon steel, carefully 
tempered. They are scientifically designed 
to drive without splitting the wood and 
without bending or twisting. They are 
clean cut and always uniform in weight, 
shape and size. They are popular with 
carpenters and all who have occasion to use 
cut nails because they are easy to work 
with, and they hold everlastingly. 


If value-giving is your best sell- 
ing policy, Tremont Hardened 
Steel Cut Natls should be on 
your shelves. 


Tremont Nail Company 
205 Lincoln St., Boston 
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MOE’S LINE OF GOOD POULTRY SUPPLIES 


A fine, complete line, designed by specialists and very 
popular with poultry raisers. 


A clean, profitable and satisfactory line to sell with 
your wire netting and garden tools. Everything for 
the poultry yard. 


Send for New Catalog and Prices. 


ome tk 


HOEFT & COMPANY, Inc. 


405 N. Ashland Ave. Chicago, Ill. Grit Feeder 





Top-Fill Fountain 











Brushes—Brooms 


Wire—Bristle—Fibre 


Milwaukee-Made Brushes and 
Brooms are especially selected for 
the Hardware Trade. 


No order too small—none too large 
to receive careful attention. Send 
for Catalog and Prices. 


Any paint and any paint-brush may “save the MILWAUKEE BRUSH MFG. CO. 
surface —"” BUT it takes good paint and a good MILWAUKEE, WIS. 

paint-brush to save a surface well enough to be 
worth “ saving” again! 


WHITING-ADAMS BRUSHES have been 
saving surfaces for 116 years. Save your surfaces 


with a brush that knows the job! 
Do it with WHITING-ADAMS BRUSHES 


SEND FOR ILLUSTRATED LITERATURE 


JOHN L. WHITING-J. J. ADAMS CO., BOSTON, U.S. A. 
Brush Manufacturers for Over 116 Years and the Largest in the World 























Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Facto 
700 Wabesh Aun ry wae © Visplay Boome 


Heller Shelving in Payne-Cummings Hardware Co., North Adams, Sens. Montpelier, Ohio New York Eity 
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Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 


BOMMER |: 


SPRING HINCES 


ARE THEBES 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 
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“Uo this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


(i> INDEPENDENT IOCK‘ 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locke, Padlocks, and Key Blanks. 
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Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 
| Nuts, Rivets, Burrs, Specialties 











Wood Screws, Machine =| 
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RUE economy in the selection of Screw or Bolt Products 

consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 


REED & PRINCE MFG.CO. _ ,,.. 


WORCESTER, MASS..U.S.A: 
WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 
ee 











The Genuine Wendell 
Vacuum Washer 





“A Quality Item” 


Eliminates the drudgery of wash day. A 


practical and up-to-date method of exe- 
cuting a time honored task. 


It requires only a few minutes to wash a 
tub of clothes. 


A handy article, well made of heavy 135 
lb. Tinplate, with steel rod reinforcement 
on bottom of body—where it is subject to 
greatest wear. 


Furnished with extra long and strong 
waxed wooden handle. Packed one dozen 
to-a carton. Order from your jobber or 
write us. 


STUBER & KUCK CO., Peoria, IIL 
TINWARE AND SPECIALTY MANUFACTURERS 







Lightens the 
Labor of 
Washing Clothes 
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Buy them by the keg 


READING IRON COMPANY 
Reading, Pennsylvania 


World’s Foremost Manufacturers of Cut Nails 














Chair 
Tips 


No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 


Catalog, prices and 
terms on request. — 


Elastic Tip Co. 


370 Atlantic Ave. 


Boston Mass. 





No. 13, % inch 











Also makers of headless cut foundry nails 
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FORSTNER 


Labor Saving 


MP AUGER BIT 







BoresAnyArc 2% 


of a Circle Many 


New Uses 


me r bits ig “tuided by ‘its 


a 
nsequently it will bore any arc of 
‘ sae, and an be anided in any 
di vecti Lente rdless of grain or knots, 
leaving m1 true 2 clished surface. Takes 


gouge, scroll-saw, or 


an elica a v , 
calloping, fan scroll a columns, newels, 
ribbon moldin tony aad mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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the nails from slipping in driving. 
of strap do not cut the hands. 





Ho. 8002 New Britain, Conn. 
Oolls New York Ohicago Sen Francisce 
Seattle 


FeruQeenqoenags aS SD 


800 feet 
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BOX STRAPPIN 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 


THE STANLEY WORKS 


Manufacturers of Wrought Herdwere end Oarpenter’s Toole 
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NO LOAFING 
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Round edges 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Ete ‘best Saw 
Fasteners are made of 
— = Cold Rolled Strip Steel, insuring 
fastener that will not 

a ¢ xB You will not find — 
tures between the corrugations. Special 

effort is made to have the corrugations 

— so that they have equal draw 








—_y are the only fasteners 
mpnufestused with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 

_ -% — widths and corrugations, also in coils wound 
right an 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 









ERVIDOR Service will add 

much to your comfort during 
your stay at Cuincinnati’s finest 
hotel. It not only obviates much of 
the need for tipping—it also insures 
superior service and gives a wel- 
come sense of privacy. 





Hotel 
Sinton 


the hotel of character, 
in the city of character, 


CINCINNATI 


Accommodations for 1200 guests 
Every room with bath and servidor 





Management of Joun L. HorGAN 














WATCH 
HARDWARE AGE 


for timely 
hints on 


GREATER SALES OF 
SPORTING GOODS 





Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 
change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 
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Ashaway Lines oo 





Mason Lines 
Chalk Line ANKS that know the hardware business from a 


hardware man’s point of view are not many in the 


, ; r United States. 
F ishing Lines The Mechanics & Metals National Bank of the City of 


New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 





This experience is at your service. Write us about 
your banking problems; call on us when in New York 
Ashaway Limes are and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


standard for length 
and weight. THE 


Es MECHANICS & METALS 
NATIONAL BANK 





Ashaway Line & Twine Mfg. Co. 


ASHAWAY, R. I. OF THE CITY OF NEW YORK 
seeicutgct es “ar God Vleet aeons Capital, Surplus and Profits, $26,500,000 


























The Bottling Season’s Not Far Off! 


Lay plans for selling your share of 


*EVEREDY BOTTLE CAPPERS 


“QHIO” 


Shoe Lasts and Stands 





There’s a steady demand 
for this handy article all 
through the year—espe- 


cially in hot weather. 
Handsomely nickel-plated. New y 


steel handle. Retails for $1.50., Thousands of house- 
Plain base $1.25. Made with 






MADE ABSOLUTELY either wood or padded base. wives will bottle grape 
OF = GUARANTEED py Bs a juice and other home- 

SEMI-STEEL AGAINST 
. made beverages. They'll 


BREAKAGE 
—_—— need bottle cappers— 


good ones. The kind 
that will cap bottles air- 
tight and won't break 
them. Everedy is the 








: ; answer. 

Neem “iall = ed f a di r A Complete Line If you don’t stock the 
ast Pe a h y adapted tor ladies and Every Product = EVEREDY B O TTL E 
inted-toe shoes. tand to | 
po a Winner! some mm eon oe Py het 


Order the “Ohio” and you will have 


se esderide ness. See your jobber at 


the most popular sets on the mar- Everedy Bottle once or write us. 
ket. Write for ices Ps nage ge _~ Be sure to ask for display 
as sae : formation on the material. 











rest of the 
; WAdvertised in Good Housekeeping 
Everedy Line. Magazine. 


The Fate-Root-Heath Co. THE EVEREDY COMPANY 


Plymouth, Ohio 1 EAST STREET 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. Frederick, Maryland 
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INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 

















PAINE STOVE BOLTS 

















As Good as the Best 
One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish, 

Prompt deliveries. 
Sold io jobbers only. 


Samples and discounts on request. 
o charge. 


THE PAINE COMPANY 





2949 Carroll Avenue, Chicago, Il. 
33 Warren Street, New York, N. Y. 

















Every Woman Everywhere Is a Prospect 


To the housewife it means no 
more clothes line troubles! 


Lowell Clothes Line Reel 


can be strung in the house 
and is. out oi the way when 
not in use. lt is all fur- 
nished complete with screws 
and hooks, and equipped 
with 36 feet of stout braided 


cord. 
Lowell Reels are profitably han- 
dled by many well known Job- 
bers and Dealers. Write us for 
prices. 


Hoge Mfg. Co., Inc. 


215-217 Fulton St., N. Y. C. 





A Household 


Necessity 


It?s sold for the work it saves 

















MILBRADT 
LADDERS 


Will p ay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 














PUMP 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 


U. S. HEADQUARTERS 
IMPORTED 
Fire Arms and Ammunition 




















Authorized Imperter 
the Genuine, Original 






evolvers; Revolver Ammunition ; Leather and Canvas 

Holsters, C and Shell an AK Gun Cases and Covers: anmield and 

Marine Glasses ; inoculars, Telescopes, Compasses; Shooting ‘Accessories. 
pair Parts for MAUSER and LUGER ARMS 

A. F. STOEGER 224 East 42d Street, New York 

One Block from Grand Central Station 
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Strops. 





all profes- 


sional barbers, as 


well as many home users, 
find complete satisfaction in Koken Razor 
A profitable line of ready sellers 


listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


Geo. W. Diener 


Co. 


400 N. Monticello Ave., Chicago, lil. 
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Easy to Sell | Russell Jennings 
Builders Level Auger Bits 


to builders who demand rapid, Two styles of shanks—three threads for 
accurate work. An exceptional boring all woods 
instrument reasonably priced. 





be oe — Satisfies trade; profitable to you. 


diameters; horizontal 


circle, 314 in. diameter, HUGENELIETZGENCO. Russell J ennings Mfg. Co. 


Patented by Mr. Russell Jennings in 1855 


complete accessories, chi S 
tripod, box, etc. Dit Ae etal hg Fr cere Brine CHESTER, CONN. 


American Steel & Wire 


OU OoOuU 
Company STUROP SQUARE HOLE HANOLE 
“Wie piteturss . 
Denver, Dallas 
teel Products Co, he 
a Pranieen, | ee , a : ' ss pe 


9 
It ~ New— It makes rehandling jobs easy—just 
The top of 
BARBED: _ oo Glidden, Am. Glidden, Am. Special, 























OOoU 




















as easy as it makes the sale. 
the hole is 


NAILS. SEIK Baker Perfect, Ellwood Junior, Lyman NEW SQUARE square and guides 
IKES. ST TACKS, Hot Galv’d Nails TOP HOLE the shank. The bal- 
zinc INSULA AFENCES. American, Royal, Anthony, ance of the hole is round 


and binds the shank secure- 
ly. Enables the handle to be 
quickly driven on perfectly true 
with the bend. 


Write Your Jobber aa 


Nation ii _ 
POSTS SQUARE SHANK 


ON R 
BALE TIES: Old reliable brands 
LEPHONE WIRE 














WIRE for every purpose ak 
ee ae Youn ee Sar gemiag: Sean @ Columbus Handle & Tool Corp., Columbus, Ind. [| 
LIL LIL 












































G. F. Wright Steel & Wire Co. 


Manufacturers of 


: SUPERIOR 
Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
Write for Catalog No. 23 ‘‘A’’ describing the new 
Starrett Tools. 


THE L. S. STARRETT CO. 


The World's Greatest Toolmakers 
Manufacturers of Hacksows Unesxcelled 













































Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
warejmen read. 


SS TORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with §, 
convenient full length handholds on both sides of ; 
ladder permit mounting or descending with ease. * 
Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- | 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves ee 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 
request. 










era 






——- ae 


Your message,’giving the main‘facts, will find 
a*quick|buyerjwhen, inserted,in Hardware Age. 
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Address: Hardware Age, 239 West 39th St., 
New York{City, ‘“‘Classified Opportunities 
Section”’ 
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DEALERS WANTED EVERYWHERE 1... Fence. Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
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PWILLIAMC 


AGRICULTURAL WRENCHES 


Of Better Quality Five Sizes 
Other patterns also. Get Screw Wrench Booklet. | 


J. H. WILLIAMS & CO. 


“The Wrench People” 
BUFFALO 





NEW YORK CHICAGO 





July 17, 1924 





MANUFACTURERS OF 42% SASH CORD, CLOTHES 


BRAIDED CORDAGE £9059? LUNES. SMALL LINES 
AND COTTON TWINES (ASM ETC sw wama 
BOSTON GA MASS : 


a 





HACK “JT NOX” saws~ : 


SERVICE 


QUALITY 
DISTINCTION 


UNIFORMITY 


“The Toots in Lhe Pia Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS - SCREW ORIVERS - GLASS CUTTERS 








BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 








WE PROTECT THE DEALER. 
\BS 
ewe 


Plain or enameled in 
colors 


STRATTO 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 














BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 
j 
Expansive Bits of All Kinds 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 





oe 








SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 
SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 
Sales Agents: John H. Graham & Co., 113 Chambers St., New York 






—) 





PRIEST’S CLIPPERS 


have been the _ standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 




















Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 


' A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
Th that wrings by a twist of the 
Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 
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Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, write us for prices and 
details. 
BROOKLYN PULLEY CO., Inc. 
85 Sth Ave., Brooklyn, N. Y. 














~ REQUIRES 


ONLY SAMPLE 


FREE 


HEAT ~™ 


Waste for Cleaning, Wiping and Packing. 
Yarn Mops, Twine Mops, Thread Mops and Mop 


arns. 
Cloths for Cleaning, Wiping and Polishing. 
Wicking for Packing and Tufting. 
Caulking Cotton, Cotton Rope and Clothes Lines. 
Bleached Cotton for Nitrating. 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8. A. 
New York Office - - - 350 Broadway 





MASCO 
PRODUCTS 


‘0.8 maa G20 6s Oat om 














. es 
Says this advertiser,— 

“We are pleased to advise that we have succeeded 
in getting compilers from the vertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, HArpware Acer is, without a doubt, 
the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. —~ 

It pays to use the Classified Opportunities Sec- 
tion of HarpWARE AGE. 
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Moore White Enamel Household Thumbtacks 


RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 
List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 


Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 


LEADS ALL OTHERS 


No. 22 Coil Fire Pot is mechanically 
perfect, having all good points in 
other makes and our latest patented 
improved features. The tank is of 
























heavy gauge drawn steel, tinned in- 

THE HAMMER side and out, making it leak and 
LD rust proof. The three piece coil cup 

van tae can be quickly removed by unscrew- 
ing three nuts, exposing the burner 


and coil. The No. 22 is the strongest 
and hottest Coil Fire Pot made and 
gives splendid satisfaction. Jobbers 
supply at factory prices. Write for 





Robertson “Horse Shoe Magnet Hammers” 





a catalog. 
a high grade line with a good profit to dealers and Clayton & Lambert Mfg. Co. 
jobbers. Catalogues and discounts on request. 10619 Knodell Ave 
Silver Medal (Highest Offered) Panama-Pacific Exposition No. 22 Fire Pot. ; . noge 
Ask for latest price. Detroit, Mich. U. S. A. 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 























Rock Island Radiovise OVER 12 MILLION CARS AND 
+ Pe poe eo TRUCKS REQUIRE SERVICE 


and shop. Sturdy and dependable. Attractive bright red 







finish. eualetite a ae Good wrenches—the right wrenches—are es- 
A “live” item with liberal profits. sential to good service. 
This is where the Walden-Worcester design 
Rates See — 3% ey comes in—wrenches that fit the location as well 
nvil Type pen 4” 
Write for Weight as the nut. 
Prices 19 Ibs. 
WALDEN- WORCESTER 
Incorporated 


General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S. A. 











? 


Why is it that Putnam 
makes and sells more 
Rolling Ladders than 
all other makers com- 
bined? 


We carry all standard 
styles and sizes in stock 
for immediate delivery. 





ADJUSTABLE 
KEYC ‘PIPE WRENCHES 


PATENT APPLIED FOR 





“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe. nuts or studs. Fully Guaranteed. Packed 12 to a 
rton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Coe. 


Write for prices. 


Putnam & Co., Ine. 
132 Howard St. 
New York City 























Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N, J. 
ESTABLISHED 1826 
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Business Opportunities 








Article All Hardware 
Dealers Await 


Can be obtained by a manufacturer. Due 
to unexpected business developments, this 
item cannot be conveniently handled by 
us at this time. We are offering it to a 
manufacturer, or any other, either as an 
outright sale or to be sold on a rovalty 
basis. The patent has been applied for 
on this item, and any buyer can easily 
develop a very large volume among Hard- 
ware Dealers and Jobbers. 

Address the advertiser as below for fur- 
ther information, and advise in first letter 
the nature of the arrangement desired and 
financial ability to handle this matter. 
Address Box No. G-200, HARDWARE 
AGB, New York, N. Y. 


REAL OPPORTUNITY TO GET 
FAST SELLER 








~~ 








FOR SALE—Established hardware business in 
town of 8000 in Northwestern Ohio. Railroad 
shops and some manufacturing. Fine Farming 
territory. Stock consists of shelf and builders’ 
hardware, paints, stoves, cutlery, sporting goods 
and house furnishings. Invoice $30,000.00. Poor 
health reason for selling. Address Box G-188, 
care Harpware Ace, New York. 








FOR SALE: One of the best hardware stores 
in Chicago located on South Side. Carrying a 
full line of hardware tools, cutlery, kitchenware, 
paint, glass, electric and auto supplies. 150 ft. 
oak fixtures, 12 ft. high. Stock and fixtures in- 
ventory $25,000. Sales 1923—$78,000. Retiring 
from business. Address Box G-198, care Harp- 
WARE AGE, New York. 





ate | 





CASTINGS 
Hardware manufacturers can get good soft 
castings and good service from us. We 
make high grade, soft, easily machined 
castings. We also do machining, nickeling, 
japanning and assembling. 

Send samples or prints for quotations. 
LITTLESTOWN HARDWARE & 
FOUNDRY CoO., INC. 
Littlestown, Pa. 














UNUSUAL OPPORTUNITY TO WIDE. 
AWAKE MANUFACTURER—Well known firm 
retiring from manufacturing business offers for 
sale its Patents, Trade-marks, Patterns, Jigs, and 
Dies complete ‘for the manufacture of the best 
capper made. For full details apply in conh- 





dence, Box G-205, care Harpware Ace, New 
York. 

FOR SALE: Well established Hardware 
business, since 1903, Southern Penna. Mononga- 
hela Valley district. New building, new oe 
fixtures. Location the best in town. A big fu- 
ture. Hustling town. No dead stock. A rare 
opportunity. Good ason for selling. Don’t 


hesitate. Address on G-217, care HarpWareE 


AcE, New York. 





) Retail Hardware Busi- | 
ness in Middle West City 
of 55,000 population for 
) gale. 

This business has been 
established for fifty years, 
has constantly grown and 
is now and has been a 


° 

| profitable business. 
ADDRESS BOX G-216 

care Hardware Age, New York. 
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Business Opportunities 


Positions Wanted 





Well improved and valuable land in North 
Dakota can be obtained through a trade on hard- 
ware, implements, harness, paint, lumber, or 
merchandise. Trade to include building and 
houses. Excellent land, Interested to trade due 
to change in business plans. Address Box 33, 
Jamestown, N. Dak. : 





Business Services 








~¥ 


) “Do you need advertising ideas?’’ 
Our newspaper clipping service will 
gather for you the latest advertising and 
merchandising ideas of the other hardware 
dealers all over the country, from hundreds 
of papers daily. A weekly service. Write 
us, telling us your needs. No obligation. 

THE WEBBER SYSTEM 
205 N. Vermilion St., 

Danville, Ill. 














RALPH COEN—HARDWARE AUCTION- 

ER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The N. Y. Market is the quickest “turn 
over’’ market in the world. The R-C OUTLET, 
303 Fourth Ave., New York, Excutive Offices. 


Help Wanted 


HELP WANTED: Wanted traveling salesman 
who has had experience with the retail hardware 
and sporting goods trade. One who has an estab- 
lished line of customers, and who can sell snort- 
ing goods in the Middle West or South. Write 
giving territory covered and length of time. 
Fred Biffar & Co., 323 W. Randolph St., Chi- 


eago, Il. 











HARDWARE MANAGER—An experienced 
buyer for Hardware Department in Department 
Store in Pennsvlvania town of 15,000. Give 
detailed information as to experience and present 
position; state age and salary expected. Perma- 
nent position with good opportunity for advance- 
ment. Address Box G-206, care Harpware AGE, 
New York. 





Salesman wanted: Energetic young man with 
sales experience for Minnesota and adjacent 
states. Salary and commission. State experience 
and reference. Address Box G-215, care Harp- 


WARE AcE, New York. . 








Wholesale 





Two salesmen wanted to sell on commission | 
complete line of hardware and tools for a jobber | 
to work from St. Louis and New Orleans. No 
objection to side lines providing they do not | 
conflict. Will pay commission on all mail orders | 
and orders taken by salesmen. Address Sales | 


Manager, P, O. Box 1458, Hartford, Conn. 


ACCOUNTANT cf proven ability, with prac- 
tical experience in handling credits, collections 
and office detail, de:ires permanent connections 
with a high grade h:rdware concern. Mentally, 
physically and tempe-amentally qualified to meet 
the exact requirements cf the wholesale or retail 
trade. Satisfactory rec mmendations- furnished. 
— Box G-207, care Harpware AGE, New 

ork. 


Married man, 24 years old, desires position in 
Retail Hardware store. 8 years’ retail hardware 





experience. Can handle service work. Honest 
and industrious. Reasonable salary satisfies. 
References. Prefer Colorado. or Central West. 


Address H. I. Beeson, Norton, Kansas. 





Experienced salesman (34) desires connection 
with manufacturer of line which will sell well 
among hardware and general stores of California. 
Straight commission or salary and commission, 
depending on amount of missionary work neces- 
sary to put line on paying basis. Well ac- 
quainted with market. Address Box 5-A, care 
Harpware AcE, 320 Market Street, San Fran- 
cisco, Cal. 





Manufacturing 








|} TO MANUFACTURERS~ 


Is your organization looking for a man 
who thoroughly understands the whole 
job of advertising your product? 

My experience, from the gathering of data 
to the completed circular, booklet or trade ] 
paper advertisement, qualifies me to ob- 
) tain effective advertising results for you. 


Address Box G-196, 
care Hardware Age, New York. 














A progressive hardware executive seeks factory 
connections for South America. Highest creden- 
tials as to ability and integrity. Address Box 
G-190, care Harpware AGE, New York. 


Sales Accounts Wanted 











- SOCKET WRENCHES ) 


} A new superior line of interchangeable 
combination wrenches selling fast wherever 
shown. 
STATE DISTRIBUTORS AND 
DEALERS 
write for our liberal proposition. 
HUSKY WRENCH COMPANY 








928 16th Ave. Milwaukee, Wis. \ 














MR. MANUFACTURER: Are you receiving 


100% Representation? Two well-known Hard- 
ware men noted for their aggressive and progres- 
sive growth in the wholesale and retail lines wil! 
be open for an exclusive sales agency after Jan. 
lst, 1925. Only a strictly meritorious proposi- 
tion will be considered. Can finance own ac- 
counts if desired. References furnished. Ad- 
dress Box G-201, care Harpware Ace, New York. 





Positions Wanted 








ear ee — ee 


) CATALOG COMPILER. Thorough- 
ly experienced on hardware and 


) automotive supply catalogs, desires 
1 to connect with Manufacturer or 
) Jobber that issues trade catalogs. 


Also qualified for trade paper copy 
writing. Highest references, 
Address Box G-194 

care. Hardware Age, New York 

















WANTED 
Position as resident buyer, or buyer and credit 
man for construction, manufacturing or large 
retail interests in Hardware and related lines. 
30 years’ experience in Hardware business. Ref- 
erences. Address Box G-210, care HArpWarE 
Ace, New York. 





MANUFACTURERS’ AGENT, calling on hard- 
ware, department stores, and industrial plants, in 
Illinois, invites corresponde nce from manufac- 
turers of tools, hardware and wire specialties, and 
kindred lines desiring representation on com- 
mission basis. Address Box G-191, care Harp- 
WARE AGE, New York. 








Sales Representatives Wanted 


Wanted by manufacturer of complete line of 
Tool and Tackle Cases, representative covering 
central western states, also representative on the 
Pacific Coast. Address Box G-214, care Harp- 
WARE AcE, New York. 


ESTABLISHED MANUFACTURER desires 
commercial traveler to sell his products, Dog 
Collars, Pistol Holsters, etc., to the Hardware 
and Sporting Goods trade in "Texas and adjacent 
states. State age, experience and all details in 
first letter. A. F. & . preferred. QO, 
Box 130, Patterson P. O., Baltimore, Md. 
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Sales Representatives Wanted | {)~ || Sales Representatives Wanted 














Reputable manufacturer of Automotive Service 2 | 20 SALESMAN, attractive side line, liberal com- 
Tools desires active representation on Pacific mag dP sgn garden rong oe to job- 
he Aut t : ing trade. ate experience, age, territory now 
se ng Bg By aK p Fig Bh megan na is the total number of replies for covered, etc. Address Box_ 156, care HARDWARE 
Thickness Gauge set and socket wrench sets, 1924 which have been received up to AGE, 1420 Widener Bldg., Phila., Pa. 
commission basis only. Address Box G-209, care ee 
Harpware AGE, New York. the closing date of this issue and - SPECIALTY SALESMEN 7 
i artment xperienced, make from $50.00 to $150.00 in 
SALESMEN CALLING ON HARDWARE, forwarded through this cep 1) | your spare time selling direct from the factory— 
Department, Variety or General Stores can sell to advertisers using Box Numbers. toys, holiday goods, aluminumware, chinaware, 
Rubber Door Mats, Stair Treads, Landing Mats, ‘ . enamelware and other staple house furnishing 
Novelty Rugs, Corrugated and Perforated Mats This does not include replies that )) | Jines to hardware, department, furniture, gen- 


and Matting, Ford Mats, Pedal Rubbers, Running 


ve gone direct to advertisers usin eral and variety stores. No bulky outfit to carry. 
Board Mats, Men’s Belt, etc., either as side or have € a S 


You sell from attractive illustrations and small 














main line. $10 to $25 day earnings easy. Fine their signature. pocket samples. Men with cars preferred. Com- 
chance to build permanent business, Aero Rub- mission paid weekly. United States Commercial 
ber Products Co., Akron, Ohio. | Company, 417 S. Dearborn St., Chicago, III. 








Sales Representatives Wanted | Sales Representatives Wanted | Sales Representatives Wanted 





















































SEVERAL HIGH CLASS, ENERGETIC 

MANUFACTURERS’ REPRESENTATIVES 
can now obtain a line previously limited to distribu- and the recognition they possess assure commission 

) tion in the East because of heavy demand and limited salesmen an excellent selling and re-ordering line 
production. Production is now expanded and can with liberal commission proposition and good terri- 
take care of additional business from upper New tories. Representatives are wanted who call on job- 

) York, Pennsylvania, West Virginia, Virginia, District . bers and large retailers in these states. 
of Columbia, Missouri, Ohio, Maryland, Kentucky, Reply stating experience and present lines handled. ) 
Tennessee, Louisiana, Texas, and the entire South. All replies will be held strictly confidential. Address 
The quality, price and durability of this line of Cyl- Box G-211, c/o Hardware Age, 239 West 39th St., 
inder Rim Night Latches and Cylinder Key Blanks New York, N. Y. 

66 99 
the “TORRES American Can BALE TIES 
A Real Man’s Razor Best Made — Prompt Shipment 
Send for Catalogue of Full Line Baur Bale Tie Co. 

J. R. Torrey Razor Co., Worcester, Mass. | American Can Company INDIANAPOLIS, IND. 

“They Have a J. L. THOMPSON MFG CO. 

Bull Des. Grip” Sy 6 LVER LAK E Waltham, Mass. 

panei: ORC SASH CORD ' Tubular and Bifurcated 

U. 8. Clethes Pin Co., Montpelier, Vt. NET WEIGHTS FULL LENGTHS —a 
1015 Unien B Sn aa a ili te Sliver Lake Co., Newtonville, Mass. = i I V E. T S —_— 






























Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 





“ELEVATORS 
DUMBWAITERS 
Write for our catalog 
Energy Elevator Co. 
211NewSt., Philadelphia 


TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 


Wrentham, Mass. 























For over 30 years the leaders in 
making tools for stone workers. 


Catalogue. 


TROW & HOLDEN COMPANY 
BARRE, VERMONT 


ELEVATORS | |SCYTHES AYES 


Write for particulars. State your — since 1912, Axes since 1880. 
requirements as to size, capacity 


om pol ELEVATOR Mfg.Ce. RIXF ORD con ake ste, Ve 


Sidney, Ohie 


CARPENTERS’ : 
































—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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INDEX TO ADVERTISERS 











THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 





See Ge Ginn cnn cose ccnsenescee 
RE Giwonsoccaccessictvees 
American Can Co...........-++-++- 
American Chain Co................ 
American Grinder Mfg. Co........ 
Aunoricem Bb Ge. ccc ccc cccccccss 
American Saw & Mfg. Co......... 
American Screw Co...............- 
American Shearer Mfg. Co......... 
American Sheet & Tin Plate Co..... 
American Steel & Wire Co......... 
American Wire Fabrics Corp........ 
ee 
RemBTO Ts GO. cicccwsevcccue: 
Ashaway Line & Twine Mfg. Co... 
ge Serer 


Babcock Co., The W. W........... 
ee Ge Sa deccnedes teecieu 
Berry Brothers, Inc............... 
Bommer Spring Hinge Co......... 
Boston Woven Hose & Rubber Co.. 
Bridgeport Screw Co............... 
SD Dison ec cdsesecccdse 
Brown & Sharpe Mfg. Co.......... 


Ss vk cocnad sevedh owd~ ws 
Chatillon & Sons, John............ 
CD: EY GD ne cevwewesss cer 
Clayton & Lambert Mfg. Co....... 
Ceemeeem BOC, TMC... cc cccecccsess 
BD CD Mie cwevceweersdusos 
SE MEG inet eeeus ss 
Columbus Handle & Tool Co......... 
Connecticut Valley Mfg. Co......... 
Consolidated Electric Lamp Co..... 
Continental Wood Screw Co........ 
Cometm Bewrew Camp... ccccccccccccs 


Diamond Calk & Horseshoe Co..... 
Diener Mfg. Co., Geo. W.......... 
Dietzgen Co., Eugene............... 
Disston & Sons, Henry.............. 


E 


Eagle-Picher Lead Co.............. 
ee 
PCP GE cnceneusuwssens 04004 
Emergy Elevater Ce............... 
ee Gtk sik canons tscwaseecss 


Fate-Root-Heath Co................. 
Fowler & Union Horsenail Co...... 





G 
i ee beetenwaneke 93 
Cn i. a. eveghesus oieabete’ 15 
EY Win iis carne dss we een eaeb eawe 96 
ST CN ccccibteceedvisawe voces 73 
H 
OS ee ee 91 
ED i NS inn cu oe bb ieawh sen ee tok i a 
I a a es ae eg eee 96 
re ee eran eee 98 
I 
Independent Lock Co................ .. 92 
International Silver Co.................. 2 


Jennings Mfg. Co., Russell........... 97 
K 
ET a ee 85-86 
ee rr Ce... oc cevicnswesecbeusen 89 
EE EE ee 99 
a I ea a te a be i 90 
eee ee ee 96 
L 
rr rr Cn. cade enebeeses 72 
M 
EE ee ee ee 61 
a Oe ke a 18 
I i i ett a ate 98 
Mechanics & Metals National Bank....... 95 
I a. a's pupae de me 96 
Milwaukee Brush Mfg. Co................. fl 
Moore & Company, Benjamin.............. 12 
Moore Push Pin Company............... 94 
Murphy Varnish Company................ 7 
Myers & Brother Company, F. E...... 81, 97 
N 
YE ee 79 
EE ne emp 24 
I a a 6 
I I ds aha as 89 
O 
ee ae Be. Gio bee osc co ccewtcccwes 90 
Osborne & Company, C. S................. 99 
P 
Pe EE «Sc cb cktb budined Shes bWR esses 96 
Penn. Lawn Mower Works.............. 1 
ee GD Ge ls Giiidic ccc cc wvcwciceess 88 
Ge vc civeds tébieusd wet 99 
as oc ecnsoeecene 93 





R 
PE EE Ts can condececencesccucesses 93 
Meet @& Patmos Big. Ce. ....ccccccsccccccs 92 
Richards-Wilcox Mfg. Co...............05. 63 
NOS TEs DOs ce cccwcvccsccccesccvcsees 101 
SET, SAEED Toei ccc bccserecssaesveves 99 
Se SOD EE Sorc cccnccccceccvceces 99 
Rose & Brothers, Wm...............-506- 88 
S 
Samson Cordage Works.................+. 98 
Sargent & Company...........:-eeeeeeees 16 
ey Teen Te Gee ccccccccsesecess 101 
OO TN Gs ooh k He cee ce cecsvtcccosses 101 
Simonds Saw & Steel Co................ 19-20 
SO EEE Se cweccevesesscercescececeve 94 
Smith & Son, Inc., Seymour.............-. 98 
Ben Ts Gs 5 ccc ccccccccccavicendscvcece 96 
Special Chemicals Ce... ..cccciccccsccces 94 
Bee BED GOs vcccocccccstvecsecveces 98 
Standard Crayon Mfg. Co..............++. 101 
BR WRG sc ccccvccdcccecesiwcqsesese 94 
Beeseets GeO, Be. Biccccscccccccesess 97 
Sterling Wheelbarrow Co...............--- 103 
Stewart Iron Works Co................46: 98 
DORs. Bn Ti cc cwcccsccccscececccececvces 96 
DS Fs TDi cccceccvcscccesoescesses 98 
Member BG TG Ge. cc cccccccesewvcscssece 92 
T 
Thomson Mfg. Co., Judson L............ 101 
Torrey Razor Company, J. R............. 101 
Tremont Nail Company..................- 90 
Trow & Holden Company................ 101 
Tubular Rivet & Stud Co................ 83 
U 
Cele TABS GOs. ccccccccssesccccesss 13 
U. 8. Clothes Pin Co... ...ccccccccsecees 101 
United Steel & Wire Co., Inmc............. 90 
Universal Industrial Corp...............-- 84 
V 
Valentine & Ce... cccccscccccccccccveces 8 
Vaughan & Bushnell Mfg. Co............ 3 
Ww 
Walden-Worcester Co., Inc................ 99 
Te pon cdeseseouscascoseres 14 
Werrem Bip. Cos J. Down cccdsccvcccsesss 83 
Wausau Abrasives Co.............-5s0eee0. 22 
Westinghouse Elec. Mfg. Co.............. 21 
IE ES. ec een ences sd esesecesen 91 
PE bo 060.68 Seeks e acces coever ces 87 
Wickwire Spencer Steel Corp............. 78 
Williams & Company, J. H............... 98 
_ fg PET rrirrrrccrereirir eer 101 
SP SE oc cccctecdagiewcconsess 104 
Wright Steel & Wire Co., G. F.......... 97 
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25% More Spokes—50% More Strength 


10-Spoke, Self-Lubricating [' it is possible to further 1m- 

a prove a wheelbarrow we 
hope to make it a “Sterling” 
improvement. Such features as 
the 10-spoke wheel —Self-lubri- 
cating bearings—Riveted chan- 
nel legs—Steel leg shoes—and 
interchangeable parts make 
“Sterlings” the one best barrow. 
It 1s the barrow for you to han- 


w/ a dle. The demand is there. You 
| supply it. 
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(WRIST — EASE ) 


New /JHandle Increases 
Brush Sales: It Makes 
Painting Easier 


BRB’ first in your city to show hand and wrist, permitting the 
this novel new Rist-Eez han- handle to be gripped with the palm 
dle which allows paint brushes to of the hand. It takes the strain 


Note the full sweep of the hand be used naturally. off the wrist, eliminates Painters’ 
on the hinge of wrist. Paint is 


? 
applied evenly over the entire Practically all Wooster Wall and  ¢ramp.” 


surface, covered by one sweep of 


the brush. Kalsomine brushes can now be had A new, sound idea— Wooster 
with the Rist-Eez handle, one of | Brushes with Rist-Eez handles are 
the biggest improvements intro- good, fast sellers. Merchants find 
duced in years. | they also increase sales on their 


oe malaeeagg oo ag The Rist-Eez handle takes advan- regular brush line. Ask your Job- 
handle. . Painters | tage of the natural hinge action of — ber’s salesman about them. 

ce meine their 

the RIST-ERZ. in Most Wooster Wall and Kalsomine brushes can be had with 


> Way t« whi *h nia hl Ls 4 
> have become | the RIST-EEZ handle, at only a few cents additional cost. Just 


accustomed. Tins. specify regular lines such as Fala Wall, Favorite Wall, Fancy 
sy Wall, etc., which we will equip with the RIST-EEZ handle 


whenever desired. 


THE WOOSTER Brush Co. 


Since 1851-One Family 


One Idee-BetterBrushes WOOSTE 


The ‘‘trigger grip’’ adds va- 
riety to the day’s work, Some 
Painters will prefer to employ 
this grip part of the time. 


WOOSTER BRUSHES 


FOSS-SET -:- OHIO -:- SHASTA 

















